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In our 4™ HALE CENTURY 


PEX TO 


- SINCE 1785 


Before many of the others had even 
begun, this really old reliable factory 
was supplying 


TOOLS 


which enabled your kind of business 
to enjoy a PROFIT! 


AND WE’RE STILL GOING STRONG 
“There's 4 Reason’ 
ASK OUR WHOLESALE DISTRIBUTORS 
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| HERE, AT LAST, 1S Tope PERFORMANCE AT A tghl wuice 


Cash in on the sensational 


A streamlined beauty that is a truly 
efficient writing instrument 


Rich Maroon and Fitcer 
Lustrous Black and Fitver 


MR. DEALER Dove Gray and Filver 





the “B-B”’ 


pre your store. Expect All Time Guarantee 
ing in Life, Saturday . 
berty, Collier's, 


lf, at any time, the ‘’B-B’’ Pen 
does not perform to your com- 
plete satisfaction, the manufac- 
turer will, at a fixed charge of 
ind ring 35c, either put it into perfect 
working order or replace it with 
a brand new pen. 





phone NOW! 
DED. 








ood, 38, Calif. 
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Easy to clean, 
high-luster finish... 
plastic handle with 
finger guard to pre- 
vent burns. 2 sizes: 
8 cup and 6 cup. 
























DRIPOLA- 
TOR. Modern 
design . . . plas- 
tic handle with 
special finger 
guard prevents 
burns. Holds 6 cups. 












Housewives in every neighborhood will 
cheer these 4 beautiful additions to the 
Reynolds Heavy Aluminum Utensil 
line. And, with good reason! The 5 qt. 
Tea Kettle, 6 cup Percolator, 8 cup Per- 
colator and 6 cup Dripolator are made 
the way women want them. Striking 


modern design . . . cool plastic handles 
. . . high-luster finish that cleans in a 
jiffy . . . heavy aluminum throughout 


to assure quick, even heat distribution. 


TEA KETTLE. Easy-to- 
grip plastic handle . . . 
modern dripless pouring 
spout. Holds 5 quarts. 






New high luster... rolled beaded edges...and a 
choice of new style metal or plastic handles! These 
are the latest improvements in Reynolds Lifetime 
Heavy Aluminum Utensil line. 

26 different styles and sizes to meet your customers’ 
needs . . . designed by Reynolds and made of finest 
Reynolds Lifetime Aluminum, completely quality- 
controlled from mine to finished product. 

And, with 13 new utensils added to the Reynolds 
Lifetime Triple-Thick Bottom Line, this de luxe- 
quality line is the last word in modern cooking. 

For price lists, catalogue sheets, newspaper mats and 
other dealer helps, on both Reynolds Utensil lines, 
write Reynolds Metals Company, 2008 South Third 
Street, Louisville 1, Kentucky. 
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HANDI‘MITE 


SURE-FIRE {11 











City lo ute! 


Hose Attachment fastens to any size 
faucet. 

Trigger button is pressed to send water 
through “‘Brite-Wash" detergent chagm- 
ber into brush for washing and scouring. 
(Bar soap may be used if desired.) 

Button is released to send clear water 
through spray chamber for non-splash 
rinsing 

. 


Hanol-mitse BR/TE*WASH 


es! These FOR PROFIT AND VOLUME! 


Lifetime 


ustomers’ 
> of finest 
quality- 


Reynolds 
de luxe- 
ing. 

mats and 
sil lines, 
h Third 


Here's a household ‘must’ that every housewife will want imme- 
diately! HANDI-MITE . . . cleans and rinses dishes — pots — pans — 
in one easy, quick operation. Efficient, hygienic . . . dishes are washed 
in detergent mix, rinsed in fresh, clear water. 

Dependable . . . safe ... HANDI-MITE . . . contains no motor, 
uses no electricity. 

Smartly styled, sturdily built, HANDI-MITE is an eye-catching 
profit maker that’s eas fo sell! It fulfills the universal desire to take 
the “chore” out of dishwashing. Get your share of this natural 
market now! Order today to assure prompt delivery of the sensational 
HANDI-MITE. Individually boxed — 8 to a carton. 


1241 SOUTH HILL STREET - LOS ANGELES 15, CALIFORNIA 


JULY 3, 1947 


is a special detergent formula in cake 
form, designed to fit detergent chamber. 
Six cakes included with each HANDI- 
MITE. Costs less than 1¢ per average 
dish washing. (Bar soap may be used if 
desired.) 


HANDI-MITE is equipped with 2 de- 
tachable brushes: one with nylon bristles 
for washing dishes, the other with fine 
brass wire for scouring pots and pans. 

The entire assembly is attractively pack- 
aged for maximum display of this eye- 
appealing appliance. 

Watch for national advertising for 
HANDI-MITE. Advertising and mer- 
chandising cooperation available to 
dealers. 















The place where customers can really make sav- 


ings‘is in assembling their products. 

Any economies in purchase price resulting 
from “sharpening the pencil” are infinitesimal 
compared with what is saved by using a brand 
of fasteners that delivers True Fastener Economy 
(see RB&W ad opposite). 

The distributor of RB&W products offers 





Russell, Burdsall & Ward Bolt and Nut Company. Fac- 
tories at Port Chester, N. Y., Coraopolis, Pa., Rock Falls, 
Ill., Los Angeles, Calif. Additional sales offices in Phila- 


delphia, Detroit, Chicago, Chattanooga, Portland, Seattle. 


such savings. The uniformly high quality of the 
RB&W complete line saves assembly time by 
giving the operator fasteners that are accurate, 
rugged. 

To get and hold good customers . . . to make 
a good profit on an important volume item... 
to avoid the cost and nuisance of returned 


goods — sell “T.F.E.” along with “RB&W”, 


PICTURE OF DEPENDABILITY 


These two identical bolts — the same clean- 


cut heads, accurate well-finished barrels, perfect 


threads, high physical properties — illustrate 


the uniform quality of RB&W fasteners. These 
bolts were selected at random from two dis- 
tributors’ stocks — one in Cleveland, one in 
Kansas City. Such dependability means True 


Fastener Economy. 


The Complete Quality Line 


RUSSELL. BURDSALL & WARD BOLT & NUT COMPANY 
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WHEN YOU SAVE PRODUCTION TIME BY 
USING FEWER TYPES AND SIZES...THAT’S 
1ed It’s the cost of using a fastener that counts 
y And an important part of the cost of using a fastener is You Get T. F. E. When You 
° the cost of maintaining inventories, requisitioning from 1. Reduce assembly time to a minimum by savings through 
stock, handling many different styles and sizes. Careful use of accurate and uniform fasteners 
B | analysis of fastening requirements and standardization on 4 apa! poset men happier by giving them fasteners that make 
Neg 
7 fewer types and sizes will help to speed up production gee ceggcce x 
Ke 3. Reduce need for thorough plant inspection, due to c i 
¥ and lower costs. . dence in supplier's quality control : 
| RB&W Machine and Carriage Bolts 4. Reduce the number and size of fasteners by proper design 
3 oo ° 5. Purchase maximum holding power per dollar of initial cost, 
a Offer You Unlimited Variety by specifying correct type and size of fasteners 
in- : RB&W engineers are available to help you determine the 6. Simplify inventories by standardizing on fewer types and 
Jj minimum variety of types and sizes of bolts and nuts ~ of oe as , ; ; 
7 which will meet your needs. And RB&W offers the maxi- meatier SS y buying larger quantities from one 
ce mum range of product, a choice of many special metals, 8. Contribute to sales value of finalproduct by using fasteners 
and the facilities of a versatile finishing department— with a reputation for dependability and finish 
- H from a single source of supply. 
ws RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 
™ 402 years making shong the hings 
. that make kmerica shhong 
in 
ie 


3 RB&W bolts, nuts, screws, rivets 
and allied fastening products are 
; manufactured in a broad range of 
‘ styles, sizes and finish es. 


3 Plants at: Port * Cheater, N. Y., 
po ag, Pa., Rock Falls, Ill., Los 
eles, Calif. Additional sales 
oitice ces at: Philadelphia, Detroit, 
Chicago, Chattanooga, Portland, 
Seattle. Distributors from coast to 
coast. By ordering through your dis- 
tributor, you can get prompt ser- 
vice from his stocks for your normal 
needs. Also—the industry's most 
complete, easiest-to-use catalog. 
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Appearing currently in Modern Industry, Factory, Mill & Factory, Purchasing, 
Machine Design, Product Engineering, Iron Age, Steel, Engineering News Record. 
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LEADING NATIONAL MEDIA! 











13 INSERTIONS IN THE FIFTEEN WEEKS 
OF THE FALL BUYING SEASON! 


Westinghouse lamp ads in full color will be blanketing the market. Watch for the 
first ad in “This Week” on September 14th and the full-color spread in “Time” on 
September 15th—and all the other ads week after week after that. 


RAILROAD STATION DISPLAYS IN TEN 
LEADING CITIES! 


A new natural medium for lamps! Will reach a circulation of close to 200,000,000 a 
year through three-dimensional displays in leading stations of the country. 


TED MALONE ON ABC! 


A lamp commercial every day Monday through Friday over the 197 stations of the 
ABC—reaches more than 3,000,000 different people every week. 


AND COMPLETE SUPPORT AT THE POINT OF SALE! 


Westinghouse—with a complete line of merchandisers— provides exactly the right 





kind of merchandisers for every store. A full selection of new displays ties in with 
the national advertising. 


SO SR A 
WESTINGHOUSE ELECTRIC CORPORATION 


BLOOMFIELD, N. J. 


IN, 


{ 
RE AGE @ JULY 3, 1947 
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From heater to fan in less than a minute 
... Simply remove heater housing 


Whether it’s chilly or whether it’s hot, Surf SEASON- 
Arr spells comfort to your customers and profits to you! 
Here’s the room-conditioner that does either job—heating 
or cooling—at a moment’s notice. 


And SEason-Airr is not merely a spot conditioner. It’s 


a space conditioner—so engineered that it can be directed 
straight up (see photo below) for maximum circulation of 
cool or warm air. 

With its smart good looks and attractive low price, 
Surf SEason-Arr rings the bell for steady profits all 
year ’round. Order from your distributor NOW. G-M 
Laboratories Inc., 4296 N. Knox Ave., Chicago 41, Ill. 





ccf below. 
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BEAUTY... Handsome crackle finish ¢ Polished 
heater grill « Silent, modern-design fan 
blades * Separate fan guard. 

STABILITY. .. Sturdy all-metal construction 
e 714-inch base ¢ Finest materials and 
workmanship. 

UTILITY... For summer, a 10-inch fan with 
air displacement of 500 cu. ft. per minute 
¢ For winter, a 1320-watt forced air heater. 

ECONOMY... Heater and fan COMBINED 
for one low price. 
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Rural hardware dealers know this. Asked what rural 


ye most effective, from an advertis- 


magazine would I 
elping them sell their prospects 


ing standpoint, in h 
they chose 
Country Gentleman 
almost 3 to 1 


pede We Rags 9 city 
-ertisce ® e OU hehed. thecal . 
Advertisers know this. They invest more adver- ae ht eee, 
; iS tie hae? 


tisi a ars i = ye 
ng dollars in Country Gentleman than in Geis bo" 
rerepee 


any other farm magazine. 
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) No ylass coffee maker is better known — more in demand — than the Silex coffee maker! 
lts important exclusive features... its fast, simple, dependable performance...have won 


the Silex coffee maker a loyal following among millions of American housewives. 
Feature this famous line in your store for assured customer satisfaction. goodwill- 


building sales! Your distributor has ample stocks of Silex electric and gas model 
coffee makers NOW. The Silex Company, Hartford 2, Conn., and St. Johns, P.Q. Canada. 


<x_— 
EXCLUSIVE Silex seif. 
timing stove regulates 
brewing Period — 
assures uniformity, 


= 
EXCLUSIVE “Anyheet” 

ermostat contro} 
automatically main- 
tains desired tem- 
Perature. 


EXCLUSIVE, Patented 
Silex Flavor-Guard 
filter Makes clegre, 
finer-tasting coffee : 
Can be used with or 
without cloth, : 


EXCLUSIVE Silex “Pop 
UP” handle loosens 
“PPer bow) Qickly 


THE POPULAR “AIKEN” M 
—NOw ELECTRic: 


for years, the “Aiken” 


Sale 4 

("Guaranteed by 

Good Housekee: 
Se; 
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elXlele CRAB MEAT DISHES 





Here’s an exclusive McKee creation that’s a natural for your 
counter and window displays. Women immediately visualize 
smart table settings for their parties—and that means sales— 
bigger sales, too, on other glassware displayed with these Crab 


Meat shells. 


McKEE 
In brilliant red opaque, or clear glass, packed in sets of six. GLASBA 
K F 
OVEN WARE 4... 1m 


Ask your wholesaler, the McKee representative or write for 


information. McKEE 
RANGETEL 


McKEE GLASS COMPANY, Jeannette, Pa. TOP-OF-STOVE WARE ey tm 


ESTABLISHED 1853 


THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 
JULY 3, 1947 15 
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Coes tite SYNCHROME 
ALUMINUM PAINT } wx 


For All Kinds of Roofs: Metal— 
Composition — Roll— Asphalt 
Shingled— Built-up Types 





IT’S ROOF PAINTING di. 
TIME...AN EXTRA XG A : « gh "Tf Demand is 
OPPORTUNITY TO STEP UP 5 Se a g those dust 

ap display A 
YOUR VOLUME ON Yy he ) your stock 


Cues-lile SYNCHROME! a € Z Py, 8 now-or w 


Tres 






Cres-Lite Synchrome protects roofs because it reflects radiant heat and 
rays, and keeps interiors cooler in summer ... warmer in winter. Resists 
moisture, weather and corrosion; helps prevent “‘drying-out” and brittle- 
ness in composition roofing Cres-Lite Synchrome is a quick-drying, synthetic 
Cres-Lite Synchrome contains: resin, oil paint, guaranteed to contain only pure 
MORE Oll—penetrates composition roofing to keep roofing materials soft 325 mesh aluminum and the highest quality 
pt eae On metal roofs extra oil content keeps paint from cracking grades of Oll, PIGMENT AND SYNTHETIC 
PURE 325 MESH Aluminum Pigment—gives one-coat covering with maxi- RESINS. Fer « : plete details regurding other 
mum reflectivity. Prevents destructive action of sun’s rays on composition uses of Cres-Lite Synchrome, write for FREE 
roofing. Lowers heat absorption in summer ... insulates in winter. copy of “A Guide to Using Aluminum Paint.” 
SYNTHETIC RESIN (made from asphalt base) provides hardness to the 
paint film and causes adhesion of paint to surface. Helps prevent rusting 
and scaling of metal roofs. 
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116 West Illinois St, Chicago 10+ : Tested and. 
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Admiral 


Cate a d. 
Duster, * eeler 


You cant sell em, they donut see em 
Display ADMIRAL DUSTERS Now! 


@ Farmers and home gardeners are writing us 
every day: “My dealer doesn’t have Admiral Dusters.” 
Demand is tremendous—no doubt about it. People need 
those dusters now. BUT to cash in on this demand, 
display Admirals now. If you don’t have any—or if 
your stock is low—order them fast. Phone your jobber 
now—or wire Hudson for immediate action. 


to 7 
PEST CONTROL 


2.@ 


ADMIRAL 


FOR EVERY PURPOSE 


Duster 





Tr d advertising is sending 
customers to your store now. 


ADMIRAL ADS APPEAR IN THESE MAGAZINES: 


Better Homes and Gardens American Hone Good Housekeeping 
House and Garden Flower Grower American Fruit Grower 
Country Gentieman Farm Journal Hoard’s Dairyman 
Pathfinder Sunset Poultry Tribune 
American Poultry Journal Capper’s Farmer Successful Farming 
Farm Quarterly Progressive Farmer Southern Agriculturist 
American Agricutturist New England Homestead Pennsylvania Farmer 
Ohio Farmer Western Farm Life California Cultivator 
Farmer-Stockman 


Onder Today from 
Your Gobbler 


H. D. HUDSON MANUFACTURING CO. 
: 589 East Illinois Street, Chicago 11, Illinois 
Branches in Principal U. S. Cities 


Extra 
Counter 
Display 

FREE! 

Write HUDSON 
today 


© 1047 #. dD. H. MFG. Co 














Lere's the mivacle in metal 
that everyones talking about 


Duo-Therm’s Spectacular Period-Furniture Styling 
, Revolutionizes Space Heater Design 








THE HEPPLEWHITE 


HEN ITS BEAUTIFUL new Period 

Line was presented last year, 
Duo-Therm scored another “‘first”’ in its 
15 years of leadership in fuel oil heater 
design and engineering. 


During these years, Duo-Therm pio- 
neered virtually every basic improve- 
ment in the industry—introduced the 
famous Dual Chamber Burner, Power- 
Air Blower, Waste Stopper and many 
other revolutionary features exclusive 
with Duo-Therm. 


These great features are all incorpo- 
rated in the beautiful new Period Furni- 





She Se A ah a ah a mh ene 
-nanahosnstvenprencmenes 





ture Models—those miracles in metal 
everyone in the trade is talking about. 


Production in 1946 fell short of sched- 
ules because of material shortages, but 
supplies are now improving! Duo-Therm 
appliances are coming off the lines in in- 
creasing volume and demand is at an 
all-time high! So... 

At the July Market— 
be sure to visit Space 517— Duo-Therm’s 
permanent quarters at the American 
Furniture Mart—and see a great profit 
opportunity for 1947—the most beautiful 
fuel oil heaters ever built! 


QO0-THERM 


DIVISION OF MOTOR WHEEL CORPORATION - LANSING 3, MICH. 
America’s Largest Manufacturer of Fuel Oil Heating Appliances 
{ 














THE CHIPPENDALE 


THE NEW DUO-THERM 
AUTOMATIC FUEL OIL WATER HEATER 


A Handsome New Home Appliance! 


INSIDE AND OUT—from top to bottom— 
these handsome, gleaming white Duo- 


Therm Water Heatersare new! 
| Pioneered by Duo-Therm, 
- -| the leader in this field, these 
= + water heaters burn cheap fuel 
oil — available everywhere 
so your prospect need not have 
gas or electric connections. 
The average family of four 
gets all the hot water needed 
for less than 4¢ a day. Four 
models—very attractive 
reasonably priced. An easy 
appliance to sell to a big 
,) market. 


Duo-Therm is a registered trade mark of Motor Wheel Corp., Copyright 1947 
. 
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PENNSYLVANIA... 
GREAT AMERICAN . . . | 
METEOR| 


THE BIG 3 INTERNATIONALLY-KNOWN LAWNMOWERS 





To meet the increasing demand for these high qual- 

ity mowers, we are making every effort to speed pro- : 
duction, so that everybody who wants a Pennsylvania 

made mower for 1948 can be supplied. 


To ensure early deliveries, your orders should be 
placed with your jobber now. 


~~ oOo. Ss © so 





Camden, N. J. ¢ Bridgeport, Connecticut 
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Retail Hardware Merchants 
Are Not Downhearted:— 


HESE brief comments are be- 

ing written on the way home 

from the N.R.H.A. Congress 
which met in Cleveland, Ohio, last 
month. The complete story of 
talks and discussions of interest 
to the trade and industry are pre- 
sented in this issue starting on 
page 30. 

There was no pessimism ex- 
pressed, publicly or privately, by 
any of the retail hardware dealers 
with whom I had a chance to talk 
during the week of the conven- 
tion. All told of abnormally large 
1946 sales voiume and profits, 


Ohio Leads 


UST about the time the N.R.H.A. 

Congress was getting under way 
in Cleveland, Ohio—the governor 
of that state, Thos. J. Herbert, 
was signiag Senate Bill No. 254, 
known as the “Baker Bill.” 

This particular legislation “elimi- 
nates discrimination between non- 
profit corporations and corpora- 
tions for profit in the matter of 
the payment of franchise fees, fees 
for filing articles of incorpora- 
tion, etc.” 
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and practically all said 1947 
business to date was exceeding 
1946 records. All said they were 
making money, yet had too much 
inventory. Many astute dealers 
told of reducing their current in- 
ventories to make money and pro- 
vide both money and space for 
more desirable goods now becom- 
ing more available—though not 
too quickly nor in much quantity. 

As this meeting attracted 350 
to 400 retail dealers from all 
parts of the country it can be well 
assumed that they represented a 
fair, or better, cross section of the 


retail hardware business. On that 
basis, it can be loudly shouted that 
“American retail hardware mer- 
chants are not downhearted”— 
not a bit. Neither are they so 
smug that they can’t, or won't, 
watch what they are doing or al- 
low themselves to be lulled into 
believing that business will always 
come easily. 

In my opinion, the outstanding, 
and perhaps most authoritative 
address on the formal program 
was that of Dr. Jules Backman, 
whieh starts on page 41 of this 
issue. Read it—it has substance! 


the Way for Taxing Co-ops:— 


In other words, consumer co- 
ops, and other so-called or actual 
non-profit organizations, in Ohio 
at least, will be subjected to the 
same tax levies as those privately 
owned businesses, admittedly or- 
ganized for profit, with which they 
compete. 

Ohio leads the way in treating 
all who compete for the same kind 
of business patronage on the same 
basis—all will, hereafter, pay the 
same fees and taxes. 





The full text of this new Ohio 
law is presented, in this issue, on 
page 28. 

Alert hardware men, whether 
manufacturers, wholesalers or re- 
tailers, will bring this new Ohio 
law to the attention of their own 
state legislators as well as their 
own federal legislators. 

Clippings or reprints of this 
law, as published in this issue, on 
page 28 will be available upon re- 
quest. 





21 





|" is reliably reported that TVA 
is selling the fertilizer it pro- 
duces mainly through Co-op chan- 
nels, Some Congressmen are pro- 
testing and criticising this pro- 
cedure. They all should—and 
will—if enough taxpaying, voting 


TVA Fertilizer to Co-ops ?:— 


which every hardware dealer con- 


citizens howl loudly enough. 
TVA was established and exists 
on tax revenue which you and I 
have contributed. TVA does not 
have to pay taxes or even operate 
at a profit. If there is a deficit 
it again comes out of tax revenue 


*" *& # 


tributes. Therefore, it is grossly 
unfair for TVA to favor the Co- 
ops which do not pay the same 
taxes as dealers pay. 

Let your Congressmen know 
how you feel about this one. 


Co-ops, Communism and Socialism:— 


Des close affinity between the 
Consumer Co-operative move- 
ment and Communism in Russia, 
and the equally close relation be- 
tween the Co-ops and Socialism 
in England, is graphically pre- 
sented in a current bulletin avail- 
able in quantity from the Na- 
tional Tax Equality Association. 


231 La Salle St., Chicago 4, IIl. 
Ask for NTEA Bulletin 67 and get 
enough copies to send broadside 
where this message will do some 
good. 

An important part of this bul- 
letin reproduces official Soviet 
propaganda which should give 
Americans something to think 
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about and spur their activities 
toward at least taxing the Co-ops 
on the same basis as privately 
owned businesses. 

I urge every reader to get thig 
bulletin and to ask for as many 
additional copies they can use to 
advantage. They are available 
upon request. 


Congress Again Studies “Taxing the Co-ops’ :— 


( ONSIDERED as a major, if 

not its first job, the House 
Small Business Committee in get- 
ting under was with a new probe 
on the question “whether Co-ops 
have tax advantages against com- 
mercial competitors.” 


There need be little difficulty 


in answering that question. The 
Co-ops definitely have tax exemp- 
tion advantages to the detriment 
of taxpaying competitors. And 
we urge every reader to tell his 
Congressmen just that. 

It is reported that the present. 
newly formed committee does not 


x * * 


accept the negative opinion of its 
predecessor committee, which is 
some encouragement but not suf- 
ficient in itself. To get favorable 
action by Congress requires an 
unyielding bombardment on Con- 
gress by all of our interested citi- 
zens. 


American Retail Federation Opposes 
Saturday Closing for the Banks— 


HE trend toward a five-day 

working week is spreading 
very rapidly in this country in all 
lines of business except the re- 
tail field, and even there, many 
department stores in the larger 
towns close down Saturdays dur- 
ing the duration of the summer 
months. 

In the hardware field many 
wholesalers operate on a five-day 
week but retail hardware stores 
too often find Saturday their 
busiest and most profitable busi- 
ness day of the week. 

The two-day week holiday 
certainly appeals to the employee 
as a grand idea and, from the 
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standpoint of retailers who are 
open, the available extra shopping 
time is probably of great help in 
bringing additional sales to their 
stores. 

Now the banks are beginning 
to take on the five-day week idea, 
state by state, and naturally such a 
program is popular with the em- 
ployees for it provides that extra 
day for recreation or “just rest- 
ing.” But when banks are closed 
on Saturday retail stores suffer 
some inconveniences. 

The American Retail Federation, 
composed of associations from the 
hardware, drug, grocery and many 
other retail fields, protests the 


Saturday closing for banks, prima- 
rily, on the following three points: 
(1) Stores would otherwise 
have to carry too much cash from 
Saturday sales in unsafe deposi- 
tories over a long week end. 

(2) Retailers need to have suf- 
ficient cash for cashing custom- 
ers’ checks on Saturday. 

(3) Retailers want to avoid 
additional theft insurance. 

While these objections are valid 
and understandable it is unlikely 
that the trend toward the five-day 
week will cease or that banks wiil 
fail to fall in line with that pro- 


cedure. 
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After years of research and exhaustive tests, Bird 
Linoleum is now in limited production. Retailers 
who have seen preview samples are enthusiastic 
about its smooth surface, marbleization, rich 
colors. Right now, production is necessarily 


THE FIRST 
COMMERCIAL RUN of BIRD LINOLEUM 


limited. Soon, however, we hope to increase our 
output considerably. Of one thing we can assure 
you: every yard of Bird Linoleum will carry with 
it the inherent quality for which Bird products 
are famous. 


BIRD & SON, inc. East Walpole, Mass. ¢ 295 Fifth Ave.,N.Y. © 
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Southern Furniture Exposition Bldg., High Point, N. C. 


















This section is de- 
voted to hardware 
and is 50 ft. wide 
by 80 ft. deep 
with an extra 
broad center aisle 
for keeping traffic 
flowing along. 
Floor is asphalt 
tile over plywood. 
All display fixtures 
must be kept at- 
tractively neat 
for all are part of 
the store's huge 
window display. 
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The $300,000 Business __ TI 


| as clothes are 


A broad expanse of glass front makes all the store a merchandise stage 
just across the street from to- a store 25 ft. wide by 125 ft. brother 
day’s modern premises. The deep. But here’s what their com- # ness in 
Rahway Hardware Co. was then munity saw when the Horowitz = death, 


sometimes said to make the man, 
se can a new store front, new fix- 
tures and expanded selling space 
make an outstanding store. That 
has been proved by the moderniza- 
tion program which gave the Rah- 
way Hardware Co. a complete new 
merchandising dress and will put 
a $300,000 gross volume on the 
books for 1947. 

Rahway, N. J., the town in 
which Ben and Leny Horowitz op- 
erate their successful hardware 
business has a population of 18,- 
000. In addition the store serves 
a trading area within a 10-mile 
radius. From that territory they 
have firm expectations of gross- 
ing $200,000 trom regular hard- 
ware lines and $100,000 from ac- 
tive promotion of their major 
appliances. 

The business was founded in 
1926 by the late Louis Horowitz 
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Broad expanses of glass dramatize an ivory and black front and put the entire sto 
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The section for 
appliances has a 
25-ft. front and 
an 80-ft. depth, is 
as attractive as 
the hardware de- 
partment and has 
its own street en- 
trance. Television 
is a big thing 
here, 40 sets hav- 
ing been sold since 
Jan. 1. Total ex- 
pected appliance 
volume figure is 
set at $100,000. 
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s | That Modernization Built 


dise 3 stage and enlarges sales opportunities for the Rahway Hardware Co. 

> ft. brothers, who took over the busi- _ store rooms into one huge, stream- Opened in November 1946, the 
com- é ness in 1930 upon their father’s _lined and completely visual sell- | new Rahway Hardware Co. boasts 
witz 4 death, combined three adjoining ing space. of a store front 75 ft. wide and 


a store depth of 80 ft. plus an ad- 
ditional 20-ft. deep stock room 
i ¥ eee running the entire rear length 
3 F of the building. The most strik- 
ing feature of the sparklingly mod- 
ernistic ivory and black, Carra- 
ra glass store front is the series 
of 14 ft. high panels, entirely of 
glass and encased in_ stainless 
steel. Each panel is 8 ft. wide 
plus a 6 ft. door opening. These, 
from the street view, provide a 
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entire store on display. Every department is visible from the street. 


i 

% sales inducing view of the entire 
i store interior. Thus, the merchan- 
3 dise displays are continually on 
3 exhibit to passersby since the store 
| interior always appears as inte- 
. gral part of the window display. 
The general hardware section 
a of the store is 50 ft. wide and the 
if five glass panels are flanked on 
¥ either side by two. open-back win- 
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heres 


dows, framed with black Carrara 
glass. The center panel of the five 
consists of an all-glass double 
door leading to the hardware de- 
partments. 

Appliances have separate dis- 
play windows and these consist 
also of large all-glass panels and 
a smaller window for small ap- 
pliance displays. As in the hard- 
ware section, the door is entirely 
of glass so that the same imposing, 
all-over view of the entire appli- 
ance section is obtained from the 
sidewalk. 


Impressive Sign 


Heightening the first impres- 
sion gained by the broad expanse 
of glass store front is the name 
sign in letters, three feet high, 
four inches deep and in stainless 
steel with double channel green 
neon tubing. Also, under the 
canopy are five lights illuminat- 
ing the front and just inside the 
store front, are 10 spotlights to 
increase the brilliancy of the for- 
ward merchandise displays. 

To follow through on the im- 
pression created by the front, the 
store interior is as modern an ex- 


F 


pression of hardware interiors as 
can ~be found anywhere. Display 
fixtures are of the open, step-up 
type in a pink hue with pastel 
blue-green trim. Rather than have 
the fixture bases enclosed with 
sliding panels, the bases are un- 
covered so that reserve merchan- 
dise can be seen and easily 
reached. 

Small items are displayed in 
compartments so that there is no 
opportunity to have merchandise 
in messy displays. And, borrow- 
ing a leaf from the chain-store 
notebook, all items are distinctly 
price-marked in figures large 
enough so as to be plainly seen. 
Numerals are in black on a yellow 
background. 

Harmonizing with the pastel in- 
terior fixtures, are the walls, dec- 
orated in light yellow. ~The ceil- 
ing is of an insulated composi- 
tion tile set in small squares and 
blending unobtrusively with the 
design of the ceiling are the at- 
tractively arranged skylights and 
four rows of continuous fluores- 
cent lighting strips, flush to the 
ceiling. A fifth strip of fluores- 
cents stretches along the appliance 
room ceiling. The floors of both 





the appliance and hardware sec- 
tions are asphalt tile laid over 
plywood. 

The cost of the store front, fix- 
tures and decoration amounted to 
approximately $30,000 exclusive 
of the construction work in con- 
necting the three store buildings 
into one. The brothers, rather 
than wait for the store equipment 
picture to clear up, adapted to 
their own tastes and purposes, 
various plans they had seen in 
publications, finally achieving a 
design of their own and doing 
their own contracting. 


One Eye on the Future 


Though their efforts resulted in 
a store as modern as today, they 
also kept one eye on the future and 
possible expansion of inventory 
when such a policy would again 
become wise. A 20-ft., two-story 
stockroom was built along the rear 
of the store and on the first story, 
bolts, fittings, and heavy items are 
stored. There are two unloading 
entrances which facilitate deliv- 
eries for trucks can drive up and 
unload or unload directly. 


At present, the second story of 





Just beyond the paint department is the broad arched store entrance to the appliance department. The 
continuous strips of fluorescent lights are flush with the insulated composition tile ceiling. 
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the building addition is not used 
but it is ready to be converted at 
short notice into storage space or 
office space. The store basement 
also provides a large area for 
stocking heavy and cumbersome 
merchandise. 


Dramatic Store Front 


But the entire importance of 
the Rahway Hardware Co.’s mod- 
ernization program lies in the 
dramatic expanse of store front. 
bright clean interior and broad 
aisles that invite a flow of traffic 
for those assets provide a forceful 
and constant advertisement of the 
store’s wares. Customers expect 
the store to stock practically ev- 
erything in hardware and house- 
wares, paints and the numerous 
other hardware store lines, so keen 
an impression has been made on 
the community. 

Consequently, the Horowitz 
brothers stock and display as 
varied a line as possible but they 
nevertheless are continuously 
called upon for new items. Also, 
the impression the store makes 
upon customers is such that the 
competitive threat of neighboring 
chain stores has been minimized. 


Power tools and hand tools are well toward the front. 





In fact the brothers find their 
store tempting customers away 
from the neighboring chains. 

One of the popular departments 
is the lighting fixture display at 
the rear of the store. All fixtures 
here are wired for operation so 
customers can see the lighting ef- 
fects they can achieve in their 
homes. And, now in the planning 
stage is a complete household 
plumbing department which is to 
accent bathroom fixtures by dis- 
playing them in model rooms. 

Thé appliance section is one of 
the most important volume produc- 
ers of the Rahway Hardware Co. 
Though housed in an adjoining 
store room, 25 ft. wide by 80 ft. 
deep and with a separate entrance 
off the street, there is a broad 
archway leading from the hard- 
ware section to the appliances. Oc- 
cupying about one-third of the 
total selling space, appliances will 
account for $100,000 of the 
stores’ expected $300,000 volume. 

Perhaps the most popular bid 
to prospects is the firm’s televi- 
sion demonstrations. At present 
the main drawing card is the tele- 
vised baseball games which are 
viewed by a number of baseball 
enthusiasts daily. 


& 








Since the first of the year, 40 
television sets have been sold and 
a $1,800 sales is not unusual. 
About 75 per cent of those sales 
are on a cash basis. 

Rather than show their televi- 
sion sets in an enclosed room, the 
brothers have them in operation 
on open display so that they and 
the appliances complement each 
other. On Friday nights, a tele- 
vision set is put in the window and 
judging by the cigarette stubs that 
litter the sidewalk each Saturday 
morning, practically all of Rah- 
way’s fight fans must be on hand. 


Attracting the Ladies 


An effective bid to the ladies’ 
patronage is an _ invitation to 
ladies’ clubs to meet in the store 
for a television demonstration. 
This provides not only a sales op- 
portunity but makes at least one 
good friend—the club president 
who, in a woman’s way, is flattered 
by the opportunity to offer her 
members an interesting evening’s 
program. When the ladies are as- 
sembled, they are treated to a light 
supper snack and to demonstra- 
tions of other appliances given by 

(Continued on page 61) 


“a 


. cs 
BRUSHES 


. * ‘ f 
—— a 
STANLY TOOLS 


Situated just back of the store front panels, the 


tool departments form their own window display. The expected volume of hardware alone is $200,000. 
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Ohio Governor Signs Bill 


G OV. THOMAS H. HERBERT with his recent approval and 


signing of the “Baker Bill” put his state of Ohio first in the ranks in the . 


fight for tax equality in business. The “Baker Bill,” or as it is formally 
designated, Senate Bill No. 254, wipes out the tax-free privileges which 
co-ops have enjoyed for so long by providing for the elimination of 
“discrimination between non-profit corporations and corporations for 
profit in the matter of the payment of franchise fees, fees for filing arti- 


cles of incorporation, etc.” The complete text of the bill follows: 
97th profit and each corporation not 
General Assembly S. B. No. 254 for profit organized or operating 
Regular Session, (~" * - or both in the same or similar 
1947-1948 manner as corporations not for 
profit organized under sections 
Mr. Baxen 10185 and 10186 of the General 
A Bie Code and 10186-1 to 10186-30, 


To eliminate discriminations 
between nonprofit corporations 
and corporations for profit in the 
matter of the payment of fran- 
chise fees, fees for filing articles 
of incorporation and amendments 
thereto, and the payment of fees 
for the issuance of shares of stock 
and for that purpose to amend 
sections 5495, 5495-1, 5495-2 and 
10186-30 of the General Code and 
to enact a supplemental section of 
the General Code to the desig- 
nated section 5495-1 of the Gen- 
eral Code and to repeal section 
10186-29 of the General Code. 

Be it enacted by the General As- 
sembly of the State of Ohio: 

Section 1. That sections 5495, 
5495-1, 5495-2 and 10186-30 of 
the General Code be amended to 
read as follows: 

Sec. 5495. The tax provided 
by this act for domestic corpora- 
tions shall be the fee charged 
against each corporation organ- 
ized for profit under the laws of 
this state* and each corporation 
not for profit organized pursuant 
to sections 10185 and 10186 of the 
General Code and 10186-1 to 
10186-30 both inclusive, of the 
General Code except as provided 
herein, for the privilege of exer- 
cising its franchise during the 
calendar year in which such fee is 
payable and the tax provided by 
this act for foreign corporations 
shall be the fee charged against 
each corporation organized for 
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both inclusive, of the General 
Code, under the laws of any state 
or country other than Ohio, ex- 
cept as provided herein, for the 
privilege of doing business in this 
state or owning or using a part or 
all of its capital or property in 
this state or for holding a certifi- 
cate of compliance with the laws 
of this state authorizing it to do 
business in this state, during the 
calendar year in which such fee is 
payable. 

Sec. 5495-1. For the purposes 
of this act domestic corporations 
shall be considered organized 
upon the filing of articles of in- 
corporation in the office ‘of the 
secretary of state and foreign 
corporations shall be considered 
admitted to do business in Ohio 
when the statement for admission 
has been filed with the secretary 
of state or upon obtaining from 
such secretary a certificate of 
compliance with the laws of Ohio. 
Each domestic corporation shall 
be required to file its first report 
and pay the tax thereon in and 
for the calendar year immediately 
succeeding the date of its organ- 
ization and each foreign corpora- 
tion shall similarly report and 
pay in and for the calendar year 
immediately succeeding its admis- 
sion. Failure on the part of any 
foreign corporation for profit and 
any foreign corporation not for 
profit referred to in section 5495 
of the General Code to proceed 





accordingly to law to obtain 
from the secretary of state proper 
authority to do business or to own 
or use property in this state 
shall not excuse such corporation 
from liability to make proper ex- 
cise or franchise tax report or re- 
turn or to pay a proper excise or 
franchise tax or penalty, if such 
liability would have attached had 
such proper authority been ob- 
tained. 

Sec. 5495-2. Annually between 
the first day of January and the 
thirty-first day of March each cor- 
poration, incorporated under the 
laws of this state for profit * * 
and each corporation not for prof- 
it organized under sections 10185 
and 10186 of the General Code 
and sections 10186-1 and 10186- 
30, both inclusive, of the Gen- 
eral Code and each foreign cor- 
poration for profit * * * and 
each corporation not for profit or- 
ganized or operating or both in 
the same or similar manner as 
corporations not for profit organ- 
ized under sections 10185 and 
10186 of the General Code and 
10186-1 to 10186-30, both inclu- 
sive, of the General Code, doing 
business in this state or owning 
or using a part or all of its capi- 
tal or property in this state, or 
having been authorized by the 
secretary of state to transact busi- 
ness in this state, shall make a re- 
port in writing to the tax com- 
misson in such form as the com- 
mission may prescribe. It shall be 
the duty of the commission to 
furnish corporations, on request, 
copies of the forms prescribed by 
it for the purpose. of making such 
report. No domestic corporation 
may dissolve, nor may any for- 
eign corporation withdraw or re- 
tire from business in Ohio, after 
January Ist in any year without 
having made a franchise tax re- 
port to the tax commission of 
Ohio, and having paid or se- 
cured the tax thereon, for the year 
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| Taxing Co-ops 








Ohio becomes first state to pass 
legislation eliminating special tax 
exemption for co-ops 





A BILL TO TAX CO-OPS BECOMES LAW: Ohio Governor Thomas J. Herbert (center) signs 
Senate Bill 254 which levies the same state taxes on non-profit corporations as corporations 
for profit and private enterprises pay. Sponsors watching the signing of the bill are, left to 
right, front: Frank Teegardin, president, Independent Livestock Marketing Association of Ohio; 
Sen. |. B. Baker, Montgomery County, and Rep. Elton Kile, Madison County, sponsors of the bill, 
and John E. Howell, the Tracy-Wells Co. In the rear are Allen W. Livingston, Livingston Seed 
Co.; John B. Conklin, secretary, Ohio Hardware Association; H. E. Frederick, Scott Seed Co., 
and John B. Densmore, United Commercial Travelers. 


in which such dissolution or with- 
drawal occurs. 


Sec. 10186-30. For filing arti- 
cles of incorporation and amend- 
ments thereto, an association or- 
ganized * * * * under sections 
10185 and 10186 of the General 
Code and sections 10186-1 to 
10186-30, both inclusive, of the 
General Code shall pay to the sec- 
retary of state * * * * * the fees 
imposed under section 176 of the 
General Code upon corporations 
organized for profit. Such asso- 
ciation organized hereunder and 
under sections 10185 and 10186 
of the General Code shall pay the 


same fees as are required to be 
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paid by corporations organized 
for profit with respect to the issu- 
ance of shares of stock as pro- 
vided in section 176 of the Gen- 
eral Code. 

SECTION 2. To enact a supple- 
mental section of the General Code 
to be designated as section 5498-] 
of the General Code. 

Sec. 5498-1. The phrase “is- 
sued and outstanding shares of 
stock” as used in section 5495 of 
the General Code shall apply to 
corporations not for profit and 
shall include but shall not be lim- 
ited to mean membership certifi- 
cates and other instruments evi- 
dencing ownership of an interest 


in such corporations not for 
profit. ° 

Section 3. That existing sec- 
tions 5495, 5495-1, 5495-2, 10186- 
29 and 10186-30 of the Gen- 
eral Code be and the same are 
hereby repealed. 

The following matter eliminat- 
ed from the present law—see cor- 
responding numbers with aster- 
isks in body of bill: 

a 
* % > 


eee 3. 


>] 


. hereunder 

5. ten dollars; and for 
filing an amendment to 
the articles, five dollars. 
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Air view of a section of Cleveland, Ohio, where the 48th Annual Congress of the N.R.H.A. was held. 


The 48th N.R.H.A. Congress 


1 @ National Retail 
Hardware Association held its 
48th annual Congress, June 16- 
19, 1947, at the Statler Hotel, 
Cleveland, Ohio, with a registra- 
tion of about 600, including dele- 
gates, their families and guests. 


The Convention Theme 


Theme of the convention was, 
“Tools for the Transition Task.” 
Emphasis was on the need for 
modernization of stores, training 
of salesmen, employee compensa- 
tion and labor relations, plus the 
need for combating the menace 
of Communism. The growing 
need for real salesmanship and 
the opinion that durable goods 
industries are assured of high 
volume production for a number 
of months were among many of 
the salient points covered by 
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come of the speakers. Presiding 
at all sessions was Ear] Dean, 
York, Neb., who was succeeded 
as president by Chester E. 
Young, Fairview, Okla. A. B. 
Hill, Portsmouth, Va., is the new 
member of the board. Complete 
details as to association officers 
are elsewhere in this issue. 
Resolutions passed at the final 
session urged: “like taxation for 
like businesses;” repeal of war- 
time excise taxes; increased per- 
sonal exemption under Federal 
revenue laws; universal adoption 
and application of the commun- 
ity tax principle of income tax 
calculations; effort to combat 
Communism; action against 
“black market” operations and 
better sales training. Approval 
of association services and ex- 
pression of thanks to those who 
addressed the convention were 
also adopted. 





The more important resolu- 
tions, passed, at the convention 
were: 

Like Taxation 
For Like Businesses 

This Congress notes with 
gratification that the Ways and 
Means Committee of the House 
of Representatives has begun 
hearings on the subject of tax- 
ation and that such hearings will 
include testimony on the ques- 
tion of tax exemption of cooper- 
ative enterprises. Anticipating 
that this proceeding by Congress 
may result in legislation bear- 
ing upon this question, be it 

RESOLVED, That the National 
Retail Hardware Association re- 
iterates its position that cooper- 
ative organizations engaged in 
business in competition with tax- 
paying business should be taxed 
on their incomes on the same 
basis as the taxpaying businesses 
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View of General Electric Co.’s Nela Park Lighting Institute which was visited by convention delegates 





The 48th Annual Congress of the National Retail Hard- 
ware Association had for its theme—''Tools for the Transi- 
tion Task." The Congress urged "like taxation for like 
businesses,’ with clearer definition of term "'profit'’ and 
asked repeal for wartime excise taxes and increased per- 
sonal exemption under Federal income tax regulations. 
Favored sound labor legislation, condemned black mar- 
ket operations and sought fullest possible efforts to com- 
bat Communism. Met June 16-19, 1947, at Statler Hotel, 
Cleveland, Ohio. Chester E. Young, Fairview, Okla., suc- 
ceeded Earl Dean, York, Neb., as president. Attendance 


with which they compete. To the 
end that such legislation shall 
be clear and unmistakeable, we 
urge that it incorporate the fol- 
lowing principle and provision: 

1. That no exemption from 
federal income tax may be al- 
lowed to any person, firm, cor- 
poration or organization of any 
type or character on its profits 
resulting from the operation of 
any business of the same kind 
and character as that conducted 
by any person, firm, corporation 
or organization of any type 
which does pay federal income 
tax on its profits. 

2. That for the purpose of 
federal income taxation, “profit” 
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more than 600. 


shall be defined and construed to 
mean the difference between the 
production or purchase cost of a 
service or commodity plus usual 
business expenses and the re- 
ceipts from the sale of such ser- 
vice or commodity. 


Taxation 


WHEREAS, The question of tax- 
ation continues to be a critical 
subject in view of latest develop- 
ments in Washington, be it 

RESOLVED, That this Congress 
of the National Retail Hardware 
Association urge continued effort 
with our national lawmakers in 
behalf of changes which are 
necessary for a healthy business 


atmosphere, and particularly do 
we make the following recom- 
mendations: 

1. That the wartime schedule 
of excise taxes be repealed. 

2. That the personal exemp- 
tion under the federal revenue 
law be increased. 

3. That the federal revenue 
law be amended to provide for 
universal adoption and applica- 
tion of the community property 
tax principle of income tax cal- 
culations as now provided or per- 
mitted in a number of states. 


Labor Relations 


WHEREAS, Relations between 
employers and employees con- 
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tinue to be confused by inequi- 
table labor laws for which there 
appears to be no hope of immedi- 
ate correction, be it 

RESOLVED, That this associa- 
tion continue its efforts in behalf 
of such revision of the national 
labor laws as will bring about 
equality of responsibilities and 
privileges of labor and manage- 
ment. Also, be it 

RESOLVED, That this Congress 
recommend to members that they 
encourage the enactment of 
sound labor legislation in their 
respective States. Be it further 

RESOLVED, That this Congress 
strongly advise the members of 
this Association to maintain 
such fair and reasonable treat- 
ment of employees as will pro- 
vide incentive for their best ef- 
forts and, in the event of union- 
ization undertakings in their 
communities or businesses, that 
they adhere to a policy of con- 
sistent, straightforward dealing 
with union organization repre- 
sentatives in a fair and firm 
manner according to the rights 
and privileges of employers as 
permitted by law and interpreted 
by the courts. 


Communism 


WHFREAS, It has been brought 
forcefully to the attention of this 
Congress that persons with Com- 
munistic connections or leanings 








occupy manv positions of prom- 
inence and infiuence in the in- 
dustrial and political life of our 
nation, and 

WHEREAS, The avowed aim ot 
Communism and the pledged ef- 
fort of Communists are hostile 
to our American political philos- 
ophy and economic order and 
their determination is to over- 
throw our institutions, by vio- 
lence if necessary, be it 

RESOLVED, That this Congress 
of the National Retail Hardware 
Association urge all members to 
inform themselves regarding this 
menace and to actively assist in 
opposing this threat by one or 
all of the following courses of 
conduct and by such other pur- 
suits as will strengthen the bul- 
warks of our democracy by de- 
tecting, identifying and exposing 
this internal enemy: 

1. Obtain, study and circulate 
enlightening material such as 
the printed pamphlets and films 
on Communist infiltration in this 
country which have been issued 
by the Chamber of Commerce of 
the United States. 

2. In co-operation with busi- 
ness neighbors and others, ar- 
range and foster local study 
groups to explore and expose 
Communistic activity. 

8. Urge local newspapers and 
other publicity mediums to keep 
this subject before the people in 
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nature and methods of Commun- 
ism, to the end that an informed 
public may correctly recognize 
and resist it. 

4. By example as well as by 
exhortation make convincingly 
evident the advantages and b®éne- 
fits of our system of political and 
economic freedom. 

5. In every possible way bring 
to bear upon elected officials and 
candidates for office insistence 
that persons of proven Com- 
munistic connection or sym- 
pathy be removed from Govern- 
mental positions. 

At the opening session, Mon- 
day afternoon, Rivers Peterson, 
Indianapolis, Ind., managing di- 
rector, N.R.H.A., delivered his 
annual report, followed by a re- 
port on Washington Activities 
by William R. Noble, Washing- 
ton, D. C., who~ represents. 
N.R.H.A. and the National’ Re- 
tail Farm Equipment Associa- 
tion, in a like capacity. H. W. 
Schumacher, Lansing, Mich., sec- 
retary, Michigan Retail Hard- 
ware Association, concluded the 
session with a talk on, “The 
Work of Our Association.” 


The Opening Session 


Formal opening of the Con- 
gress was on Monday evening.. 
Hugh C. Ross, Jackson, Tenn., 
past president, N.R.H.A., deliver- 
ing the invocation. Carl Fitz- 
Gibbon, Cleveland, vice-president 
of the Ohio Hardware Associa- 
tion, welcomed the convention- 
eers. The traditional roll call 
of delegates was then directed 
by Mr. Peterson. Some of the 
delegations sang their state 
songs and good naturedly em- 
phasized the virtues of their re- 
spective areas. President and 
Mrs. Dean received a silver ser- 
vice from the association in ap- 
preciation of their services and 
efforts in its behalf. 

The Tuesday morning session 
heard President Dean’s address, 
“Leadership as a Transition 
Tool.” The selling field, he em- 
phasized, is wide open and full 
of opportunity. Reasonable, con- 
siderate, polite and sympathetic 
handling can tie the average cus- 
tomer to a store for years to 
come. Between 85 and 90 per 
cent of all sales are influenced’ 
by women and so stores must ap- 
peal to them. Women must be 
served with the highest quality 
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‘merchandise’ at 


competitive 
prices and be assured of service, 
promptness and efficiency. 


Farm Market Undeveloped 


The farm market, Mr. Dean 
said, is undeveloped at present 
for every farm family, whether 
owner or tenant, desires modern 
and better living conditions. 
Never before have farm products 
sold at such high prices and 
never before have farmers had 
so much ready cash. He enum- 
erated some of the many lines 
needed by farmers which can be 
supplied by the hardware dealer. 
In addition he advanced the idea 
that the credit system would 
have to be expanded, although 
warning that credit accounts 
should be closely watched since 
profits can be so easily lost in 
that channel. 

Arthur W. MacFarland, Wol- 
laston, Mass., past president of 
the New England association, 
spoke on “Modernization as a 
Transition Tool,” illustrating his 
address with slides of his old and 
new stores. “There is no ques- 
tion in my mind that the days 
of the dark, dingy, poorly-lighted 
hardware store are limited,” he 
emphasized. “The consumer is 
price conscious . . . The chain 
stores are setting high stand- 
ards for the consumer with 
brightly lighted clean and well 
kept stores—the consumer now 
is trained to expect this type of 
reception when making a pur- 
chase of hardware  require- 
ments.” 


The Dangers of Communism 


In an impassioned plea for 
watchfulness against the inroads 
of Communism in this country, 
Clem D. Johnston, Roanoke, Va., 
president, Roanoke Public Ware- 
house, a director of the Chamber 
of Commerce of the United 
States, described the efforts the 
Chamber is making to offset 
these gains. He warned of the 
need for citizens to watch the 
activities of Communists both in 
and out of office, in this country, 
and urged that people not con- 
fuse liberal thinkers with those 
affiliated with or interested in 
furthering the cause of Com- 
munism. 

Russell Selkirk, Cobleskill, N. 
Y., past president of the New 
York State Retail Hardware As- 
sociation, took his listeners on a 
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The Statler Hotel, headquarters of the 48th N.R.H.A. Congress. 


verbal tour of the merchandising 
practices in his store. He urged 
concentration of supply sources, 
consolidation of lines. Also of 
great importance he said was the 
pricing of incoming merchan- 
dise. He figures the cost and 
selling price on every single item 
billed to the store. 

Studying the pricing in de- 
partment store advertising, Mr. 
Selkirk found that the big mer- 
chandisers invariably use odd- 
cent prices which make it appear 
as though the items were selling 
for less. He believes that odd- 
cent possess sales powers all out 
of proportion to the saving be- 
tween the odd-cent price and the 
round figure price. 


The Factor of Advertising 


Pointing to advertising as a 
factor in building business, Mr. 
Selkirk outlined his store’s ad- 
vertising policies and said that 
every ad should attract atten- 
tion — secure interest — produce 
belief or conviction — get the 
prospect to act. And, advertising 
should be brief, specific, direct 


and honest. Another point was 
that window displays should be 
changed frequently and that all 
items should be plainly priced. 

Owing to limitations of space 
Mr. Selkirk’s talk will appear in 
the July 31 issue. 

Webster W. Townley, Kansas 
City, Mo., vice president, Town- 


ley Metal & Hardware Co., 
wholesalers, talked on “How 
Wholesalers Can Support the 
Association Program.” Mr. 


Townley discusséd the various 
phases of the Association mer- 
chandising plan and related how 
his company was attempting to 
coordinate its efforts with the 
plan. Delineating the steps that 
make dealers merchandisers, he 
included the following as the im- 
portant functions of retail store 
operation: store advertising, 
store front, good window dis- 
play, store promotions, store 
lighting, trained salesmen. 

He urged dealers tp accept set- 
orders saying that such merchan- 
dise assortment deals can de- 
velop low merchandise handling 
costs which can be passed on to 
dealers enabling them to offer 
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LOUIS E. HILL 
New Vice-President, N.R.H.A. 


low prices. Such deals he pointed 
out need not be left entirely to 
the judgment of wholesalers but 
can be made up on a regional or 
national basis according to the 
wishes and needs of the dealers. 
Suggested were 12 annual as- 
sortments, one for each month. 

Mr. Townley also suggested a 
64-page, four-color rotogravure 
catalog showing nationally ad- 
vertised items at nationally ac- 
cepted retail prices, plus a few 
specials. There would also be 
provision for dealer-imprint on 
the front cover. 


“The Business Outlook" 


As to “The Business Outlook,” 
Dr. Jules Backman, Associate 
Professor of Economics, New 
York University, who termed 
himself an “optimistic pessi- 
mist” insofar as business pros- 
pects are concerned, forecast a 
moderate reduction in general 
business activity. “But,” said 
Prof. Backman, “when this 
small recession has reached its 
low point, you will still find your- 
selves with a volume of hardware 
sales substantially greater than 
in the prosperous year 1941, 
which was the year of greatest 
activity prior to Pearl Harbor.” 

Prof. Backman told the con- 
vention that he thinks the pessi- 
mists who have been forecasting 
recessions and depressions for 
the past two years, will again be 
proven wrong when they antici- 
pate a decline of 20 per cent or 
more in industrial production, 
and a decline in wholesale prices 
of about 20 to 25 per cent. 

He said that there will prob- 
ably be a marked decline in the 
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sale of soft goods but that dur- 
able goods industries are assured 
of high volume production for a 
number of months. 

In his address, “The Employ- 
er’s Right of Free Speech Dur- 
ing Union Organizing Cam- 
paigns,” Welles K. Stanley, 
Cleveland, Ohio, attorney-at-law, 
suggested that where clerks are 
not organized employers should 
put their “houses in order” by 
paying fair wages; correcting 
unreasonably long working 
hours; providing vacations with 
pay, and, if feasible, instituting 
group health and accident poli- 
cies; establishing a seniority plan 
for lay-offs and rehiring, and a 
grievance procedure to settle any 
disputes. 

He outlined a basic procedure 





RIVERS PETERSON 
Managing director, N.R.H.A. 


employers should take when 
union organizers call at the store 
and briefly discussed how em- 





ployees during organization 
drives and elections. He also 
commented on the make-up of 
the National Labor Relations 
Board. 


Salesmen's Compensation 

In a discussion on “The Why 
and How of Compensating Retail 
Salesmen,” J. De Jen, Bridge- 
port, Conn., manager, retail de- 
velopment, General Electric Co., 
touched on the importance of re- 
cruiting, selecting, training and 
supervision of salesmen. “Every 
lemon, every misfit, you hire 
costs you money” and contrib- 
utes to the necessity of the hir- 
ing, in all types of retail outlets 
of 50,000 new appliance sales- 
men, he said. He urged a con- 
stant training job, with daily 
use of the tools given to dealers 
by manufacturers and advocated 
a combination of salary, commis- 
sion and bonus as the means of 
providing real incentive in the 
sale of appliances. 

Mr. De Jen, speaking of a sur- 
vey made by his organization, 


said that of the reporting hard- 


ware stores 15.9 per cent devoted 
no time, or very little time, to 
outside selling of appliances, 21 
per cent devoted about 25 per 
cent to it and that 36.4 per cent 
had salesmen who devoted half 
of their time to such activities. 
As to those whose appliance 
salesmen devoted most all of 
their time to outside selling the 
figure was 26.7 per cent. 

He declared that $36,000 sales 
of appliances should be the very 
minimum per salesman, with a 
direct selling cost of around 10 
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W. B. ALLEN 


Chairman 
Nominating Committee 


per cent thus giving the sales- 
man an annual income of about 
$3,600. The speaker advocated 
the * Stabilizer Compensation 
Plan to include: 1. Fixed weekly 
salary for security; 2. Small 
commission on all appliance sales 
for incentive—of from 2 to 4 per 
cent and 3. An annual bonus for 
continuity of service, running 
about one per cent of total sales 
of appliances. 

“In selling,’ said Mr. De Jen, 
“you get exactly what you pay 
for. Make up your mind. when 
hiring a man what you want to 
shoot for and give him proper 
training and proper compensa- 
tion.” 

“There will be nearly a decade, 
beginning in early 1939 and last- 
ing into 1948, in which selling 
as we have known it in the past, 
will have become a forgotten 
art,” said Ralph W. Carney, vice- 
president and sales manager of 
The Coleman Co., Wichita, Kan., 
in an address on “Sales Training 
in the Transition Period.” 

Mr. Carney pointed out that 
salesmanship started going into 
a decline a couple of years before 
America got into the war, when 
this country began furnishing 
war materials to _ belligerent 
countries, thereby reducing ma- 
terials available for sale in this 
country. Shortages became more 
and more critical until the end of 
the war, and even at this point, 
nearly two years after the end of 
hostilities, the supply of con- 
sumer goods hasn’t caught up 
with the demand, with the result 
that salesmanship is fast becom- 
ing a lost art. 

Mr. Carney offered some prac- 
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= 
tical advice on how dealers 
should embark on a program for 
the organization and training of 
capable sales forces, adequate for 
the coming seller’s market. 


Entertainment Program 


The Ladies’ reception, Mon- 
day afternoon, in the Lattice 
Room of the headquarters hotel 
was the opening social event of 
the Congress. Informal dancing 
was the program following the 
formal opening of the Congress 
that night. Special trips to the 
General Electric Co. Nela Park 
Lighting Institute were ar- 
ranged for Tuesday and Wednes- 
day afternoons, where visitors 
saw the progress of electrical 
lighting both incandescent and 
fluorescent from their earliest 
beginnings to the present time. 
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Modern methods of lighting in 
business establishments for effi- 
ciency, comfort and safety and 
in the post-war home were ex- 
plained to interested groups each 
afternoon. A boat ride on Lake 
Erie was the program for Tues- 
day evening, attracting many 
despite the very disagreeable 
weather. The annual banquet 
was tendered Wednesday even- 
ing in the Grand Ballroom of the 
Statler Hotel, with a fine pro- 
gram of dancing, singing and 
novelty acts following dinner. 
Carl FitzGibbon, Cleveland, 


headed the entertainment com- 
mittee comprised of Cleveland 
wholesalers, local retail hard- 
ware dealers and some officials 
and representatives of N.R.H.A. 

Following the installation of 


officers and the reading of com- 
mittee reports at the final ses- 
sion, Thursday afternoon, Dr. 
Kenneth McFarland, ‘Topeka, 
Kan., superintendent of schools, 
spoke on “The ‘U’ in Business.” 
He said that one of the most as- 
tounding facts revealed by the 
research of personnel depart- 
ments is that more than 90 per 
cent of the failures in business, 
the professions, and the voca- 
tions are not occasioned by a 
lack of knowledge concerning 
the skill techniques involved. 
The vast majority of so-called 
“business failures” are in reality 
human failures and personality 
faults. The record shows that 
people are fired because they are 
lazy, irresponsible, disloyal, dis- 
honest, have poor general judg- 
ment, are immoral or intemper- 
ate, use poor English, have poor 
personalities, or are chronic com- 
plainers. It seems that before a 
man can be a good business man, 
good professional man, or a good 
tradesman, he must first be just 
a good man. 

Big men are not defeated by 
the yappings of little men. When 
you climb out of a rut you must 
expect bumps, he said. But it is 
how the bumps affect you that 
determine your caliber. Little 
men are flattened by them and 
never get up again. Big men are 
molded, shaped, and tempered 
by them until they become those 
great, rugged giants that stand 
out separate and apart on the 
mountainside. 

In the, following pages are 
printed major portions of. most 
of the addresses. 
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N.R.H.A President Chester E. Young at home with his family. Left to right, 
daughter Mrs. Gilbert S. Harper, Jr., Mrs. Young, Robert Young and President Young. 
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And their attractive home at 1112 Wynona Drive, Enid, Okla. 
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The Young Hardware Co. 
store at Fairview, Okla., a 
county seat of more than 
2800 population. The busi- 
ness is entirely a family in- 
terest—a partnership of Mr. 
Young, his mother and his sis- 
ter who is office manager. 





The second of President Young's two hardware stores is !ocated at Helena, 
Okla. While both stores carry most general hardware lines the mainstay of 
the business is a thriving farm community to which it offers full service. 


and cannot remember when I 
was not helping to carry out the 
duties around the store. I took 
over the management of the or- 
ganization after my father’s 
death in 1929.” 

The Youngs were pioneers in 
an historical sense as well as in 
business. E. A. Young, father of 
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AS a hobby and for recreation 
Mr. Young supervises the 
planting and harvesting of 
several hundred acres of 
wheat and ranch land in north- 
west Oklahoma. Here is Mr. 
Young and Abe Nickle, farmer, 
starting the plow for another 
crop on Young's farms near 
Fairview. In the inset, lower 
right, President Young and 
Farmer Nickle are inspecting 
a field of Early Black Hull 
Wheat aimost ready for the 
combine. 
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the new N.R.H.A. president, 
made the famous run in the 
opening of the Cherokee Strip, 
Oklahoma Territory. That was 
on Sept. 16, 1893. Later he 
settled on a claim near Enid and 
on that claim Chester E. Young 
was born. 

In 1900 after the claim was 












proven, E. A. Young held an auc- 
tion sale of his personal prop- 
erty and with a capital of $700, 
entered the hardware business at 
nearby Augusta, Okla. A few 
years later the store was moved 
to Carmen and from that small 
store the business mushroomed 
into a hardware enterprise, the 
Young Hardware Co., with 
branch stores at Helena, Aline, 
Lambert, Fairview and Watonga. 
Thus the family that early 
settled part of Oklahoma, in 
later years, became influential 
factors in the hardware business 
history of its state. 

The business is still a family 
interest, owned and operated as 
a partnership consisting of 
President Young, his mother, 
Mrs. Anna L. Bower and his 
sister, Miss Olive Olivia Young, 
who is actively engaged in the 
firm, and has charge of the of- 
fice. 

Recently the hardware busi- 
ness was consolidated into 


two stores in which almost every- 
thing in the general hardware 
line is handled thoygh the ma- 
jor portion of the company’s 
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Interior view of one side of the Young Hardware Co.'s Fairview store. 
it has everything in hardware for the home and farm and one of its impor- 


tant features is the magneto service department. 
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The housewares section of the Helena store. 
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business is derived from the 
farm trade. These stores are in 
the county seat of Fairview and 
in Helena, population 2800 and 
800 respectively. 

Mr. Young received his early 
education at the Wentworth 
Military Academy, Lexington, 
Mo., from which he was gradu- 
ated in 1917. He also attended 
Oklahoma University, Norman, 
for four years, majoring in Bus- 
iness Administration. He is a 
member of the Sigma Nu Fra- 
ternity. 

While attending university, he 
met Miss Beverly John of Hugo, 
Okla. They were married in the 
spring of 1921. Just before 
graduation, Mr. Young left 
school to begin his hardware 
career in earnest under his fath- 
er’s tutelage at the Carmen store. 
Mr. and Mrs. Young remained 
there until 1929 when upon his 
father’s death Mr. Young took 
over the management of the 
business. Then the Youngs 
moved to Fairview and in 1934 
to Enid, where they now reside 
at 1112 Wynona Drive. 


Association Career 

Mr. Young’s official connection 
with association work began in 
1929 when he was elected to the 
directorate of the Oklahoma 
Hardware and Implement Asso- 
ciation. He served as president 
during 1935 and at the Cincin- 
nati Congress in 1939 was elect- 
ed to the N.R.H.A. board of gov- 
ernors and became a vice-presi- 
dent in 1946. 

During World War I Mr. 
Young served in the U. S. In- 
fantry and following the war 
was active in the American Le- 
gion, of which he is a past post 
commander. For the past 20 
years he has been a member of 
the Rotary Club. An elder in 
the First Presbyterian Church 
at Enid, he is also a 32nd degree 
Mason. He has always been in- 
terested and active in 4H Club 
work and FFA work in North- 
west Oklahoma and sponsored 
many 4H Boys and Girls proj- 
ects. 

If it can properly be called so, 
Mr. Young’s hobby is farming, 
for in addition to the operation 
of the two hardware stores, the 
partnership owns and operates 
several hundred -acres of wheat 
and ranch land in northwest 
Oklahoma. This ranch provides 
him with his chief recreation— 
supervising the planting and 
(Continued on page 94) 
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EARL DEAN 


W. are here as 


leaders of a great industry—that 
of retailing hardware. We are 
proud to serve the consumers of 
America, now numbering 143 
million, and are also proud to be 
recognized as conservative, loyal 
and hard-working business men. 

The eyes of the whole world 
are focused upon America dur- 
ing this period of transition 
from war, to peace time. We can 
safeguard our post-war democ- 
racy and preserve our true free- 
dom, but we must stand firm for 
American principles. 

No nation is any better than 
its leadership. No hardware 
store is any better than its man- 
agement. 

Out of these circumstances 
there arises a most important 
responsibility for American 
leadership. We are living today 
in a world of radical change, 
great confusion, and widespread 
insecurity. 

It is well said that the only 
certain thing in life is change. 
Following great world conflicts 
change is accelerated. It is in 
such periods of great adjust- 
ment, that economic, social and 
political forces develop their 
maximum intensity. The dangers 
to our institutions are then the 
greatest; the necessity for intel- 
ligent and unselfish cooperation 
the most essential. 

Leadership under such cir- 
cumstances requires courage, 






Leadership 


As a Transition Tool 





R. DEAN tells about the selling job in the future 

as he sees it—the importance of women as con- 
sumers—the farm market and other selling opportuni- 
ties. He suggests that in the matter of getting our 
houses in order, prices should be reviewed and changes 


made where necessary. 






By EARL DEAN, 


York, Neb. 
Retiring President, N.R.H.A. 


imagination and faith. For that 
reason we ought to do every- 
thing possible to attract a 
greater number of our best and 
ablest young men and women 
into government and politics. 

Our young people are among 
the best educated, if not the best 
educated in the world. Our young 
people are the most self-reliant. 
Let us agree that the future of 
our nation is in better hands 
than some may realize, when it 
is in the hands of our young. 


The American Way 


The American way of doing 
things is dependent upon indi- 
vidual initiative. There is an 
acute shortage of scientific and 
technical manpower due to a se- 
rious depletion during the war 
years, when nearly all of our 
young men were called _ into 
military service. However, we 
are about to undertake the 
greatest program of research the 


world has even seen. 


The function of industrial re- 
search is to develop new and im- 
proved products and processes, 
and apply them to the service of 
mankind. Organized research 
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was almost unknown 45 years 
ago. Before that time inventors 
worked alone in attics, sheds or 
basements. 

The advancement of science 
and engineering through re- 
search will help to secure the fu- 
ture of the American people. 
Our institutions, industries, po- 
litical and economic philosophies 
have been tested and proved to 
be constructive and efficient. The 
war years demonstrated how 
much we, as a nation, could 
achieve in science. 

Research more than pays its 
way. .Take, for instance, the 
100-watt incandescent lamp once 
seld for $2. It now costs just 15 
cents, it is a far better lamp and 
produces twice as much light for 
the current it consumes. The 
best illumination today is from 
the fluorescent lamp, it is using 
an entirely new principle, which 
originated in the research labo- 
ratory. It is cheaper to operate, 
gives much better light, and is 
becoming universally used. 

American industry has learned 
the true value of new knowledge 
and the use of the laboratory. 
Industry is the logical place for 
support of scientific activity, be- 
cause industry benefits first, 
most and continuously from it. 

During these vears of new dis- 






"... Leadership requires courage, imagination and faith ... we ought to do 


everything possible to attract a greater number of our best and able young 
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men and women into government and politics.” 



































coveries and new knowledge, we 
must never forget that the most 
important values in our civiliza- 
tion are not material things. We 
have inherited three great 
ideals, namely, education, the 
moral law and freedom of re- 
ligion. If we keep alive these 
three ideals which brought this 
country into being, we need not 
worry about tomorrow. Tomor- 
row will take care of itself. 

It is the desire of every con- 
scientious man to provide com- 
fort and security for his family. 
He wishes to continue and in- 
crease the high standard of 
living. America offers countless 
ways and means for the accom- 
plishment of this desire. We 
have chosen the field of service 
through hardware _ merchan- 
dising. 

For many of us this choice 
was made years ago, others are 
just now entering the hardware 
business. Your opportunities and 
possibilities are almost un- 
limited. There wil] always be ad- 
justments ard change, but prog- 
ress canntt be halted. 

We have passed through the 
most destructive war of the 
ages, and the whole world is 
looking to America for help dur- 
ing this period of reconstruc- 
tion. Now, more than ever be- 
fore, America, as well as all 
nations of the world, must be 
rebuilt. There have been short- 
ages of materials in every line, 
but most especially in hardware. 
As individuals, and as an asso- 
ciation, we must shoulder our 
share of responsibility. 


Selling Opportunity 

Selling is a bigger job than 
ever. The field is wide open and 
the opportunity is here. You 
can tie customers to your store 
for years to come, by just being 
reasonably considerate, polite 
and sympathetic in handling the 
average run of folks. Customers 
will remember, at least enough 
of them will remember, to make 
future business good or bad. 

Wise salesmen, wise store- 
keepers, wise dealers and wise 
leaders are on the jump and are 
showing a little imagination, 
those who do not, are missing a 
good bet. Their selling job is 
really bigger and more needed as 
normal times return, people will 
live, think, act and buy as be- 
fore. They will also work as 
before. 
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Organized labor under exist- 
ing law is moving toward a 
monopoly. Monopolies that pre- 
vent competition, whether in the 
retail business, in labor, or any- 
where else, cannot be permitted 
to exist in a free economy. Any 
business, any group, any indi- 
vidual, who becomes a party to a 
monopolistic practice is a traitor 
to the system of free enterprise. 


Today's Confusion 


Today, the greatest confusion 
exists in the matter of wages, 
prices, profits, business volume, 
and other economic factors. It is 
a part of the aftermath of the 
economic dislocations of the war. 

It is estimated that between 
85 and 90 per cent of all sales 
are influenced by women. You 
cannot deny that women are 
ideal customers, because they 
are tireless shoppers. They buy 
the food, the clothing and home 
furnishing. In fact, the average 
man spends practicably nothing. 
Your wife decides where you 
will live and how much rent you 
will pay. 

In order to appeal to this 
feminine buying public, our 
stores must have an inviting ap~- 
pearance, both inside and out. 
We must serve this vast army 
with the highest quality mer- 
chandise at competitive prices, 
assuring them service, prompt- 
ness and accuracy. 

There is at present an unde- 
veloped farm market. Every 
farm family, whether owner or 
renter, has a desire for modern 
and better living conditions. 
Never before ‘have farm prod- 
ucts sold as such high prices, 
and never before have farmers 
had so much ready cash. 

As the hard-to-get items be- 
come more plentiful, let us give 
a fair portion of our time and 
effort in assisting our farm cus- 
tomers to make their selection of 
needed merchandise. 


Consider the Farmer 


Almost every town is sur- 
rounded by a farming com- 
munity. These prospective 
customers are ready to buy 
refrigerators, washing and iron- 
ing machines, better stoves, 
milking machines, separators 
and plumbing fixtures for bath 
and kitchen. 

Farmers need paint for their 
farm buildings, small tools for 








the workshop, building materi- 
als to build new or repair old 
buildings, fencing, gates and 
electric fence equipment, in ad- 
dition to many other needs of 
various kinds. 

The farmer’s wife wants new 
rooms added, bathrooms, utility 
rooms, basements and her re- 
modeled kitchen along with 
vacuum cleaners, small appli- 
ances and new cooking utensils. 
All of these wants are real and 
necessary, and the majority of 
them can be supplied: by the 
hardware trade. 

Young people, especially, do 
not like the idea of pumping 
water and milking cows by hand, 
or doing housework without 
modern conveniences. Rural elec- 
trification is making all of these 
things possible for farm homes. 
There is an unlimited field for 
selling electric appliances of all 
kinds, and we, as dealers, must 
take advantage of this oppor- 
tunity. 


The Credit System 

No doubt the credit system 
will have to be expanded. A cer- 
tain group of customers, who are 
not able to pay the full amount 
of purchase at one time, will be 
asking for the privilege of open- 
ing charge accounts. Credit ac- 
counts should be closely watched, 
as it is through this channel that 
profits are easily lost. 

I believe we should do every- 
thing possible to get our house 
in order. That is, we should re- 
view prices, and make changes, 
if necessary, in order to remain 
in the competitive price field. 

Inventory should be taken, and 
any undesirable goods reduced in 
price for quick clearance, in or- 
der to make way for new and 
wanted merchandise. By the end 
of 1947, and going into the new 
year, our stocks should be well 
balanced and priced right. 

In this great nation, which 
is your land and mine, there is 
no shortage of intelligence or 
courage, our ability has been 
proven many times in many 
ways. Let us each use his 
ability as stepping stones to 
aid national and international 
progress. 

So, be independent, be your- 
self, in order that you may use 
the tools of transition with 
wisdom. 

The post-war pattern we are 
making now, can be a pattern of 
good will, abundance and plenty. 
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DR. JULES BACKMAN 


| business 


prophets fall into three catego- 
ries: optimistic pessimists, pessi- 
mists, and pessimistic pessi- 
mists. At the outset, let me 
make it clear that I belong to 
the first group. I am an opti- 
mistic pessimist. My position 
may be summarized briefly as 
follows. Some adjustments in 
business activity are already 
taking place; others are required. 
But nevertheless, there are basic 
elements of strength which 
strongly suggest that this period 
of adjustment will not parallel 
those of 1920-21 or even 1937- 
38. I rule out completely the 
likelihood of a repetition of the 
1929-32 collapse. Perhaps the 
best way to present the picture 
is to indicate first where we are, 
and secondly, where it appears 
that we are going. 

Regardless of which index of 
general business activity is ex- 
amined — employment, national 
income, production, retail sales, 
carloadings, etc.—the first half 
of 1947 showed the highest level 
of peacetime activity in our his- 
tory. In many lines, of course, 
several] of these indicators are 
lower than the over-stimulated 
wartime peaks. But excluding 









W/'TH all indices of general business activities at the 

highest level in the peacetime history of the coun- 
try during the first half of 1947, N.Y.U. economist pre- 
dicts that hardware sales will be greater this year than 


in the banner year of 1941. 


by DR. JULES BACKMAN 







Associate Professor of Economics 


New York University 
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that period, the level of business 
reached in the first half of this 
year was never before attained. 
There are some exceptions, of 
which the production of automo- 
biles will most readily occur to 
you. But these exceptions are 
more than offset by the increases 
in other sectors of the economy. 

For the past two years, the 
prophets of disaster have been 
predicting a repetition of the 
past World War I collapse. Thus 
far, fortunately, they have been 
proven wrong. They have been 


0 0 


Dr. Backman's comments as 
to the present unbalance be- 
tween non-durable goods sales 
and durable goods sales af- 
firmed the frequently repeat- 
ed statements published in 
HARDWARE AGE, in “Just 
Among Ourselves" by Charles 
J. Heale, as to continued good 
business and increased sales 
for the hardware trade. He 
told the dealers present that 
“you will still find yourselves 
with a volume of hardware 
sales substantially greater 
than in the prosperous year 
1941, which was the year of 
greatest activity prior to 
Pearl Harbor." 





advancing the date of doom 
steadily. First, it was supposed 
to occur in the spring of 1946 
when 10 or more million persons 
were scheduled to be unemployed. 
American business failed to meet 
this time schedule. Then the 
date of depression was advanced 
to the fall of 1946. When it 
failed to put in an appearance 
at that time the date was ad- 
vanced to early 1947. Now it 
varies from the latter part of 
1947 to early 1948. The more 
extreme of the pessimistic pessi- 
mists anticipate a decline of 
20% or more in industrial pro- 
duction, and a decline in whole- 
sale prices of about 20 to 25%. 
I think that such forecasts will 
once more prove to be inaccurate. 
.The general level of retail 
sales is usually determined by 
the amount of income available 
to consumers. Chart I shows 
the relationship between retail 
sales and total disposable income 
(consumers’ income less tax pay- 
ments) from 1922 to the first 
quarter of 1947. The line mov- 
ing upward from the lower left 
hand corner of the chart to the 
upper right hand corner, tech- 
nically known as a line of re- 
gression, shows the normal rela- 


" ... @s incomes expand, larger sums become available with which to 
make purchases of products other than the basic necessaries of life and 
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with which to improve the home.” 
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ALL RETAIL STORE SALES 
AND DISPOSABLE INCOME 


SOUMCE: U.S. OLPARTMENT OF COMMERCE 
BILLIONS OF DOLLARS 


RETAIL SALES OF DURABLE AND NONDURABLE 
GOODS AND DISPOSABLE INCOME 


SOURCE: US. OEPARTHENT OF COMMERCE 


BILLIONS OF DOLLARS 
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Chart 1 


tionship between retail sales and 
consumer ‘income. It will be 
noted in the lower left hand side 
of the chart that most of the 
dots cluster pretty closely about 
this line indicating that retail 
sales were about in their normal] 
relationship to disposable in- 
come. During the war years, a 
shortage of goods and services 
made it impossible for people to 
spend as much as they normally 
would have from their current 
incomes. As a result, retail sales 
fell below the line as is indicated 
for the years 1942 to 1945. 
Finally, in 1946, when goods be- 
came available in more adequate 
supply, although many shortages 
continued to prevail, the normal 
relationship once more prevailed. 
During the first quarter of 1947, 
however, retail sales on an an- 
nual basis were about $6 bil- 
lion higher than indicated on the 
basis of available disposable in- 
come. This situation reflected 
the combination of price in- 
creases and meeting some of the 
demand deferred during the war. 

The data for all retail stores 
shows only part of the picture. 
Chart II shows the breakdown 
and relationships for durable 
goods as contrasted with non- 
durable goods. It will be noted 
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that throughout the war years 
the volume of sales of non-dur- 
able goods shown in the upper 
half of the chart was about in 
line with incomes. In contrast, 
the volume of sales of durable 
goods were sharply below the 
level warranted by the prevail- 
ing disposable income. Starting 
in 1946, sales of non-durable 
goods stores jumped sharply 
above the long term relationship. 
In the first quarter of 1947 total 
volume of noh-durable goods 
sales was estimated to be at the 
annual rate of $15 ° billion 
above the level warranted by 
current income. While the sales 
of durable goods also rose in 
1946 and 1947, the chart shows 
that the total volume was still 
at the annual rate of $9 bil- 
lion below the level called for by 
today’s incomes—to say nothing 
of the huge deferred demands 
which accumulated during the 
war years and is particularly im- 
portant in this field. 


“Out of Line" Sales 


Many close observers of the 
business situation are convinced 
that the “out of line” sales for 
non-durable goods in 1946 and 
the early part of 1947 reflected 


Chart 2 


in part, if not to a major ex- 
tent, the inability of consumers 
to secure durable goods in the 
quantities they desired. One of 
the elements of distortion which 
is today present in the business 
picture and which is now in the 
process of being corrected, is 
this unbalance between non-dur- 
able goods sales and durable 
goods sales. The correction of 
this unbalance, it seems to me, 
will necessarily mean a reduc- 
tion in the volume of textiles and 
other non-durable goods sales, 
while durable goods sales con- 
tinue to be maintained and prob- 
ably will expand. Evidence of 
this readjustment is already 
clearly available in a number of 
industries including textiles, 
liquor, cosmetics, etc. 

Chart III shows the picture 
for building supplies and hard- 
ware, the classification which is 
reported by the U. S. Depart- 
ment of Commerce which com- 
piles these data. It is evident 
that during the 1930’s and in 
1940 and 1941 there was a close 
relationship between the volume 
of hardware and building sup- 
ply sales and disposable income. 
It is equally clear that during 
the war years, particularly in 
1942, 1943 and 1944, the total 
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Here’s one 
of your 
best salesmen 


T’S NO NEWS that advertisements are 
to attract attention, create reader 
interest, and promote sales. But-it is 


- news that this Remington advertise- 


ment is just one of 55,000,000 such 
‘“‘salesmen’’ appearing this year in 
magazines read by the people you want 
to read them... people interested in 
guns and ammunition. 
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When you stock the complete Rem- 
ington line . . . each advertisement in 
the Remington national advertising 
campaign is working for you. . . help- 
ing bring customers into your store... 
helping to build your business. ‘‘If It’s 
Remington—It’s Right!’’ Remington 
Arms Company, Inc., Bridgeport 2, 
Connecticut. 
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Chart 1 


tionship between retail sales and 
consumer ‘income. It will be 
noted in the lower left hand side 
of the chart that most of the 
dots cluster pretty closely about 
this line indicating that retail 
sales were about in their normal 
relationship to disposable in- 
come. During the war years, a 
shortage of goods and services 
made it impossible for people to 
spend as much as they normally 
would have from their current 
incomes. As a result, retail sales 
fell below the line as is indicated 
for the years 1942 to 1945. 
Finally, in 1946, when goods be- 
came available in more adequate 
supply, although many shortages 
continued to prevail, the normal 
relationship once more prevailed. 
During the first quarter of 1947, 
however, retail sales on an an- 
nual basis were about $6 bil- 
lion higher than indicated on the 
basis of available disposable in- 
come. This situation reflected 
the combination of price in- 
creases and meeting some of the 
demand deferred during the war. 

The data for all retail stores 
shows only part of the picture. 
Chart II shows the breakdown 
and relationships for durable 
goods as contrasted with non- 
durable goods. It will be noted 
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that throughout the war years 
the volume of sales of non-dur- 
able goods shown in the upper 
half of the chart was about in 
line with incomes. In contrast, 
the volume of sales of durable 
goods were sharply below the 
level warranted by the prevail- 
ing disposable income. Starting 
in 1946, sales of non-durable 
goods stores jumped _ sharply 
above the long term relationship. 
In the first quarter of 1947 total 
volume of nof-durable goods 
sales was estimated to be at the 
annual rate of $15 * billion 
above the level warranted by 
current income. While the sales 
of durable goods also rose in 
1946 and 1947, the chart shows 
that the total volume was still 
at the annual rate of $9 bil- 
lion below the level called for by 
today’s incomes—to say nothing 
of the huge deferred demands 
which accumulated during the 
war years and is particularly im- 
portant in this field. 


"Out of Line" Sales 


Many close observers of ine 
business situation are convinced 
that the “out of line” sales for 
non-durable goods in 1946 and 
the early part of 1947 reflected 


Chart 2 


in part, if not to a major ex- 
tent, the inability of consumers 
to secure durable goods in the 
quantities they desired. One of 
the elements of distortion which 
is today present in the business 
picture and which is now in the 
process of being corrected, is 
this unbalance between non-dur- 
able goods sales and durable 
goods sales. The correction of 
this unbalance, it seems to me, 
will necessarily mean a reduc- 
tion in the volume of textiles and 
other non-durable goods sales, 
while durable goods sales con- 
tinue to be maintained and prob- 
ably will expand. Evidence of 
this readjustment is already 
clearly available in a number of 
industries including textiles, 
liquor, cosmetics, etc. 

Chart III shows the picture 
for building supplies and hard- 
ware, the classification which is 
reported by the U. S. Depart- 
ment of Commerce which com- 
piles these data. It is evident 
that during the 1930’s and in 
1940 and 1941 there was a close 
relationship between the volume 
of hardware and building sup- 
ply sales and disposable income. 
It is equally clear that during 
the war years, particularly in 
1942, 1943 and 1944, the total 
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_Here’s one 
of your 
best salesmen 


T’S NO NEWS that advertisements are 
to attract attention, create reader 
interest, and promote sales. But-it is 


- news that this Remington advertise- 


ment is just one of 55,000,000 such 
‘‘salesmen’’ appearing this year in 
magazines read by the people you want 
to read them... people interested in 
guns and ammunition. 
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When you stock the complete Rem- 
ington line . . . each advertisement in 
the Remington national advertising 
campaign is working for you. . . help- 
ing bring customers into your store... 
helping to build your business. ‘‘If It’s 
Remington—It’s Right!’’ Remington 
Arms Company, Inc., Bridgeport 2, 
Connecticut. 











level of sales failed to change 
much from 1941 despite the 
sharp increase in consumers’ in- 
comes during that period. The 
record for your industry was 
similar to that shown for all 
durable goods in Chart II. In 
1945, the total volume of sales 
increased sharply and then in 
1946 reached new high level 
records. In the first half of 
1946, sales were about in line 
with consumers’ incomes whil- 
since that time they have been 
moderately higher than war- 
ranted by such incomes. How- 
ever, this is not a disturbing 
situation in this industry be- 
cause the large deferred demand 
which accumulated during the 
war years would call for sales 
which were substantially higher 
than warranted by the level of 
current consumers’ incomes. 

Retail sales of hardware and 
building supplies were at an all 
time peak in 1946 and in the 
first quarter of 1947. 


Retail Sales 
Of Hardware Stores 


Source: U. 8S. Department of 


Commerce 
Retail Sales 
(Millions 
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1 Seasonally adjusted at annual rates. 


In the four years, 1936 to 
1939, sales averaged about $600 
million annually; in 1929 the 
total was about $700 million. 
During the war years 1941 to 
1944, annual sales exceeded 
$900 million. Last year, the 
total had increased to $1700 
million. In the first quarter of 
1947, sales of hardware and 
building supplies were at the 
annual rate of $1872 million. 
This was 3 times as large as in 
1936 to ’39; 214 times as large 
as in 1929 and more than double 
sales in the banner year of 
1941. Let me put it differently. 
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For retail sales of your prod- 
ucts to decline to the record 
level (up to then) of 1941, a 
cut of more than 50 per cent 
would have to take place. 


Factors Affecting 
The Outlook 


In the foregoing survey, I 
have attempted to sketch the 
highlights of where we are to- 
day. The problem in which you 
are most interested however, is 
where are we going. Let us now 
examine the factors which will 
influence that trend. 

Since the level of disposable 
income is a fundamental factor 
in determining the total volume 
of retail] sales, we can best re- 
late the present situation to the 
future by examining the out- 
look for disposable income. A 
balance sheet of the forces af- 
fecting the volume of disposable 
income indicates some which are 
pressing for a decline in income, 
some which will remain about 
unchanged, and others which 
will be somewhat higher. The 
factors which will contribute to 
a decline in disposable income 
including the following: 

1. Farm prices seem headed 
downward with an accompany- 
ing reduction in farm incomes. 

2. Some decline in government 
spending is scheduled. However, 


the magnitude of this decline 
will be determined by the extent 
of our foreign commitments and 
the ability of Congress to re- 
duce the area of entrenched 
bureaucracy. 

3. A decline in the volume of 
business profits. This decline has 
already been apparent in the re- 
tail field where first quarterly 
profits have been as much as 50 
per cent below those in the first 
quarter of 1946. However, it is 
probable that dividend payments 
will not show any desline because 
such payments have represented 
in most industries only about 
half the 1946 earnings. 

4. The high level of building 
costs has caused some businesses 
to defer expansion programs. 
But despite these deferments, 
the total volume will remain 
high. According to the esti- 
mates of the U. S. Department 
of Commerce, expenditures of 
new plant and equipment aggre- 
gated $7,040,000,000 in the last 
half of 1946. For the first half 
of 1947, estimated spending will 
be $7,000,000,000 while the esti- 
mates for the second half are 
$6,890,000,000. For manufactur- 
ing industries alone, the total 
was $3,410,000,000 in the second 
half of 1946. It is expected that 
this total will decline to $3,150,- 
000,000 in the first half of 1947 
and to $3,020,000,000 in the 
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second half of 1947. However, 
for the entire year of 1947, it is 
estimated that total spending of 
$13,890,000,000 will be, about 15 
per cent higher than the $12,- 
040,000,000 in 1946. 

5. Declines in activity in some 
industries have already ap- 
peared. These include not only 
the non-durable goods industries 
previously described, but also 
residential building. Business 
inventories were expanded at a 
record rate in 1946. This was 
inevitable because of the need 
to fill the inventory pipelines and 
make up for the wartime deple- 
tion of inventory. A curtailment 
of ‘inventory accumulation will 
also act to slow up production. 

On the other hand, there are 
powerful forces contributing to 
a maintenance or an increase in 
the levels of disposable income. 
These include: 


Forces Affecting Increase 


1. The increases in wages 
which have taken place since 
VY. J. Day and which have been 
expanded in the past two months. 
However, to the extent that un- 
employment increases moderate- 
ly as a result of a non-durable 
goods recession, there will be at 
least a partial offset to the in- 
crease in wages insofar as the 
contribution of wages and sal- 
aries to total disposable income 
is concerned. 

2. The high level of produc- 
tion which seems likely to con- 
tinue over the remainder of this 
year in such key industries as 
steel, automobiles, _ electrical 
equipment, railroad equipment, 
farm equipment, and building. 

3. The continued high level of 
export trade. 

A balancing of these factors 
suggests the probability of a 
moderate reduction in the level 
of disposable income as the cur- 
rent year progresses and in the 
early part of 1948. 

A second significant factor 
which receives too little atten- 
tion in many appraisals of the 
business picture is the major in- 
crease in incomes which has 
taken place during the war and 
postwar years. To my mind, 
there are few figures which are 
so significant in appraising the 
business picture as those which 
show that the number of fam- 
ilies in the $2,000 to $5,000 
bracket has increased to around 
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20,000,000 as compared with only 
6,000,000 before the war. This 
development assures a broader 
base for demand than has ever 
before existed in this country. 
This is a particularly important 
development for an industry such 
as hardware, because as incomes 
expand, larger sums _ become 
available with which to make 
purchases of products other than 
the basic necessaries of life and 
with which to improve the home. 

While no current data are 
available, the tendencies. of 
spending can be indicated on the 
basis of data collected by the 
U. S. Bureau of Labor Statistics 
in a study of average expendi- 
tures of urban families and 
single consumers in 1941. Con- 
sumers in the $1,000 to $1,500 
income group in that year spent 
$15.66 on kitchen equipment. 
The $2,500-3,000 group spent 
$42.65 and the $3,000-5,000 in- 
come group spent $48.85.! 


Expenditures For 

Kitchen Cleaning 

Equip. Equip. 
Income Group 
under $ 500 $1.40 $ .19 
$ 500—1000 5.75 42 
1000—1500 15.66 1.95 
1500—2000 24.06 3.14 
2000—2500 28.18 5.51 
2500—3000 42.65 8.60 
3000—5000 48.85 7.74 


A similar trend is shown for 
individual items. For example, 
expenditures for electric light 
bulbs averaged 31 cents for the 





‘Family Spending and Saving in 
Wartime,” Bulletin No. 822, U. 8S. Bu- 
reau of Labor Statistics. 





$1,000 to 1,500 income group, 
$1.35 for the  $2,500-3,000 
group, and $1.55 for the $3,000- 
5,000 group. In light of such 
spending patterns, the impor- 
tance of this large increase in 
the number of families in the 
$2,000-5,000 category should be 
apparent. 


Areas of Unbalance 


A third factor of considerable 
importance is the development 
of several areas of unbalance in 
our economy. I have described 
earlier the unbalance which has 
developed between retail sales of 
durable and non-durable goods 
even though total sales are not 
far out of line from incomes. 
This unbalance must lead to one 
of two types of correction, either 
of which will mean a lower level 
of business activity or lower 
profits. If we continue to spend 
a disproportionate amount for 
food and clothing regardless of 
the reason, there will be less 
available for the purchase of 
durable goods with the conse- 
quent adverse impact on that 
sector of the economy. If, on 
the other hand, spending returns 
to its prewar pattern, then sales 
of non-durables will fall off and 
a recession in that sector will 
take place. The only way to 
avoid either of these alternatives 
is to have a large increase in 
disposable income, with the addi- 
tional amounts spent for durable 
goods. As I indi¢ated earlier, I 
do not believe such a develop- 
ment is probable. 

Similarly, building costs have 

(Continued on page 92) 


N.R.H.A. DIRECTORS 


A. H. CARPENTER 


A. B. HILL 





W. C. JUDSON 


Newly elected 








Communist Infiltration 


In the United States 





CLEM D. JOHNSTON 


E vex though we may 
be reluctant to come to grips 
with communism, it is one of 
the hard and inescapable facts 
of our present day life. 

There is every reason why we, 
a self-governing people, should 
look calmly and carefully at the 
abundant evidence already on 
hand and then take such cor- 
rective action as circumstances 
seem to warrant. 

There appear to be at least 
three principal and _ urgent 
needs: 

1. Revelation of the true 
nature and purpose of commun- 
ism, where it is and how it op- 
erates. 

2. Redefinition of terms and 
care in their use so that liberal- 
ism, democracy, fascism, col- 
lectivism, communism, rightist, 
leftist, socialist, capitalist and 
similar terms will convey a 
truer and more accurate mean- 
ing. Even the best of us do 
muddy thinking in this regard. 
If you look into Webster’s Col- 


Me: JOHNSTON sees communism as an organized, 

fanatical world movement which holds that oppo- 
sition between it and private capitalism must die in 
bloody revolution. He points to its insidious influences 
in government and warns that as a movement in this 
country it cannot be discounted but must be exposed 


if it is to be defeated. 


By CLEM D. JOHNSTON 


Roanoke Public Warehouse, 
Roanoke, Va. 


legiate Dictionary, you will see 
“socialist” defined as a synonym 
of “collectivist, nihilist, com- 
munist, anarchist, bolshevik.” 

3. A re-awakening of the cru- 
sader spirit in the true liberal, 
the man who loves- individual 
liberty, and a recognition of our 
individual and, collective re- 
sponsibility for reducing the 
causes of communism. 


What Communism Is 


The communist party is not a 
political movement in the normal 
sense of the term. Nor is it a 
reform movement comparable to 
the great surges in American 
history which have altered our 
destiny. 

Communism is an organized 
and even fanatical world move- 
ment. Its ideology holds that 
the opposition between it and 
private capitalism must die in 
the throes of bloody revolution. 
Such a movement cannot be ap- 


x & 


At the Tuesday 
morning session 


peased by improvements in the 
standard of living of the people 
in capitalist nations. Karl Marx 
said that capitalism is essentially 
exploitive, that it must oppress 
the workers, and hence that it 
must be overthrown by force. 
Communists believe this with 
blind fanaticism and privately 
preach violent revolution. The 
successful working of free en- 
terprise may make it difficult for 
communism to gain recruits, but 
it will not dampen the faith of 
the confirmed communist. 

In its fifth column work for 
the Soviet Union, the com- 
munists are using four main 
types of activity—(1) infiltra- 
tion of the labor movement; (2) 
infiltration of government; (3) 
minority and racial groups; (4) 
propaganda. 

Under communism, the State 
is the supreme master over the 
lives of its citizens. In its eco- 
nomic aspect, it is characterized 
by complete state ownership and 
control of productive property. 

In the political field, com- 
munism makes no pretense of 
granting freedom. The Soviet 


",.. the world needs not leadership so much as it needs an example of at 
least one nation living free, happy, contented, successful under a demo- 
cratic system and moving forward fo progressively higher standards of 


living ... we don't have to go very far to get our sample ready.” 
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Typical of the experienced personnel of the 
Cleveland Chain organization is Leroy Dick, 
eneral superintendent of The Electric Weld 
epartment. He has a background of 40 years 
in the chain industry. 


In every link 
SECURITY 


and 


SATISFACTION 


Customer satisfaction is a certainty when you 


sell Cleveland Chain. 


Every item in the Cleveland line is precision 
designed, manufactured to rigid standards 
and carefully tested. There’s security, safety and 
satisfaction in every link. 


Here in Cleveland members of our plant super- 
visory group (foremen and superintendents) 
average 26 years of service. Six have exceeded 
40 years. Many families claim three generations 
in our plants. 


Since its inception, our company has been 
actively and continuously managed by practical 
chain makers. Today management is vested in 
three grandsons of the founder each of whom 
possesses over 30 years of chain experience. To 
these men the production of fine chain is more 
than a business. It is a tradition to be upheld... 
a reputation to be carefully guarded ... a recog- 
nized responsibility which assures you that every 
Cleveland Chain product will be unsurpassed 


in quality.. Pa Poms 


Security in Every Link 
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500,000 Ib. chain testing machine. 


Each length of Proof Coil Chain, BBB Chain 
and Super Steel Chain is carefully inspected . . . 
every link is examined. 












The Cleveland Chain & fy Co. 
Cleveland 5, Ohio 


Associate Companies: David Round & Son, Cleveland 5, Ohio 
e The Bridgeport Chain & Mfg. Co., Bridgeport 1, 
Connecticut e Seattle Chain & Mfg. Co., Seattle 8, 
Washington e Round California Chain Corp. Ltd., 
So. San Francisco and Los Angeles 54, California © 
Woodhouse Chain Works, Trenton 7, New Jersey. 
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Union and the nations it controls 
are rigid dictatorships. Free- 
dom of speech and assembly are 
denied. Dissent from govern- 
ment is considered treason, and 
is punished by all-powerful po- 
litical police systems. Elections 
are merely formal, since no 
choice of candidates is offered. 
Communists excel in discipline 
and in conspiratorial organiza- 
tion and planning. They zeal- 
ously exploit every mistake or 
failure in the country where 
they live. They seek constantly 
to obtain positions in govern- 
ment and in agencies which can 
influence public opinion. They 
agitate continuously for strife in 
the domestic labor movements. 
They exploit the grievances of 
minority groups. They are par- 
ticularly adept in forming 
“front” organizations, to use 
persons who would never consci- 
ously collaborate with com- 
munism. And discipline, zeal, 
conspiracy, and secrecy fave 
produced important results. 


Why Do People 
Become Communists? 


The motivation of communists 
and their followers is extremely 
complex and unless this fact is 
_ recognized, counter measures 
are likely to be ineffective. 

With a few, it is a perverted 
form of idealism, a worldly sub- 
stitute for religion. Some peo- 
ple are personally maladjusted 
and are chronic rebels. The 
communist movement gives them 
an outlet. Many became com- 
munists as a reaction against 
abuses in the present social and 
political order. ‘In particular, 


many communists are rebels 
against one or another form of 
exploitation. In certain cases, 
their conversion may be traced 
to some bitter experience in the 
labor field. Others may have felt 
discrimination because _ they 
were members of minority 
groups. To such persons, com- 
munism is preached as a doc- 
trine which promises equality 
to all. 

Other motives are less credit- 
able. Some individuals in civic 
and labor politics appreciate the 
support of a disciplined mi- 
nority. Such persons follow the 
party for motives of expediency 
rather than conviction. In other 
cases, vanity may suffice. This 
is particularly true of specialists 
who feel their inadequacy in 
broader affairs. 

Finally, many liberals follow 
the communist line through con- 
fused good will. These are the 
“joiners,” who readily give their 
names to any organization whose 
apparent purpose is noble. Then 
there are the “fellow travelers” 
and also the “fellow wanderers.” 

The net effect of such activi- 
ties was well summarized by J. 
Edgar Hoover, director of the 
Federal Bureau of Investigation, 
in his speech before the Ameri- 
can Legion on Sept. 30, 1946: 

“The fact that the com- 
munist party in the United 

States claims some 100,000 

members has lulled many 

Americans into a feeling of 

false complacency. I would not 

be concerned if we were deal- 
ing with only 100,000 com- 
munists. The communists 
themselves boast that for 
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every party member there are 
ten others ready to do the 


party’s work. These include 
their satellites, their fellow- 
travelers and their so-called 
progressive and phony liberal 
allies. They have maneuvered 
themselves into positions 
where a few communists con- 
trol the destinies of hundreds 
who are either willing to be 
led or have been duped into 
obeying the dictates of 
others.” 

Say this for the communists, 
in Russia they frankly face the 
kind of rule and organization 
which is necessary for a Marxist 
society. In Russia they do not 
go about spouting foolishness 
that people can be at one and the 
same time organized and also 
possessor of their individual 
freedoms. What they have to 
sell is a grisly system, but at 
least they know where they are 
going. They are not the dreamy 
impractical idealists that 30 
years ago were lumped under the 
general title of “socialists.” 


Communists in Government 


The following oath was taken 
publicly by 2000 persons in a 
meeting in Madison Square Gar- 
den. 

“I pledge myself to rally the 
masses to defend the Soviet 
Union, the land of victorious 
Socialism. . I pledge myself to: 
remain at all times a vigilant 
and firm defender of the 
Leninist Line of the party, the 
only line that insures the 
triumph of Soviet Power in 
the United States. 

“T declare my adherence to 
the statutes of the Communist 
International and the Com- 
munist Party of the U. S. A. 
and agree to submit to its dis- 
cipline and to engage actively 
in its work.” 

Does it shock you to learn 


that not one but scores of im- ? 


portant government officials, in- 
cluding those in our State, War 
and Navy departments have 
taken that pledge or an equiva- 
lent pledge and are actively fol- 
lowing the communist line, that 
their names and activities have 
long been known and despite 
that, they have not been removed 
from office? 

I don’t mean that communist 
activity is limited to the State, 
War and Navy departments. 
Proven communists still hold 
high places in the Department 
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Sceycle Gaskets — 


5 models ° 3 sizes ° fit any bicycle 


Ready to help you cash in on the tremendous 
demand for Androck Bicycle Baskets are 
these fast-selling, popular sizes and styles. 
Production and deliveries are being rushed 
as fast as possible, but without sacrificing 
Androck's. reputation for durable, rugged, 
modern-styled baskets. 












































No. 243—Giant Size (above)— 
21” x 15” x 9” deep. “Bull-dog” 
clamp and heavy gauge steel straps. 


























No. 1642—Large Size (above)— 
18” x 13” x 6”. Long clamps 
and hub braces. 








No. 641— Medium Size (left)— 
15” x 10” x 434”. Short clamps 
and hub braces. 
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of Labor, in the powerful Bu- 
reau of the Budget and numer- 
ous other agencies and powerful 
forces protect them. I have 
seen newspaper estimates that 
40,000 out of the present 2,300,- 
000 Government employees are 
either communists or subject 
to direct communist influence. 
Many of these people are traitors 
or potential traitors to a degree 
that would make Benedict Arnold 
a patriot by comparison but ap- 
parently under the spell of the 
complex and plausible communist 
ideology, they seem to think of 
themselves merely as entertain- 
ing a “higher loyalty.” 


Communist Penetration 


Unfortunately much nonsense 
has been written about com- 
munist penetration into govern- 
ment. There were those who 
visualized all New Dealers 
as starry-eyed radicals. Some 
labeled any program which 
changed the established order of 
things as communist. This loose 
use of terms has caused consid- 
erable mischief. The result has 
been that at times the com- 
munists could take credit for 
widely popular reform measures. 
Indiscriminate denunciation 
threatened to make communism 
quite respectable. This was un- 
fortunate, since it covered up a 
real and dangerous penetration 
of government. 

One fact should be clearly 
borne in mind and that is that 
no one can be a true communist, 
a follower of the party line and 
‘a loyal American citizen at one 
and the same time. 

Of course, if we truly believe 
in the individual liberty which 
we profess, we have no right to 
deny to any man the right to 
become a communist if he so 
desires. All men should be free 
to change their political, religi- 
ous, and social beliefs and cus- 
toms whenever their inner con- 
victions so move them. 

But it should likewise be 
clearly understood that when a 
man takes the communist oath 
swearing allegiance to a foreign 
power and promising to work un- 
ceasingly for the overthrow of 
democracy, he immediately dis- 
qualifies himself for employment 
in any branch of government or 
for any position of trust, honor 
or responsibility wherein loyalty 
to the American system is a fac- 
tor. 
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We have had ample, clear and 
unmistakable warning of the 
communist intention to destroy 
democracy. Failure to take 
prompt and effective measures to 
protect democracy is nothing 
short of dereliction of duty. 

Mr. Justice Brandeis said: 

“Our American political sys- 
tem requires continual sacri- 
fice by the individual and more 
exigent obedience to the moral 
law than any other form of 
government.” 

No communist expects to gairi 
the support of the majority of 
the American people at the polls. 

But they do expect to use the 
weapons of labor strife, class 
hatred, governmental inefficiency, 
restraints upon productive ca- 
pacity of free enterprise, exces- 
sive taxation, created depen- 
dency upon government, budge- 
tary unbalance and betrayal of 
secret information to create mis- 
trust and doubt as to the effec- 
tiveness and the future of democ- 
racy and of free enterprise and 
to gradually precipitate a sys- 
tem of national ownership and 
operation and then, during the 
confusion and dislocation and 
disillusionment which will in- 
evitably ensue, they hope for a 
condition where their discip- 
lined minority can take absolute 
control. 


Communists and 
The Labor Movement 


Communists have striven suc- 
cessfully to infiltrate the Ameri- 
can labor movement. Organized 
labor, when captured, is to them 
a source of funds, a propaganda 
outlet, a means for stirring dis- 
content, and, if necessary, a wea- 
pon of sabotage. 

History explains this success. 


R. H. WESTBROOK 
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When John L. Lewis sought to 
organize mass production indus- 
try, he suffered from an acute 
shortage of trained organizers. 
He used experienced communist 
help, planning to discard it when 
the task was done. Neverthe- 
less, he was outmaneuvered. 
Communists installed themselves 
and their sympathizers in key 
positions in many of the new 
unions. The newly organized 
workers, with no experience in 
unionism, were no match for 
these skilled tacticians. The re- 
sult was that in union after 
union, communists controlled the 
top levels, although the member- 
ship was overwhelmingly Ameri- 
can in its sympathies. In spite 
of this fact, the C.I.0. has been 
slow to learn. When its southern 
organizing drive bogged down in 
1946, it quietly accepted suppgrt 
from communist organizers. Ear- 
lier statements that no leftist 
aid would be used were conveni- 
ently ignored. According to press 
reports, 14 of the 39 C.L.O. 
unions are communist controlled, 
14 are non-Communist—the con- 
trol of the remaining eleven is 
in doubt. 


Meeting the Menace 


To meet the mendce of com- 
munism, the first need is to get 
the facts before the American 
public. It is the essence of de- 
mocracy that the people should 
speak. It is the peril of democ- 
racy that they should speak in 
ignorance. Insofar as the sys- 
tem is an attack upon free enter- 
prise, the American business- 
man has a duty to show both in 
theory and in practice the su- 
perior merits of our present way 
of life. But this is only one 

(Continued on page 81) 
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a TTRACTIVE styling matches the smooth, trouble-free per- 

con- formance of the ice cream freezers made by the 79-year-old 

n is . a ° ” 
J. E. Porter Corporation. . . . These qualities plus popular price 
make the Husky and the Dolly Madison... America’s first choice 
... That’s why the Porter line is called “the line of extra profits.” 

-om- 

get Continuing heavy demand for our products prevents us 

ican from assuring immediate delivery of all types of Porter 
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PWG 30.8% CORPORATION 
OTTAWA, ILLINOIS 


MANUFACTURERS OF AMERICA’S FAVORITE ICE CREAM FREEZERS 





Export Sales Department + 201 North Wells Street + Chicago 6, Illinois +» Cable Address: CHASIHO 
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Slide 1—View of the 
store front prior to 
the modernization 
changes. 


e e what modernization is. We all 

oO ernization want to modernize to improve 
our stores and our ways of do- 

ing business. Why should we 


eg? T t want to modernize? 

s a transition fco is saute, ‘els. te 
stimulation of your entire store 
personnel; the creation and sat- 
isfaction of community pride in 
a new enterprise, and last, but 


SING slides, Mr. MacFarland told how his store was certainly not least, it reflects dol- 
modernized into the type of store with which he lars and cents in the cash regis- 
can meet the competitive era ahead and in which his ter. It has certainly proven so 


in MacFarland’s Hardware. 
There is no question in my 
mind but that the days of the 
dark, dingy, poorly lighted hard- 
ware store are limited. All of 


community takes pride. 


By ARTHUR W. MacFARLAND us in the past four or five months 
Hardware Dealer, have experienced an entirely new 
Wollaston, Mass. type of consumer in our stores. 


This consumer is price conscious 
and no longer asks, “Have you 
got—,” but now says “What is 
the price of what you’ve got?” 


Chains Set Standards 


The chain stores are setting 
high standards for the consumer 
with brightly lighted clean and 
well kept stores. The consumer 
now is trained to expect this 
type of reception when making 
purchases of hardware require- 
ments. 

MacFarland’s Hardware is lo- 
cated in Wollaston, Mass., a 
a suburb of Quincy, about nine 
A. W. MacFARLAND miles from Boston. It was 
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started by my grandfather in 
1862. The early store was mainly 
a headquarters for an extensive 
contracting business and the 
original building is still in ex- 
istence. Over a span of 65 years, 
three complete overall moderni- 
zation changes have been made— 
all of them since 1919 — and 
though our experience . with 
modernization isn’t exactly new, 
each change has created new and 
exciting physical re-arrange- 
ments. Thus from nails, lumber 
and whips, which symbolize the 
limited number of hardware 
items found in our store during 
1900 to 1920, we have by easy 
stages become a store of some 
15,000 items. 

In January, 1946, we decided 
that in spite of increased build- 
ing costs, MacFarland’s Hard- 
ware should plan progressively 
for the forthcoming competitive 
era. It was the New England 
Hardware Association which 
laid out the plans for our store, 
suggested lighting, flooring, store 
front, fixtures, and actually 
helped us in merchandising and 
displaying the goods when our 
store was finally completed. 

With the completion of our 
new store we offered the buying 
public a modern hardware store 


Slide 3—A close- 
up of the first sec- 
tion devoted to 
stainless and alu- 
minum ware. 


with a floor area of 3,000 ft. I 
believe it is attractive, properly 
laid out and well merchandised. 
There is tremendous pleasure in 
hearing your neighbors and cus- 
tomers passing complimentary 
remarks. It is then you realize 
the importance of the advice of 
your hardware association. 

Rather than try to explain our 
merchandise and fixture arrange- 
ments, I have asked permission 
to show a few slides of our new 
store. 

Slide 1—Here is a picture of 
our store front prior to moderni- 
zation changes. Please don’t 
laugh. We from New England 
are accustomed to seeing stores 


Slide 2—Here is the 
store front as it now 
appears — modern 
and appealing. 


At the Tuesday 
Morning Session 





of this type throughout the terri- 
tory. 

Slide 2—From the Association 
files of store front designs, we 
selected this one which combines 
the features of both the conven- 
tional and visual type store front. 
Two small feature display win- 
dows borrowed from the conven- 
tional type front are located at 
either end and the recessed cen- 
ter section is the visual part of 
the front. This 4-ft. recess 
eliminates the use of awnings, 
stops glare giving passing motor- 
ists and pedestrians unlimited 
view into the store and allowing 
customers to drift from the side- 
walk into the store without be- 





" |. . The chain stores are setting high standards for the consumer with 
brightly lighted clean and well kept stores. The consumer is now trained 
to expect this type of reception when making hardware purchases.” 
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Slide 4—View of the up-to-date paint department. 


ing conscious that they have done 
so. The color scheme is dark ma- 
hogany outside stripping with a 
lighter hue on the inside. The 
block letter sign is impregnated 
in the ivory enameled steel. The 
entire store front surface ma- 
terial is enameled steel. 

Slide 3. We see here a close-up 
of the first section devoted to 
stainless and aluminum ware. 
Please notice the added display 
space made available by the 
stepped-up display ledges incor- 
porating the use of a 7 in. over- 
hang. The three tiers of glass 
shelving located in the open sec- 
tion are created by using glass 
shelf standards. Surplus mer- 
chandise is stored in the base 
behind the sliding panel doors. 

Slide 4. The paint department 
has adjustable shelving through- 
out. This photo does not clearly 
show the mirror in the corner. 
It was placed there because I felt 
that women cannot resist a mir- 
ror and when they see one they 
must run to it and check up on 
themselves. This is a popular 
corner in our store. Notice the 
unit heater above the paint de- 
partment. We used unit heaters 
in order to eliminate unsightly 
radiators and also to afford maxi- 
mum use of our aisles and dis- 
play fixtures. 

Slide 5. Following the sporting 
goods section and next in im- 
pulse value to men is the tool 
department. The unit is the 
same as the one used for sport- 
ing goods with the exception of 
the brackets used on the open 
back. The builders’ hardware 
department consists of a 12- 
drawer base using four display 
panel doors beneath the canopy. 
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Builders’ hardware will be dis- 
played both inside and out on 
these doors and cabinet and shelf 
hardware is binned up with glass 
partitions on the display ledge. 
The unit shown at the end of the 
builders’ hardware section allows 
four more feet of panel doors 
and 20 screw drawers which we 
have partitioned to accommodate 
200 sizes and types of screws 
The bolt rack has each size 
marked on the drawer pull. 250 
sizes and types of bolts can be 
displayed in this unit. 

Our elevated office has on the 
left, a 6 by 12-ft. plate glass 
picture frame window. One oft 
our own ideas, it helps light up 
the store during the day and at 
the same time permits vision of 
our loading platform at the rear 
of the store. Many of our cus- 
tomers have complimented us on 
the attractiveness of this win- 
dow. We have a protected load- 
ing area at our back door with 
an eight foot overhang so that 





Slide 5—The tool department in its present form. 









merchandise may be unloaded 
from the trucks unaffected by 
the weather. We have also in- 
stalled a chute allowing the mer- 
chandise to slide down into our 
marking and pricing area in the 
basement. 

The basement store room with 
over 5,000 ft of shelving, is so 
arranged that slow moving mer- 
chandise is to the rear of the 
stairway and fast turnover mer- 
chandise is located close by. We 
have provided a space in the cen- 
ter of our store for a stairway 
at some future date which would 
permit us to open up nearly the 
entire basement as a secondary 
selling floor. 

Modernization has proved many 
things to us. For example, we 
had countless numbers of screw 
drivers formerly in boxes on 
shelves in the old store. When 
these were placed on open dis- 
play, they sold immediately and 
now all old brands and shapes 
have been eliminated and we are 
concentrating on more standard 
lines. 

The same condition existed on 
bit braces and egg beater drills. 
Open display has reduced this 
top heavy stock. 


Open Displays 

Open displays have tremen- 
dously increased the turnover of 
paint brushes, paint sundries 
and household cleaning items. 
The mass displays of items do 
call attention of the customer 
and increase our sales. Our cash 
register tells us that ‘our unit 
sales are much higher. 

There was also a slight in- 
crease in pilfering. Open dis- 
plays offer more temptation to 

(Continued on page 92) 
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YOU MAKE 
STEADY PROFITS ON 
THIS FAST-= SELLING 
WIRE WHEEL BRUSH 
PACK AGE 































r Display Stand 


ne Wire Brushes 
shes 


3 


Box of 4 of No. 


Ou Receive \-FR 


Wire Brushes 
Wire Brushes 


6” Fi 
No. HU-1202, i 
“4 e Wire Srv 
§ No. HU-1200, 4" Fine HU-1203, 6" Coors 
of 40 , re an 
HU-1201, 4 Coar 


Shipped comple 


Box 


Box of 4 of No. te in one carton 


Here’s a fast-selling item that’s loaded with repeat sales! Every 
one of your customers owning Grinders, Drills, Flexible Shafts, 
Bench Spindles or Lathes is a prospect. You can sell these quality 





Wire Wheel Brushes for cleaning, buffing, burnishing and remov- 


ing rust, scale and old paint. OnmeDens + ORNLS «PERILS SHAPTS: BONEN SPmNbUBS LATHE) 
The eye-catching Display Stand is a sure-fire business builder. 
It will sell brush after brush to build continuous repeat sales for 
you. And you can couple these Wire Wheel Brushes with your 
sales of Home-Utility Portable Electric Drills for more profits! 
Order from your Home-Utility Distributor today! The Black & 
Decker Mfg. Co., 653 Pennsylvania Ave., Towson 4, Maryland. 


SOLD THROUGH LEADING DISTRIBUTORS 


OME-UTILITY 


A PRODUCT OF B LA CK & DECK ER This FREE Display Stand : made < natural finish 


plywood, with four-color placard and with space 
for mounting sample of each brush. 
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Sales Training— 
In the Transition Period 





RALPH W. CARNEY 


Ms: of you are 


vutstandingly successful mer- 
chants and talking to you about 
the necessity for sales training 
in this competitive period makes 
“carrying coals to Newcastle” 
seem like a brilliant and origi- 
nal idea. 

I might say here, since I did 
use the description “successful 
merchants,” that not all dealers 
who have done a big business 
during the past year and a half 
are good merchants! 

Many dealers who have done a 
big business and made more 
money by accident during 1946 
than they ever made by hard 
work and on purpose prior to 
the war, did so in spite of them- 
selves. A good many dealers are 
convinced they are powerful and 
astute merchandisers, because 
they have confused hysterical 
public buying in a period of 
shortage with good selling. There 
are going to be a lot of dismal 
realizations among dealers who 
thought they were good, but who 
were merely lucky. 

Please understand that I have 
no patience with the professiona! 


FY wmeaad dealers who enjoyed good business in recent 
years and thought they were good will wake up to 
the fact that they were just lucky, according to Mr. 
Carney, who suggests ways fo revitalize sales forces. 


By RALPH W. CARNEY 
Vice-President and Sales Manager, 
The Coleman Co., 
Wichita, Kan. 


pessimist who continually points 
the finger at the hardware indus- 
try and views it with alarm. A 
lot of men have done that, and 
they have spent so much time 
pointing out the weaknesses of 
the hardware dealer and jobber 
and the strengths of the chain 
stores, they have become a little 
unbalanced on the subject. 
There are a great many things 
that are gloriously right about 
your business and it is a bad 
practice to talk and act as if the 
hardware jobber and independent 
retail hardware dealer possessed 
all the weaknesses and the chain 
stores all of the strengths. 


Good Omens Getting Better 


You have many advantages 
and they have many weaknesses. 
I think any student of the hard- 
ware business has come to the 
inevitable conclusion, however, 
that the good hardware dealer 
was becoming steadily better and 
the poor one was getting worse. 
Many of the poor ones are pass- 
ing out all together. I have been 
heartened by the fact that the 


G Oo 


At the Thursday 
Morning Session 


percentage of the total business 
of the country as done by the 
chain stores and mail order 
houses, has decreased since 1941 
and the percentage by inde- 
pendent dealers has increased— 
all this in spite of many addi- 
tional chain store outlets and 
merchandising programs that 
have considerable power. 

Part of this, of course, is due 
to the great number of small 
independents that have gone into 
business. Because of their very 
number, they help raise the 
level of the total business done 
by independents, but we should 
not be too optimistic over that 
point, because there is going to 
be heavy mortality among these 
new and smaller stores. As you 
know, a lot of them were young 
G. I.’s without business experi- 
ence or training and they start- 
ed in at the flood tide of con- 
sumer buying. How many of 
them will be “morning glories” 
and fade when the heat of com- 
petition is really turned on, of 
course, no one can say, but the 
mortality will be considerable. 

An encouraging thing, how- 
ever, is that while the total vol- 
ume of business done by the 
chain groups has increased in 
spectacular fashion, yet their in- 
crease in percentage to the total 


“It is a sure thing that we can go, will go, and already have gone in 
many lines, from a buyer's fo a seller's market so quickly it will catch 
us bewildered, unprepared and untrained." 
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has not only been halted, but 
reversed, and is today less than 
it was in 1941. 

I might give you a little warn- 
ing, however, that not all these 
various and sundry display and 
background and store identifica- 
tion deals that are being pushed 
on the dealer by manufacturers 
and distributors can be used and 
you ought to give each one a 
rather searching examination as 
to value. Many are greatly over- 
priced. You won’t have room for 
all of them, either. 

Since most of you are going 
more and more into major appli- 
ance selling and many of these 
things, like automatic laundries 
and heating equipment, require 
expert installation and some ser- 
vice knowledge, I would say that 
a well-trained installation and 
service man or manager is 
another valuable selling tool. 
Without such a man, you could 
not compete with the other store 
that has one and the profit lost 
in needless service calls would 
be serious. 


Advertising 


Well thought-out local adver- 
tising programs, cooperative 
newspaper, cooperative radio, 
billboards, direct mailing, and 
other ways that tie in with the 
manufacturer’s national adver- 
tising campaign, constitute a 
third of the four main selling 
tools. 

Now the fourth is my subject; 
namely, the sales training of 
your people behind the counter. 

We are out of selling condi- 
tion and it isn’t to be wondered 
at. This deterioration set in 
long before our country even got 












into the war. It started when 
we began furnishing war materi- 
als to belligerent countries and 
we went then, very quickly, into 
a seller’s market. 

During the past two years, 
and in some lines, it will be true 
through all of 1947 and part of 
1948, whoever has had the goods 
and could deliver, would and will 
get the business. 

Really, this means there will 
be nearly a decade—that’s the 
thing I want to drive home to 
you—10 full years, beginning in 
early 1939 and lasting into 1948 
in which selling, as we have 
known it in the past, will have 
become a forgotten art. 

It is a sure thing that we can 
go, will go, and already have 
gone in many lines, from a buy- 
er’s to a seller’s market so quick- 
ly ii will catch us bewildered, un- 


prepared, and untrained. We | 
will witness a period of compe- | 


tition, both in improved quality 
and eventually in lower prices 
such as this country has never | 
seen. We are going to have to 
be better salesmen than we were | 
in 1941, and right now, none of | 


‘us is as good—not one of us. 


Well, you just can’t fight this 
post-war competitive sales battle | 
with yesterday’s sales weapons, | 
yesterday’s knowledge, yester- | 
day’s methods, yesterday’s store | 
fronts and displays, yesterday’s 
salesmen; nor, you, manage- 
ment, on yesterday’s high per- | 
centage of sales expense; be- | 
cause, if you try it, your com- | 
petitor, maybe a chain store or | 
maybe another independent | 
store, will have a buzz bomb or 
a B-29, and you will be sitting 

(Continued on page 60) 
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Top quality casters perform perfectly 


... give you your most valuable 
asset SATISFIED CUSTOMERS. . 
and at the same time, more profita- 


ble sales. 


Check your stock of Bassick 
‘*Diamond-Arrow”’ Casters... order 


from your jobber. 


THE BASSICK COMPANY, Bridge- 
port 2, Conn. Division of Stewart 
Warner Corporation. Canadian Div., 
Stewart-Warner-Alemite Corpora- 
tion, Ltd., Belleville, Ont 








Sell “Diamond-Arrow” Casters — 
No other quite so fine 

As these steady profit-makers 
Of the famous Bassick line. 
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¢ ACID-RESISTANT PLASTIC 






fv CHROME-PLATED, SOLID 
BRASS FITTINGS 





Manufactured of 
a special formula 
developed in cooperation 
with The Dow Chemical Co. % 


Manufactured and Distributed Exclusively by 


FEDERAL SEAT CORPORATION 601 
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E ON FEDERALS. ‘Lifetime’ SEAT 


Now ONLY $ 
NEW, IMPROVED! 





a 


SAME HIGH QUALITY, MORE SALES-GETTING FEATURES! 
A BIGGER SELLER THAN EVER AT THIS REDUCED PRICE! 


In a market that is still short on toilet seats, this big promotion calls for fast action! Every 





one of your customers who needs a new toilet seat—who wants a new toilet seat—will be 
interested in this opportunity. This is the same Federal “Lifetime” Seat that has been selling 
in the biggest department stores in the country for $9.75 — now you can offer it for 
only $7.95! It’s feather-light, strong as steel, more sanitary — and UNCONDITIONALLY 
GUARANTEED! Available now for immediate deliveries — in 5 beautiful colors. 


RUSH YOUR ORDER FOR IMMEDIATE ATTENTION! 






DISCOUNTS REMAIN THE SAME! 


333% discount on 6-seat sample 
order (min.) 40% off on 12 or 








more seats. 


JOBBERS’ INQUIRIES INVITED (age 





| 601 WEST 26th STREET, NEW YORK 1, N. Y. 
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there helpless with a Civil War 
sales rifle in your hand. 

Are you prepared for it? In 
your inventories, yes. In your 
stores? Pretty largely, yes. You 
have made great improvements 
in store location, store fronts, 
modern windows, better fixtures, 
and up-to-date displays. In the 
most important phase of all, the 
human personal element behind 
your counter that day after day 
in face to face contact with cus- 
tomers makes a most direct con- 
tribution toward sales and 
profits, in the training of retail 
salesmen, we are way behind. 

I have no magic formulas, no 
startling ideas, and certainly no 
cure-alls. I have some common 
Sense suggestions. First, better 
selection of raw material. 

During the period of help 
shortage, you took anyone that 
came along. Well, just as you 
are now going to be able to se- 
lect your lines and buy the 
quantity you please when you 
please, I think a thorough house- 
cleaning in personnel should be 
made. Get rid of the unpro- 
ductive. Release the lazy, even 
though it will throw you tem- 
porarily just a little short. 


Wanting to Work 


Be sure, first of all, that your 
new salesman really wants to 
work. Second, find out whether 
he wants a permanent job or if 
he is just looking for something 
“for the time being.” You can’t 
afford to spend time in training 
the restless type. 

Third, don’t discount educa- 
tion. Remember, we sell by the 
use of words. 

Fourth, get a boy or girl with 
some imagination, if you can; 
someone who is a self-starter, 
and while accepting guidance 
and being willing to take con- 
structive criticism, is still able 
and willing to do things with- 
out being told. 

That is my formula for per- 
sonnel selection along with the 
basic requirement of good ap- 
pearance, good habits, and good 
character. They must be (a) 
workers, (b) stickers, (c) have 
as much education as possible. 

I want to plead with the hard- 
ware dealers of this country not 
to go back to pre-war straight 
salary methods. An _ incentive 
system of some kind is impera- 
tive if you are going to get and 
hold good people. If you don’t 
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hold them, you spend whatever 
an incentive system costs you, 
in expensive turn-over and the 
training of new people—and still 
not get the result. 


The Profit Motive 


Let me ask you why you are 
in business? Are you in busi- 
ness for a fixed 5 or 6 per cent 
income on your invested capital? 
Why do we call the American 
method the “profit system?” 
You are in business to make a 
profit. Your incentive is the best 
profit that you can make accord- 
ing to your skill as a merchant. 
If there were no profit in your 
business, you wouldn’t be in 
business. 

Do you think your clerks are 
any different than you? They 
have to have something more 
than just enough to buy the bare 
necessities of life. They, too, 
must have the profit motive. In 
their case, it isn’t a profit on 
fixed capital or on the sum total 
sales of the store, but it is a 
profit on their own effort. 

Of all the things that handi- 
capped the independent retail 
hardware store in the pre-war 
period in his battle with the 
chain stores was that deadly 
method of paying straight sala- 
ries. In store after store, one 
man would sell twice as much as 
another in a year’s period of 
time and receive only a little 
more compensation—in some 
cases, no more. No wonder the 
top retail salesmen quit the boss 
and went into business for 
themselves. 

You couldn’t get good whole- 
sale salesmen today on straight 
salary methods. Retail sales- 
men are no different. Not only 
is it better for you to offer a 
commission or bonus incentive, 
but it is imperative if you are 
to hold people of real ability. 

There isn’t time here to go 
into all of the various methods 
of incentive payments. That is 
a subject in itself. Sometimes, 
it is salary and commission on 
sales above a quota that earns 
the salary. Sometimes it is 
straight commission earnings. 
Sometimes, it is a commission 
on certain profit lines with low 
profit, called-for, items drawing 
no commission. Sometimes, it is a 
commission on profit, although 
that is harder to figure in a re- 
tail store, except if you apply 
the average gross profit of the 








store and by paying a commis- 
sion on gross profit; thereby en- 
couraging sales effort on profit- 
able items. Sometimes it is a 
bonus percentage against the 
year’s salary based upon the sum 
total net showing of the store 
after taxes. 

Incidentally, internal competi- 
tion between sales people, if rea- 
sonably controlled and on a 
friendly basis would be a valu- 
able thing. Occasional monthly 
prizes for certain performances 
or for a certain sales campaign 
will stimulate a lot of extra in- 
terest and effort. 3 

Good store meetings have 
great values. Poor ones are ter- 
rific duds. A regular program 
of well-planned and efficiently 
conducted store meetings should 
be a part of your sales training. 
Many stores have a meeting one 
night a week, some twice a 
month. 

Sometimes these meetings will 
be conducted by a manufac- 
turer’s representative, some- 
times by a jobber, or distributor, 
sometimes by teamwork of a 
manufacturer along with the 
wholesaler’s representative. Make 
your selection, however, upon a 
basis of two points. First, the 
value of the line and whether it 
is a profit line to promote; sec- 
ond, the ability of the people to 
really hold an informative, in- 
teresting meeting. 

You can’t hold meetings on 
every line, so this business of 
selecting the line is of para- 
mount importance, and then be 
sure ahead of time that the peo- 
ple who are going to talk to 
your store force, can really talk. 


Sound Slide Films 


One of the good tools that will 
be helpful in this process is the 
increasing use of sound slide 
films where the story is told 
along with the pictures and 
then with a healthy question and 
answer session afterwards. 

Good sales meetings can be 
held within the framework of 
your own organization without 
any outside help. There is a lot 
of fun and contest element in 
this, too. This can be done by 
the owner, naturally, taking 
charge of the meetings and talk- 
ing each time on some different 
and general phase of the busi- 
ness. This helps the retail peo- 
ple to feel they are being taken 
into the boss’ confidence and 
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they -are rated as important 
parts of the business as a whole. 
Then, at each of these meetings, 
some sales person is appointed to 
actually conduct a sales talk and 
demonstrate on some important 
product. At each meeting that 
person is appointed and his sub- 
ject or project selected for the 
next meeting, so there is suffi- 
cient time for preparation. 


Attend the Meetings 


Major appliance distributors 
particularly follow a practice of 
holding meetings at their own 
places of business or dealer 
group meetings at _ strategic 
market points. Just let me urge 
that you and your store force 
attend as many of these as pos- 
sible. 

In the whole field of major ap- 
pliances, radios, washing ma- 
chines, electric appliances, re- 
frigerators, and heating equip- 
ment, there is an element of me- 
chanics and of physical opera- 
tion, and a percentage of ser- 
vicing. Don’t make the mistake 
of assuming that only your ser- 
vice men should know these 
things. Whenever there is an 
installation and service school in 
your area conducted by the dis- 
tributor or the manufacturer 
and distributor, be not only sure 
your service man attends, but 
that some of your store force as 
well. 


Three Kinds of Customers 


There are three kinds of cus- 
tomers. Most people think there 
are only two—but there are 
three. 

The first is the dissatisfied 
user. We all know about him 
and it is still worse if it is a 
“her.” He or she destroys your 
business. The dissatisfied user 


is like a corrosive acid. He tells 
everybody how lousy the product 
is and goes out of his way to do 
it. He is the rotten apple in the 
barrel that infects a lot of good 
apples, or prospects. You can’t 
afford to have any of them. 

Then, there is the satisfied 
user. Most people would say, 
“Well, what the hell could you 
have better than that? I thought 
we were all after satisfied cus- 
tomers.” Well, there is some- 
thing a lot better than just a 
satisfied customer. The satis- 
fied customer is a fellow who 
may not have the best product, 
but it is better than anything 
he has ever owned before, so he 
is satisfied—he uses it. 


Enthusiastic Customer 


There is a third kind of cus- 
tomer and the only kind we work 
for in our business. That is the 
enthusiastic customer. He is 
the man or woman that is so ab- 
solutely “nuts” about the thing 
they bought that they are al- 
most pests to their friends. They 
talk about it to everyone—they 
are walking delegates — they 
can’t play bridge or poker with- 
out stopping the game to talk 
about this wonderful so and so 
they have bought. 


Pillars of the Program 


Now the above constitutes the 
real pillars of a sales training 
program; namely: 

1. Careful selection of people. 

2. Incentive (commission or 
bonus) systems of compensation. 

38. Regular, well -conducted 
store meetings. 

4. Required attendance at 
sales, and installation and ser- 
vice meetings held in your area 
by manufacturers or distribu- 
tors. 


The $300,000 Business That Modernization Built 


(Continued from page 27) 


factory representatives. In these 
ways the Rahway Hardware Co. 
influences friends and wins cus- 
tomers. 

The store staff for the hard- 
ware department, in addition to 
Ben and Leny Horowitz, consists 
of two bookkeepers—one for the 
hardware department and one for 
the appliances—and three hard- 
ware salesmen. The appliance sec- 
tion has its own manager and a 
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sales and repair man as well as 
three outside salesmen who work 
on drawing accounts against com- 
missions. 

When all is told, by giving its 
customers a modern store, mer- 
chandise in variety they want, and 
providing a maximum of display 
opportunity for all lines, the Rah- 
way Hardware Co. has the $300.- 
000 volume goal firmly in its 
sights. 
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VERY Pecora Product is designed 

to do a certain job better than it 
has been done before. This result ~ 
possible only because of long years of 
experience and painstaking Laboratory 
research. Coupled with this experience 
and scientific development, are manufac- 
turing facilities that have kept pace 
with mechanical improvement. Stock 
and sell Pecora and you will make and 
keep satisfied customers. 


OUTSTANDING BEST SELLERS 
FROM THE 
PECORA QUALITY LINE 


CALKING COMPOUND 
A leader since 1908. Will not dry 
out, crack or chip when properly 
applied. Gun and knife grades. 


ROOF COATINGS 
Plastic and liquid forms. Fire re- 
sisting, weatherproof, sunproof, acid 
and alkali proof. More durable than 
paint. Costs less. 


WATERPROOFINGS 
“Klere-Seal” and “Varseal” types; 
also Black Asphaltic Waterproofing 
in paste or liquid forni. 


ASBESTOS FURNACE CEMENT 
A good and trustworthy friend of 
every furnace repair man. 


METAL & WOOD SASH PUTTIES 
STOVE & BOILER PUTTY 


WRITE FOR BOOKLETS 


IO 


Pant Company Ine. 
Established 1862 by Smith Bowen 


Lawrence & Venango Streets 
PHILADELPHIA 40, PENNA. 
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The Employer's Right of 





Free Speech During Union 
Organizing Campaigns 





WELLES K. STANLEY 


[. your clerks are not 
organized, there are some things 
which you should do now to “put 


your house in order.” Here are 
some: 

1. See that you are paying 
fair wages. 


2. Are your work hours un- 
reasonably long? If so, correct 
them. In cities, at least, I’m 
against evening store opening. 

3. I assume you provide vaca- 
tions with pay. Here’s one item 
as to that. Possibly your clerks 
are paid on commission basis 
with a fixed draw. The better 
practice is not to limit the 
amount of vacation pay to the 
draw but to: pay the average 
take-away pay. 

All of these are fairly cus- 
tomary personne] practices. But 
if you can afford it and want to 
stand really well with your em- 
‘ployees, you might voluntarily 
place in effect two other benefits. 

4. A group health and accident 
policy. 


5. Establish (a) a seniority 






Me. STANLEY tells what steps should be taken by 
employers when union organizers appear on the 
scene and briefly discusses employer's rights during 


organization and elections. 


By WELLES K. STANLEY 
Attorney-at-Low, 
Cleveland, Ohio 


plan for lay-offs and rehiring 


“and (b) a grievance procedure to 


settle any dispute. 

Having placed in effect some 
or all of these improved condi- 
tions, there comes a clerks’ union 
organizing campaign. The or- 
ganizer quietly talks to the 
clerks, asking them to sign what 
are called authorization cards. 
These authorization cards are 
small printed affairs, which, 
when signed, authorize the clerks’ 
union to represent the employees 
in demanding and negotiating a 
contract with you. The organ- 
izer tells the clerks that they 
need pay nothing unless and 
until the union secures a con- 
tract and increased wages. Some 
of your clerks may sign these 
cards because they will think 
“What have we to lose?” 

And while we’re on this sub- 
ject, in some cases a union is 
really necessary to secure fair 
wages and working conditions 
from a driving, penurious em- 
ployer. And let’s clear up an- 
other matter. Most labor lead- 
ers are law-abiding citizens and 


At the Thursday 
Morning Session 


". «- Of all the domestic issues before the American public, one of the most 





their word is good. In only ex- 
ceptional cases, will you find 
unions officered by men with 
criminal or communist records. 
The thing to which the public 
objects is union coercion to force 
employees to join. It is also op- 
posed to an employer surrender- 
ing to the closed shop, driving 
his men into a union. 

If you remain silent and say 
nothing to your employees about 
this union campaign, they will 
think that you want them to join. 
Still you may know that this par- 
ticular clerks’ union is badly of- 
ficered and that it unreasonably 
calls strikes. If you conscien- 
tiously believe that it will be 
against the interest of your 
clerks to join the union, then 
you should talk or write to them. 
That question is for you to de- 
cide—not for me. 

Assuming that you desire to 
give your employees the facts 
and possibly also your opinion 
of the union, we now come to the 
principal topic of this paper. 

The union organizer will call 
on you or write you. If you 
talk to him you should have a 
witness present, as he will also. 
The organizer will probably say: 
“We represent a majority of 
your employees and we want you 


important is whether labor litigation shall hereafter be tried and decided 


by bureaucrats or judges." 
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to recognize us as the bargaining 
agent for all of your employees.” 
The better practice is to reply to 
the business agent in the form 
of a letter somewhat as follows: 

“Yours of the-—————in- 
stant at hand. We assume 
that when and if you claim 
to represent a majority of 
an appropriate unit under 
the National Labor Rela- 
tions Act, you will then avail 
yourself of the election pro- 
cedure established by that 
Act to prove that your or- 
ganization represents such 
a majority. 

“In the meantime, there 
will be no negotiations with 
your organization as _ re- 
quested in your letter. 

IN GA ons 6 See Company.” 

You may ask: “If the union 
has signed up a majority of our 
employees, does that necessarily 
settle the matter?” The answer 
is “No.” When an election oc- 
curs any employee may vote for 
or against the union, regardless 
of whether or not he may have 
signed a union authorization 
card. 


The Next Two Steps 


Following the sending of this 
letter you should du two things: 

1. Employ an attorney, prefer- 
ably one who has had experience 
in labor dispute matters. He may 
find it desirable to dispute the 
jurisdiction of the Board. This 
will be dependent upon the pro- 
portion of shipments over state 
lines or incoming merchandise 
as compared to those originating 
in your state. Formerly it was 
almost a waste of time to raise 
the question of jurisdiction. 
However, since Congress cut 
down the appropriation of the 
Board, which necessitates its 
cutting down the Board’s ex- 
penses, there have been a few 
cases recently in which the 
Board has refused to take juris- 
diction over comparatively small 
establishments. 

2. You should gather together 
all obtainable information about 
the particular union, its officers, 
and the international union in- 
volved. 

Your next question to your 
lawyer will probably be: “While 
a union is trying to organize 
our clerks, would I be violating 
the Wagner Act if I say any- 
thing critical about this union 
and how far can I go?” The 
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answer to the first part of that 
question is “Yes, you can talk 
or write to your employees about 
the union and even criticize it.” 
How far you can go is shown by 
court decisions which now con- 
stitute the law. 


A Warning 


Here is a warning. None of 
the language approved by the 
courts can be used in connection 
with threats and coercion. For 
example, an employer cannot say 
to his employees: “If you choose 
the union to represent you, the 
company will close its plant” or 
“if you join the union, you will 
be discharged.” 

The Wagner Act forbids coer- 
cion. You should say nothing 
which might lead your employees 
to believe that if a union wins 
an election that any of their 
present advantages will be taken 
away from them. You cannot 
discriminate in hiring or laying 
off employees because of union 
membership or activity. In this 
connection you should not dis- 
charge any employee during a 
union organizing campaign un- 
less he has been dishonest or in- 
subordinate. 

Now, let me briefly outline the 
procedure for an election. After 
the organizer has received your 
letter of refusal to negotiate 
with him, he will file a petition 
for election. From then on your 
attorney must handle this mat- 
ter before the Board. There will 
be technical issues which need 
not be explained here, for ex- 
ample, as to which of your em- 
ployees are to be permitted to 
vote and are to be represented by 
the union if the union wins the 
election, and when and where the 
election will occur. 

There are certain other rights 
which the employer has which 
can be referred to here only 
briefly. There seems to be a mis- 
conception by laymen and some 
lawyers as to the right of em- 
ployers to bring suits for injunc- 
tions. This comes about by the 
passage by Congress of the Nor- 
ris-LaGuardia Act. That Act 
does not restrict injunction suits 
filed in state courts but only 
those filed in federal courts. For 
example, I think in most of the 
states, an employer can file a 
suit in his state court, praying 
for a limitation in numbers of 











pickets and prohibition of viol- 
ence. 

Even under the Wagner Act, 
you can draft and announce a 
rule forbidding solicitation of 
employees during their working 
time, or on the selling floor. In 
this state (Ohio) and also in- 
diana, at least, you can secure an 
injunction forbidding all picket- 
ing of residences of employees. 

You may be interested in 
knowing the results of elections 
in which an employer has made 
speeches and issued circulars 
stating what it knows about the 
union soliciting the votes of its 
employees. There have been 
seven elections in the two plants 
of a client of ours in Cleveland. 
The two plants had some 7000 
employees. In their seven elec- 
tions the CIO has lost all of 
them—six by 2 to 1 votes and 
one by 4 to 1. 

Apparently store clerks are 
just as eager to know what their 
employer knows about a union. 
The employees of the Brandeis 
Department Store defeated the 
AFL Clerks Union. The clerks 
of a much larger department 
store in St. Louis defeated the 
CIO Clerks Union; the employees 
of a large department store in 
Baltimore voted 7 to 1 against 
the AFL Clerks Union and in an 
election of a Cleveland suburban 
department store, the clerks de- 
feated the AFL Clerks Union by 
a vote of 2 to 1. 

In all of these elections, the 
employers wrote or spoke to 
their employees in criticism of 
the unions involved. 


Labor Litigation 


Of all the domestic issues be- 
fore the American public, one of 
the most important is whether 
labor litigation shall hereafter 
be tried and decided by bureau- 
crats or judges. 

The present National Labor 
Relations Board is made up of 
three members, with about 800 
employees in the Board’s Wash- 
ington and regional offices scat- 
tered over the country. None 
is elected and most are appoint- 
ed by Labor Board executives. 
Their interlocking powers are 
the equivalent of investigators, 
prosecutors, judges, juries and 
sheriffs. 

It is only fair to say that there 
have been some exceptional cases 

(Continued on page 91) 


HARDWARE AGE 




















Peak p 
this V 
toward 
custom 
pocket 

Wes 
advert 
with V 

Son 


of six i 


WES 








f viol- 


ar Act, 
unce a 
ion of 
orking 
or. in 
lso in- 
ure an 
picket- 
»yees. 
ed in 
2ctions 
| made 
‘culars 
ut the 
of its 

been 
plants 
eland. 
» 7000 
1 elec- 
all of 
Ss and 


S are 
, their 
union. 
ndeis 
d the 
clerks 
tment 
d the 
loyees 
re in 
rainst 
in an 
irban 
's de- 
on by 


, the 
e to 
m of 











Peak profit time is here . . . for retailers who push 
this Westinghouse Bug Bomb carton of six 
toward customers NOW! Insects are driving 
customers your way... with cash in their 
pockets and murder in their hearts! 

Westinghouse magazine, radio and newspaper 
advertising are sending these customers your way 
with Westinghouse Bug Bombs in mind! 

So now, more than ever, the Bug Bomb carton 
of six is the best thing next to your cash register. 


Put Bug Bombs where customers can see .. . 
remember... reach... BUY! 

Remember, every Bug Bomb sale rings up an 
attractive retail profit. 

Bug Bomb customers are repeat buyers. . . one 
profit leads to another. ‘ 

Westinghouse is a name that counts with your 
customers . . . a name that counts on your 
counter. Make it count for you. 

Push it now for PEAK PROFIT! 


WESTINGHOUSE ELECTRIC CORPORATION « Springfield 2, Mass. 


AEROSOL, AUTOMA TIC, 
INSEC TICIDE DISPENSER 





How We Support the N.R.H.A. 
Merchandising Program . 


WwW. W. TOWNLEY 


Basse a good mer- 
chandiser takes so much time 
and work and energy and atten- 
tion to detail, that it leaves too 
little time and physical strength 
for being anything else. The 
man in a retail hardware store 
who is a good merchandiser, is 
working at it in the evenings, 
when his friends are at the 
movies; is working at it during 
the day; when the non-merchan- 
disers are coasting; is at it Sat- 
urday afternoons when he would 
rather play golf and is thinking 
about his Monday plans on Sun- 
day when he should be listening 
to the sermon. 

It is these merchandisers that 
we, as wholesale distributors of 
hardware, respect, admire and 
want to help. We of course, do 
so to our self-interest, as their 
increased sales to the public, 
make possible larger purchases 
from us. 

Our effort to have our own 
buyers and salesmen understand 
the N.R.H.A. merchandising plan 
began early in January of this 
year. The first big hurdle was 
to be sure that we, ourselves, 
understood the plan, and our part 


M 


R. TOWNLEY counts the steps towards being a 

good merchandiser and tells how his company 
is cooperating in helping dealers towards that goal. 
He suggests that dealers be more receptive to planned 
merchandising deals in order to cut costs. 


By WEBSTER W. TOWNLEY 
Vice-President, 
Townley Metal & Hdwe. Co., 
Kansas City, Mo. 


in it. I do not know how long 
this plan has been offered to 
hardware retail dealers. If 1947 
is the third year, then as a 
wholesaler, we have been asleep 
for two years. If this is the 
second year, then we have been 
asleep for one year. It makes no 
difference! We had to start 
from scratch in January, 1947. 


Oo C) 


At the Wednesday 
Morning Session 


Other distributors may have 
still to start. The point I want 
to make is this: You who are in 
this room today, as directors and 
secretaries of the 37 retail hard- 
ware associations, who together 
make up the National, must as- 


sume that every wholesale dis- ° 


tributor in your territory is com- 
pletely unaware that there is 
such a thing in existance as a 
N.R.H.A. merchandising pro- 
gram. You must make it your 
personal duty to tell about the 
program to the head man of each 
of these wholesale firms. It will 


be his job to tell his department. 


buyers and his salesmen about 
it. I assure you that a large 
percentage of them will be very 


surprised that you think it any 
worry of theirs. They have their 


own wholesale problems. They 
will have to be shown where they 
fit in, and why. Otherwise they 
will not take any responsibility 
with regard to what they believe 
to be entirely a dealer’s retail 
problem. 

In talking to our buyers about 
the plan, in meetings especially 
called for that purpose, and in 
talking to our salesmen at their 
annual meeting in January, we 
found one of the most confusing 
ideas to be straightened out in 
their minds was the definition of 
what is meant by the word 
“merchandising.” 

Merchandising, has to do with 
all of the important functions 
of a retail store operation. 

To name a few, merchandising 
has to do with: 

1. Store advertising — to get 
customers to the store, so they 
can be sold merchandise. 

2. The store front — so that 
customers will be attracted to 
enter our independent retail 
hardware stores, rather than be 
attracted into stores operated by 
Sears or Wards or Western Auto 
or what have you. 

3. Good window display — 
showing items being featured 
and to create a desire to buy. 


" ... An independent hardware dealer must use his independence in a 
cooperative manner. He has fo use imagination and energy.” 
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4. Store promotions — to get 
customers into the store so they 
can be sold merchandise. 

5. The store display—so that 
the customer who does enter can 
see not only what he came to buy, 
but will see and so buy other 


goods. To have this customer 
see more and so buy more, the 


merchandise must be in plain. 


sight, easy to reach, plainly 
marked with a price, and in fix- 
tures that hold the maximum 
amount of goods. 

6. Store planning—to get the 
most sales from store traffic. 

7. Store lighting—so that the 
merchandise is easily seen, not 
lost in shadows, thus creating 
sales. 

8. The merchandise itself—of 
a good quality, plainly marked 
at a fair price, so people will 
buy. 

9. Trained salesmen—to make 
more sales. 

10. To have a plan—a plan 
having to do with the entire 
sales program. 

To have a plan is the most im- 
portant of all. If you have a 


plan, all the rest will follow be- 
cause it becomes logical. 


It is 


a daily work guide. Of great 
importance is the record of last 
year’s sales, this year’s antici- 
pated sales, and this year’s actual 
sales. From these figures is made 
the all important decision with 
regard to the number of dollars 
to be spent each week for adver- 
tising, at least two percent of 
anticipated sales. Without the 
figures, the hardware dealer too 
often believes that not to adver- 
tise is an expense saved, not 
realizing that this is the same 
as closing the door on potential 
sales. Worse yet, not to adver- 
tise, literally invites your cus- 
tomers to go down the street to 
the store that is advertising. 
When the other fellow advertises 
for customers to come in and 
shop and buy, and our hardware 
dealer has issued no such invita- 
tion, then we can hardly be put 
out if even our best friends ac- 
cept the kind invitation of Mr. 
Chain Store. 

There are more, but these 3 
“merchandising” items will serve 
to illustrate the point. To do 
them all, is “merchandising.” 
The retail hardware man who 
does them is a “merchandiser.” 


Our next step was to encour- 
age other wholesale hardware 
houses in Missouri, Kansas and 
Oklahoma to get behind the mer- 
chandising plan of the National. 
Our reason was this: Suppose 
that our salesmen tell Bill Jones 
of the Jones Hardware, that 
Jones needs badly toinvest in a 
new store front, and that a selec- 
tion of plans can be obtained 
from the National. Bill Jones 
may think that our man just has 
a passing fancy idea, and will 
probably ignore it. But what if 
Bill Jones is told the same thing 
by four salesmen that call on 
him, and one of them tells the 
“merchandising” reason behind 
the idea. Then Bill Jones be- 
gins to think, and figure, and 
may get into action. 

Part three has to do with our 
efforts to help the local associa- 
tions sell the plan to dealers not 
using the plan at the present. 
At the Oklahoma City and 
Kansas City Retail Hardware 
Dealers’ annual convention and 
hardware show, we built our ex- 
hibit around a demonstration of 
this plan. 

Our fourth effort, that of 














SPECIAL INTRODUCTORY OFFER! 


10 INCH ADJUSTABLE 


VENT FAN 


PLUS 6 INCH 


VENTILATING FAN — Free! 
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Take advantage of this special offer. 
justable Vent Fan for $17.50 (50¢ off $35 list price) and 
get 6" Ventilating Fan ABSOLUTELY FREE. 


10" Fan is adjustable from 24" to 36", has smooth baked 
enamel finish on heavy gauge steel, General Electric 
blades, General Electric lifetime oiled motor, heavy rub- 
ber cord, rubber plug and pull chain switch. 6" Fan is 
adjustable from 24" to 36", has baked white finish, fully 
enclosed motor, wrapped and varnished windings, self- 
aligning bearings. ORDER THIS SENSATIONAL OFFER 
TODAY! ORDERS SHIPPED SAME DAY AS RECEIVED! 
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MANUPACTURING CO., INC. 


OFF 








WEST BERLIN, NEW JERSEY 


Order 10" Ad- 


50% 
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bringing the right merchandise 
at the right time, at the right 
price, to dealers using the mer- 
chandising calendar, and ad mat 
service, is now started, and re- 
garding that effort, I want to 
make a complete report. 

If the figures I give you indi- 
cate small success to date, it 
must be remembered that the job 
to be done is still ahead. This is 
not a report on a completed 
project. 

In January of this year we of- 
fered to dealers a merchandise 
selection in the form of an as- 
sortment, or deal, or set-order to 
be shipped in February to be 
used by dealers to back up their 
March promotions. The items on 
the “set order” were selected by 
our buyers and salesmanager 
from the suggested items for 
March as listed on the promotion 
calendar. 

At the time of presenting this 
March selection in January, we 
started from a standing start. 
We did not know the names of a 
single dealer using the advertis- 
ing service. We did not know if 
the number to plan for was 10 
or 1000. 


We did know that probably 
there were very few, so we 
started to sell both the $60 ad- 
vertising and calendar service 
plus our set-order for March. 
We sold the merchandise order 
to 100 dealers, but only a small 
percentage took the advertising 
service or said they had already 
signed up for it. 

To offer such a-selection of 
merchandise in the form of a 
set order, it had been necessary 
to pledge factories by letter and 
phone to promise us delivery by 
the end of February. We bought 
and obtained promise of suffi- 
cient desirable merchandise to 
make 200 assortments. That we 
sold only half of them was due to 
resistance on the part of dealers 
to an assortment or set order 
of any kind. If a dealer had in 
stock just one or two of the 34 
items in the deal, he refused to 
buy. 

In February we offered a dif- 
ferent assortment or set order 
from the calendar to be shipped 
in March to back up the April 
promotion. We asked our sales- 
men to sell it only to dealers 





HOMECRAFT 


Brings to You a NEW 


OVERHEAD FIXTURE 


"“CIRCLINE” FLUORESCENT 





HOMECRAFT'S PLUS VALUES 

Trouble free operation—field 
tested. Tripod spring tension mounting 
of clear plexiglass. Made of extra thick 
metal .05!. Extra heavy coating of 
baked ‘white enamel. All electrical parts 
G.E. One bolt installation — center 
mounting. Approved by Underwriters 
Laboratories. 


gett 


pull chain or drop cord. 


Write for our liberal proposition. 








WITH TRIPOD MOUNTING 
Complete Illumination 


NO SHADOWS 





, lat 


a oe 


abyss 





New spring type knock-out button for Homecraft “Circline’ TABLE LAMP 
Products 


ELECTRIC BROILER 
Regular jobber discounts. 


HOMECRAFT ELECTRONIC PRODUCTS 


Mfrs. of superior electrical products 


1210 S. KEDZIE AVE. 
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using the National’s Advertising 
Plan. 

For our May campaign we 
temporarily gave up the set 
order idea because of the resist- 
ance to an assortment on the 
part of dealers, and offered an 
open stock selection to be 
shipped in April to back up the 
May promotion. 


Names Furnished 


We furnished the names of 
the 67 dealers who were users of 
the advertising plan to our sales- 
men and asked that each dealer 
be contacted. We asked that 
each dealer’s reaction and pres- 
ent use of the advertising mate- 
rial be reported to us. 

The reports on the 67 users 
are not complete enough to draw 
an accurate picture of the actual 
use of the advertising material 
by the dealers. As was to be ex- 
pected, some were reported as 
very interested, constant users 
of the material, others more in- 
different users. 

What is true of one territory 
is undoubtedly true for all other 
territories. We have two big 
jobs ahead. One is to sell all 
dealers on having a complete 
merchandising plan, part of 
which is to use the promotion 
calendar and advertising service. 
This requires an expenditure for 
each dealer of $60 per year plus 
two per cent of his sales for ad- 
vertising. 

The other is to sell dealers on 
the advantage to themselves of 
making possible the development 
of a set order or fixed assort- 
ment of merchandise to back up 
each month’s promotion. 

Let me give you some of the 
reasons for the need to have you 
accept the set-order idea. The 
chief reason is that through a 
set-order or assortment idea, can 
be developed low costs of han- 
dling merchandise from the fac- 
tory to you. These lower costs 
can be passed on to you, and 
through you to the consumer in 
the form of lower retail prices 
on the items in the assortment, 
thus enabling you to have lower 
retail prices in your ads, so to 
make your advertising more ef- 


| fective and thus draw more peo- 


ple to your store. 

When a wholesaler offers you 
a list of items as open stock, you 
select only what you want. But 
when you have made your selec- 
tion, you have an assortment, or 
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deal, or order weighing enough | 
to make shipment. Its value 
may be $50 or $500. No matter 
how you hate assortments or | 
deals, you still have one! 

The difference between the | 
order that you have made up and | 
the set order of assortment that | 
we as a wholesaler make up is | 
that it is expensive. It costs | 
more money. This principal ap- | 
plies to handling a hardware 
order in a warehouse, as well as | 
to making a suit of clothes. It | 
is true that our set order or as- 
sortment or mass production | 
order of hardware will not fit 
your stock or inventory quite as 
nicely as your own tailor made 
order. But there is a big differ- 
ence in the cost. 

Give us a chance to handle 
some standard set-orders for you | 
in a mass production line basis, 
and you’ll see some price reduc- 
tions that will give us real lead- 
ership in the hard lines field. 

We at Townleys are not say- | 
ing we can make up perfect or | 
nearly perfect orders or assort- 
ments that will meet the accept- 
ance of all dealers. No, but we 
think we can make them in such 
a manner that any dealer can af- 
ford to take one, and the larger 
dealers three or four, and not 
get hurt. 


Make Up Your Own 


But you dealers do not have to 
leave it to distributors to make 
up set-orders to back up your 
promotions. You can make up 
your own on a national or 
regional basis and then let us 
distributors take a shot at them. 

Suppose you start with 12 an- 
nual set-orders or assortments; 
one for each month. Let each 
assortment contain 50 items that | 
you list by quantity and name of 
item and approximate retail 
price. Every distributor in the 
United States can offer that par- 
ticular assortment to the dealers 
he serves, using his own prices, 
brands, etc. 

We probably could stir up 
some profitable competition 
among factories to get their par- 
ticular type of product listed. 
Suppose you are planning a 
housewares promotion. You list 
a sauce pan, and leave it open as 
to its being made of aluminum or 
enamel or stainless steel. Three 
different industries are in com- 
petition to have their particular 

(Continued on page 94) 








JULY 3, 1947 





pcntc now / 


A SURE FIRE ITEM FOR EVERY — CAMPER, 
FISHERMAN, HIKER, PICNICKER, OUTDOORSMAN 





The profitable answer to every outdoor activity where food- 
carrying is a problem! A roomy yet compact picnic kit of 
attractive, high tensile strength aluminum. FULLY EQUIPPED 
with 2 knives, forks, spoons, plastic plates, and 2 ALADDIN 
PINT SIZE HY-LO VACUUM BOTTLES. Center compartment 
holds plenty of food .. . famous Aladdin Vacuum Bottles keep 
liquids cold for 72 hours, piping hot for 24 hours. Utensils 
and plates held securely and safely in lid by elastic band. 
Give your summer sales a real boost with the Aladdin 
Picnic Kit! 


*REG. U.S. PAT. OFF. 






PRICED Rigur) 
STYLED Riguy) 


FULLY EQUIPPED! 


NATIONALLY ADVERTISED 
TO 2,254,093 OF YOUR 
CUSTOMERS IN... 
ESQUIRE 
HOLIDAY 
OUTDOOR LIFE 
FIELD & STREAM 
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GAS ELECTRIC 
RANGES 


FOR THE MODERN 


KITCHEN 
RANGE 
, WINDOW 


MERCHANDISE: 
Gas, electric or 
combination kitchen 
ranges. Show several 
models. 


BACKGROUND: 
Center panels of 
ivory corrugated ma- 
terial or painted 
wallboard. Side pan- 
els of dark blue ma- 
terial. Cut-out let- 
ters on center panel 
of dark blue material. 


Ranges, Sprays, Wash Boilers 


For Early August Windows 


SPRAY 
MATERIAL 
WINDOW 


MERCHANDISE: 
Sprayers, dusters, 
pressure sprayers, 
arsenate of lead, 
bordeaux mixture, 
lime sulphur, rose 
spray, plant food, 
bone meal, etc. 


WASH 
BOILER 
WINDOW 


MERCHANDISE: 
Copper wash boilers 
complete with lids. 


BACKGROUND: 
Center panels of 
ivory corrugated 
board or painted 
wallboard. Side pan- 
els of dark blue ma- 
terial. Cut-out let- 
ters on center panels 
of dark blue material. 


HARDWARE AGE Original Window Display IDEAS 
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WASH BOILERS 
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The amazing new TANKLESS 
Balanced-Flow Jet, with self-ad- 
justing capacity. For shallow wells. 
Supplies any volume, with no 
spurt, no lag, no fluctuation. Just 
like city water service! Capacities 
to 540 gallons per hour, depend- 
ing upon suction lift. 

















Then its Satisfied Owner 
becomes... 


Sell a Goulds first... 





THE ANSWER IS 


Satisfied Goulds owners are a dealer’s best ad- 
vertisements, for: they appreciate the superior 
dependability of these fine water systems, built 
to sell and stay sold, with never a sacrifice of 
quality or workmanship. 

The sale of a Goulds is the first sound link 
in a buying chain that includes many items of 
equipment to utilize the running water that 
the Goulds supplies so generously, so efficient- 
ly. Goulds trouble-free performance binds its 
well-pleased owner to your store as a prospect 
for all types of quality merchandise. Write for 
the name of your nearest Goulds distributor. 
GOULDS PUMPS, INC. (So 

Seneca Falls, N. Y. Se 


; every need for domestic water service. And 
| superior quality is.inherent in every model, 
| assured by Goulds insistence upon finest 
f materials, skilled craftsmanship, superior 
f design, 


r 

I poe 

F GOULDS provides a complete line, to supply 
' 

f 
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"The new dual-service Jet-O-Matic. 


































A prospect for your 
other Water-using 
Equipment. 


DULDS oo EVERY TIME! 







Same unit for shallow or deep well 
service. Wide range of capacities 
and pressufes. A “packgged 
woter system, streamlined 
for sales.” 


GOULDS “CID” Water 
System for deepwellserv- 
ice. Fully automatic. Ca- 
pacities from 5 to 1825 
gations per hour. 













GOULDS "CID" Woter 
System for shallow well 
service. Fully automatic. 
350 gallons per hour. Other 
units up to 3500 gations 
per hour 


WATER SYSTEMS 


THE SOLUTION TO EVERY PROBLEM 
OF FARM AND HOME WATER SERVICE 
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N. H. BOYNTON 


G. E. LAMP PROMOTES 4 
FORMS TWO SALES AREAS 


The General Electric Lamp 
Department, Nela Park, Cleve- 
land 12, Ohio, has recently dis- 
continued the eastern and west- 
ern sales divisions in favor of 
two newly created divisions, the 
General Sales Division and the 
Sales Operation Division. 

Simultaneously announced 
were four promotions of lamp 
department personnel including 
N. H. Boynton, formerly general 
sales manager of the Western 
Sales Districts since 1931, who 
has joined the administation di- 
vision staff at Nela Park. He 
joined the company in 1909 
and served as publicity manager, 
manager of the Buckeye sales 








D. A. HOPPER 


district, sales promotion manager 
and general sales manager. 

P. D. Parker, general sales 
manager of that department's 
eastern sales division since 1945, 
has been advanced to the posi- 
tion of general sales manager of 
the General Sales Division. He 
was assistant manager of the 
lamp department’s eastern sales 
division at Nela Park from 1930 
to 1945. 


Fred J. Borch, manager since 
1940 of the department’s Gen- 
eral Service Division, has been 
made manager of the new Sales 
Operation Division. Mr. Borch 
joined G.E. in 1931, and served 
10 years as a traveling auditor. 


D. A. Hopper, who for two 
and a half years served as man- 
ager of the lamp department’s 
Newark service district, will suc- 
ceeds Mr. Borch. 

J. A. Amport, manager of St. 
Louis Service District is now 
manager of the Newark Service 
District. O. E. Burton, mana- 
ger of Denver Service District, 
was appointed manager of the 
St. Louis Service District, and 
R. G. Weiland, assistant to the 
manager at Atlanta Service Dis- 
trict, is now manager of the 
Denver Service District. 





CHESLER APPOINTS 
NEW ENGLAND REP. 
J. Chesler & Sons, 41-49 Varick 
Ave., Brooklyn 6, N. Y., manu- 
facturers of builders hardware, 





recently appointed Albert Robin- 
son as its New England repre- 
sentative. Mr. Robinson, whose 
headquarters are at 7 North Ave., 
Providence, R. I., had previously 
had 11 years of wholesele and | 
retail experience, including sales 
of some lines handled by hard- | 
ware dealers. He has just com- | 
pleted a period of study and | 
work in the Chesler plant. Mr. | 
Robinson is a_ son-in-law of 
N than Chesler, one of the part- | 
ners in the company, and will 
shortly be showing new lines the 
company is introducing. 





J. J. HARDING, PRES. 
ALUMINUM WARES 
ASSOCIATION 


The Aluminum Wares Associa- 
tion celebrated its 25th anniver- 
sary at its annual meeting held at 
the Claridge Hotel, Atlantic City, 
N. J., recently. The following 
officers and directors were elected 
for the year: J. J. Harding, presi- 
dent, Massillon Aluminum Co., 
Massillon, Ohio; K. H. Johnston, 
vice-president, Club Aluminum 
Products Co., Chicago, Ill.; W. F. 
Bugenhagen, Aluminum Goods 
Mfg. Co., Manitowoc, Wis.; E. 
M. Grable, Aluminum Cooking 
Utensil Co., New Kensington, 
Pa.; A. J. Kirstin, National Alu- | 
minum Mfg. Co., Peoria, Ill.; R. 
,F. Krause, Enterprise Aluminum 
Co., Massillon, Ohio; and W. E. 
Malzahn, West Bend Aluminum 
Co., West Bend, Wis. 

Mr. Grable acted as_ toast- 
master at the banquet held at the 
Claridge after the annual busi- 
ness session. A golf tournament 
was held at the Seaview Country 
Club, Absecon, N. J., followed by 
a buffet luncheon on the second 
day of the meeting. 








HUBBARD CO. ELECTS 
PEIRCE BOARD CHAIRMAN 


At a recent meeting of the 
board of directors of Hubbard & 
Co., Pittsburgh 1, Pa. C. L. 
Peirce, Jr., was elected chair- 
man of the board to succeed the 
late John W. Hubbard. Joseph 
V. Smith was elected president 
of the company, succeeding Mr. 
Peirce. Mr. Smith was formerly 








executive vice-president. 








Cc. J. WHIPPLE 


chairman of the Board of Hib- 
bard, Spencer, Bartlett & Co., 
hardware wholesalers, Chicago, 
Ull., was recently elected presi- 
dent of the Chicago Board of 
Education as the board was re- 
organized for the first time in 
14 years. 








STANLEY VICE-PRES. 
GEN. SALES MANAGER 
ALUMINUM CO. RETIRES 


George J. Stanley, director, 
vice-president and general sales 
manager for Aluminum Co. of 
America, Pittsburgh 19, Pa., has 
recently retired, although he will 
continue as a director. He has 
served the company for 42 years 
in hoth sales and engineering ca- 
pacities. He joined the com- 
panys Boston sales office in 
1905, and later was made head 


of electrical design for the 
Niagara Falls and Massena, 
N. Y., power houses. He then 


was made supzrintendent of the 
Massena Works power house. 
He was made manager of Al- 
coa’s sales office at Rochester, 
N. Y., in 1909. In 1919 he was 
appointed assistant general sales 
manager in charge of ingot sales. 
In 1922 he became vice-presi- 
dent of the United States Alu- 
minum Co., subsidiary of Alcoa. 
Mr. Stanley was made general 
sales manager of the company 
in 1928. Three years later he 
was made a vice-president of 
Alcoa, and was elected a direc- 


tor in 1939. 


HARDWARE AGE 
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REEDER, SALES MGR. 
FOR DUO-THERM DIV. 
MOTOR WHEEL CORP. 


R. H. Reeder has been ap- 
pointed sales manager of the 
Duo-Therm Division of Motor 





R. H. REEDER 


Wheel Corp., Lansing, Mich. 
Having been with Duo-Therm 
for the past 10 years, Mr. 


Reeder started as district mana- 
ger for the southwest territory. 
Then he spent some time travel- 
ing on a special assignment of 
field analysis work. During the 
war he obtained a leave of ab- 
sence to take a position with the 
Radar Research & Development 
Laboratory of the Massachusetts 
Institute of Technology. His 
latest position with Duo-Therm 
was that of eastern district man- 
ager. 


R. V. DAVIES, GENERAL 
SALES MGR. VICE-PRES. 
ALUMINUM COMPANY 


Ralph V. Davies has _ been 
made general manager, succeed- 
ing George J. Stanley, recently 
retired, and vice-president of the 
Aluminum Co. of America, Pitts- 
burgh 19, Pa. Rober B. McKee 
and Donovan Wilmot have also 
been made vice-presidents of the 
company. 

Mr. Davies joined Alcoa in 
1919 as metallurgist. He then 
worked in several sales offices 


| 
manager of the New York City 
sales office in 1930. 
pointed product manager for in- 
got sales in 1943, and in 1944 
became assistant general sales 
engineering and 
activities. 

Mr McKee joined Alcoa 
1915. He was engaged in gen- 
eral sales and promotion work 
for the next 15 years, and in 
1930 he was made product man- 
ager for tubing and extrusion 
sales at the Pittsburgh office. 
In 1944 he was appointed as- 
sistant general sales manager of 
all district sales offices and vari- 


in 


| ington, D. C., office in 1928, and | 


He was ap- | 


manager in charge of the sales | 
development | 


ous activities connected with 
them, 

Mr. Wilmot began his Alcoa 
career in 1912 and was made 
general sales manager of Alu 
minum Seal Co., Alcoa subsidi 
ary in 1915. In 1920 he became 
Rochester office manager. From 
1925 to 1929 he was product 
manager for die castings at 
Garwood, N. J.. after which he 
managed Alcoa’s Cleveland sales 
office. He was then successively 
product manager for ingot sales 
product manager for sheet sales 
and general sales manager in 
charge of product manager ac- 
tivities and warehouse distribu- 
tion in 1944, 








RICHARDS & LANCASTER 
MANUFACTURERS REPS. 


R. R. Lancaster recently join- 
ed Hastings Richards in Rich- 
ards & Lancaster Co., manufac- 
turers representatives in the 
Rocky Mountain and South- 
western states, The Alvarado, 
Albuquerque, N. M. Mr. Rith- 
ards founded this company in 
1939 having previously been 
vice-president and general man- 
ager of the Richards & Conover 
Hardware Co., wholesalers, Kan- 
sas City, Mo. Mr. Lancaster 


Utah, permitting frequent con- 
tact with the hardware, electri- 
cal, plumbing and major appli- 
ance distributors in the territory 
the company covers. The area 
consists of the following: El 
Paso in Texas, Arizona, New 
Mexico, Colorado, Utah, Wyo- 
ming, Montana, and_ Idaho. 
Both men will be glad to submit 
references 1o any __ interested 
manufacturers upon request. At 
the present Richards & Lancas- 
ter is representing: Red Jacket 
Mfg. Co., Davenport, Iowa; Jabs- 
co Pump Co., Burbank, Cal.; 





was general director of sales for 
the same company before join- 
ing Mr. Richards. 

Mr. Lancaster is planning to | 
open an office in Salt Lake City, | 





becoming manager of the Wash- 
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HASTINGS RICHARDS 





Fresh’nd-Aire Co., and Electro 
Mfg. Co., both of Chicago: 
Metal Industries Inc., Indian- 
apolis, and Grote Mfg. Co.. 
Bellevue, Ky. 


R. R. 


LANCASTER 


MANNING N. E. DIVISION 
| SALES MANAGER FOR 
| FLORENCE STOVE CO. 


James J. Manning has recently 
| been appointed New England 
division sales manager for the 





JAMES J. MANNING 


Stove Co., Gardner, 
Mass. Mr. Manning has been 
territory salesman, wholesale 
manager and district sales man- 
ager for major appliance dis- 
tributors in New England. He 
has also specialized in retail 
dealer and retail salesmen’s 
training programs. 


Florence 


NOMA ELECTRIC CORP. 
RE-ELECTS SADACCA 


At the annual meeting held re- 
cently in New York City, the 
Noma Electric Corp., 55 W. 13th 
St., New York City, elected Henri 
Sadacca, president; Boris Emmet, 
executive vice-president; John 
Bess, vice-president; Bernard 
Fleischaker, vice-president; John 
Seubert, vice-president; William 
J. Weaver, vice-president; Joseph 
H. Ward, vice-president; J. B. 
Wharton, Jr., treasurer; Howard 
S. Fisher, James A. 
Marohn, assistant treasurer, and 
Etta Ribbler, assistant secretary. 
The stockholders re-elected the 
board of directors consisting of: 
John Bess, Dr. Boris Emmet, 
David F. Kahn, Norbert A. Me- 
Kenna, Joseph H. Ward, Charles 
L. Pearce, Benjamin F. Pepper, 
Herbert M. Prior, and Henri 
Sadacca. 


secretary ; 
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MYRON E. HILL RAY MENDENHALL 


Myron E. Hill Pres., Miller Bros. Hdw.— 
Mendenhall Now Vice-Pres. and Treasurer 


Myron E. Hill, formerly sec- | J. Ross Harrington, directo- 
retary-treasurer and _ general | rate member, as an _ attorney 
manager was recently elected | :-presents the company in legal 
president of Miller Bros., Hard- | affairs. The operating policies 
ware Co., wholesalers, Richmond, | are formulated largely by an 
Ind., succeeding the late Frank | executfve committee consisting 


O. Chambers. Mr. Hill also of the Messrs. Hill, Meeks, and | 
carries the title of general man- | Harrington. 
ager. He has been associated 
with the company for 26 yeais 
in various capacities. 

Ray Mendenhall, 
vice-president, has heen identi- 
fied with the business over a | 
period of 44 years, mainly ae a | 
sales representative. He is now 
vice-president and treasurer of 
the company. Ferd A. Smyser. 
secretary, has been with the 
company for 36 years, also main- | 
ly as sales representative. 

Ray Meeks, vice-president and | 
director of purchases, a former 
member of the directorate, has 
been affiliated with Miller Bros. 
for 34 years, and Ralph E. Engel. | 
bert, sales manager and member 
of the directorate, has been con- | 
nected with the business 25 
years as a salesman. 


formerly 





RAY MEEKS 








RALPH E. ENGELBERT FRED A. SMYSER 





| of the Steel Products Mfg. Co., 
| of. St. Louis, manufacturers of 


| H. W. Reinwald Co., Cleveland: 


T. J. Riley, Detroit: and Todd 


SALES MID-ATLANTIC 
REPRESENTATIVES 


Poloron Products, Inc., New 
Rochelle, N. Y., has announced 
the appointment of the Hanser 
Sales Co., 1841 Broadway, New 
York City 21, as middle Atlantic 
sales representatives. Hanser will 
represent the Self-Seal Step-on 
Can, “Woodland” charcoal grill, 
“Woodland” portable ice box and 
the “Thermex,” “Red Cap” and 
| “Woodland” Picnic Jugs in New 
| York state with the exception of 
| New York City and adjacent ter- 
| ritory up to Albany, in southern 
| New Jersey below Trenton, Penn- 
| sylvania, Delaware, Maryland and 
Washington, D. C. 

A. T. ALDEN, HEADS 
ELLINWOOD IND. SALES 


Alfred T. Alden, president of 
the Pacific Chemical Co., Los 
Angeles, from 1931 to 1946, was 
recently appointed general sales 
manager of Ellinwood Industries, 
Los Angeles. 

Prior to this the company’s 
three divisions, the farm equip- 
ment, engine and electronics divi- 
sions, operated under individual 
sales managers. Ray Ellinwood, 
coincident with Mr. Alden’s ap- 
pointment, predicted that 1947 
sales of his company through 


} 
| 
| 
| 





| 1,000 U. S. dealers in this coun- 


try and others in the 36 foreign 
countries where the company is 
represented would exceed $7,- 
000,000. 
SHEFFIELD PAINT TO 
PRODUCE FROM NEW 
PLANT IN OCTOBER 


Sheffield Bronze Paint Corp., 
aluminum paint manufacturers, 
Cleveland, Ohio, will start pro- 
duction from it’s new plant at 
17814 Waterloo Rd., Cleveland 
on Oct. 1. Sheffield expects to em- 
ploy 200 people in the new plant. 





C. F. FULTON SALES MGR. 
STEEL PRODUCTS MFG. 


Claude F. Fulton has recently 
been appointe! sales manager 


Swing-A-Way _ products. The 
company also announced the ap- 
pointements of the following 
sales representatives: Reid H. 
Cox & Co., Atlanta; L. S. Ger- 
shon & Son, Kansas City, Mo.: 
Frank S. Howard, Indianapolis: 


Ted Swartzbaugh & Associates, 
Chicago: S. T. Williams, New 
York City: L. G. Fiske Co., Los 
Angeles, and San Francisco; F 
P. McMorrow Co., Cleveland: 


| POLORON NAMES HANSER | 





HARRY A. MOULTON 


MOULTON, E. REGIONAL 
SALES HEAD, AMERICAN 
CENTRAL DIV. AVCO MFG. 


Harry A. Moulton has recently 
been appointed eastern regional 
sales manager of the American 
Central Division, Avco Mfg. 
Corp., Connersville, Ind. His 
territory will include New York, 
New Jersey and the New England 
states for American Kitchens, 
with headquarters at 101 Park 
Ave., New York City. 

He was previously connected 
with the Eureka-Williams Corp., 
Detroit, Mich. He was also with 
the Pioneer Division of the Ben- 
dix Aviation Corp. as director 
of subcontracting during the 
war and earlier he was regional 
sales manager cf the chain link 
and oil burner divisions of An- 














Bros., Dallas. 





chor Post Fenre Co. 


ARR-O-LINE CO. IS NOW 
A. D. HEMPHILL CO. 


Arr-O-Line Co., formerly of 
Minneapolis, Minn., has recently 
changed its firm name to A. D. 
Hemphill Co., and moved its ex- 


ecutive offices to Lake City, 
Minn. The company’s manufac- 
turing operations were trans- 


ferred to Lake City last summer, 
and the need for closer contact 
between management and _fac- 
tory was responsible for the 
latest move. In order to make 
the trade-mark easy to read and 
identify, it has been re-register- 
ed, retaining the name, but 
spelling it in plain English. 





J. J. KREZ ELECTED TO 
GERITY-MICHIGAN CO. 
DIRECTORSHIP 


John J. Krez has recently be+ 
elected a director of the Gerity- 


Michigan Die Casting Co., 
Adrian, Mich. He is president 
and treasurer of the Paul J 


Krez Co., insulation contractors, 
Chicago. 


HARDWARE AGE 
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Walter G. Wooworth, Samson 
| Cordage Work3, Boston, Mass., 
won an award for traveling the 
longest distance to attend the 
party. Eight awards were given 
for special Blind Bogey scores. 
Entertainment was furnished by 
the club’s Barber Shop Quar- 
tette—Geo. J. Macklin, H. Lee 
Murphy, Eagle Industries, Inc., 
and Mal. M. Whitfield, western 
manager, HarpwaRE Ace. The 
committee in charge of the party 
included: Frank J. Kock, chair- 
man, McKinney Mfg. Co., Geo. 
H. Beaudin, awards, J. Wiss & 
Sons W. M. Hall. Locker 
| room, Paine Co., Wm. M. Olsen, 
raffle awards, The Lamson & 
Sessions Co., L. H. Turner, golf 
foresomes, The American Fork & 
Hoe Co., Ben Leve, receipts, The 
Carborundum Co., Chas. A. 
Wuchter, receipts, J. Wiss & 
Sons, Co., and James A. Billings. 
treasurer, Payson Mfg. Co. 


Co., 


GEO. J. MACKLIN 


CENTRAL STATES GOLF 
TOURNEY DRAWS 100; 
MACKLIN WINS CUP 


The Central States Hardware 
Club of Chicago recently held 
its Ninth Annual Golf Party at 
the Butterfield Club in Hinsdale, 
Ill., attended by 100 members 
and guests. Geo. J. Macklin, 
Sager Lock Works-Barrows Lock 
Works, won the club cup with 
first net. Other leading 
scores were: Vincent E. Sheri- 
dan, Sager Lock Works, first low 
gross; J. Olmstead, Heinz Lum- 
ber Co., second low net; Wilbur 





ELECTROMASTER PLANS 
ADDITION FOR PLANT 


Electromaster, Inc., Mount 
Clemens, Mich., manufacturers of 
electric ranges and hot water 
heaters, has planned an addition 
to the new plant at Mount Clem- 
ens. The section will be added 
to the north end of the plant 


low 





Higgins, The Starline, Inc.,| and will include a truck well 
second low gross: L. Ewing, Ar-| with enclosed shipping and _ re- 
vey Corp., third low net; J.| ceiving dock and provide storage 
Kirkland, Norton-Lasier Co.,| space. There will be accommo- 
third low gross; Sim Strauss,} dations for six large trucks and 
Arvey Corp., fourth low net; C.| trailers. 

R. Heagstedt, Tousey Varnish see 


Co., fifth low net: D. H. Peder- SOUTHERN WOODENWARE 


son, Heinz Lumber Co., sixth : 
low net: Oscar E. Foerster, GAROD DISTRIBUTOR 
Frankfurth Hardware Co., Southern Woodenware & Hard- 


ware Co., 2409 Morris Ave., Birm- 





seventh low net: S. Burritt, Star- 
line, Inc., eighth low net; and | ingham, Ala., has been appointed 
Geo. H. Beaudin, Jr., J. Wiss & | exclusive Garod Radio Corp., dis- 
Sons, Co., ninth low net. | tributor for Alabama. 











THE NEW MIAMI SCHICK ELECTRIC SHAVER SERVICE 
BRANCH was opened recently in Miami, Fla. At the opening 
were, left to rigit: Ralph Howell, Miami Service Supervisor, 
Robert H. Lide, sales supervisor for Southeastern territory, 
and Alden Horton, vice-president, Shick Service, Inc., Stam- 


ford, Corn. The service branch handles all Schick electric 
shavers needing service for the state of Florida, except for 
the extreme northwestern section. A shaver arriving in the 
morning goes out again that day. Plans are being made for 
41 such branches throughout the United States. 
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Brand New VALUES 






REDUCED PRICES 


Royalbilt rods and reels are designed to meet the 






present demand for good merchandise at reason- 





able prices. Written guarantee with each reel... 









new lower prices! 









LORD WELDON 
FLY REEL 


Aluminum frame and spool 
center shaft steel bearing 
lapped and ground for free 
silent casting. Open frame 
ventilation . . . line dries on 
spool to prevent rot. Holds 
over 50 yards of line. Single 
action, weighs less than 4 oz 
Etched finish Guaranteed 


$750 


























No. 100 
Individually boxed 
65 to a carton 


List price 












SAL-KING 
ALL-PURPOSE 


Single-action . 4% 02. 
Durability and strength of 
heavy reel. Precision con- 
struction . . . all-aluminum 
with special anodized fin- 
ish to prevent corrosion. 
Center bearing lapped and 
ground. Silent. Fits all 
fly rods; holds 100 yards 
of line. Adjustable click 
regulates drag. Guaran- 
teed. New low price! 


=P. $ 300 



















































Individually boxed 
50 to a carton 


List price 










Precision quality line guides and tips of bright 
nickel in a variety of sizes to meet all requirements. 


Low prices. BRACED TIPS ARE HARD CHROME. 









New 1947 
Fly Casting and Bait Rod 
Priced for volume sales. Light, strong and sturdy — 
4 ft. tapered rod; heat treated steel. Hardwood 
handles. Royalbilt quality line guides and rod tip 
—hand silk wrapped. No. 25—1¥% doz. to box. 
$2.50 









/ 








Retail only, each 






» i) eed jr — 






If your jobber cannot supply — write 









ROYAL ENGINEERING CO. 


1333 FOLSOM STREET SAN FRANCISCO 3, CALIF. 
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D. M. LYON SALES MGR. 
PORTER-CABLE MACHINE 
Douglas M. Lyon has been 


appointed sales manager for 
Porter-Cable Machine Co., Syra- 





DOUGLAS M. LYON 


cuse 8, N. Y., succeeding H. L. 
Ramsay, who has been made 
vice-president in charge of mer- 
chandising. Mr. Ramsay has 
been relieved uf the detail con- 
nected with managing sales so 





H. L. RAMSAY 


that more time may be devoted 
to planning and merchandising 
the line. 


HARDWARE TRADE ASS’N 
GOLF TOURNAMENT 
HELD JUNE 17th 
The Hardware Trade Associa- 
tion of New York, Woolworth 
Bldg., New York City 7, held its 
annual Golf Tournament at the 
Upper Montclair Country Club, 
on June 17th, attended by 38 
members and guests. H. L. 
Usher, president of the associa- 
tion, presented his special award 
to Bill Knowles for the shot 
nearest the pin on the 17th hole. 


Joe Walker, chairman of the} automotive industry. 


golf committee presented the 





76 





following awards: Boyd Mce- 
Creary, Cal McCreary Co., 
Championship Cup; Bob Muel- 
ler, Minnesota Mining & Mfg. 
Co., runner up; Fay Edgerly, 
National Twist Drill & Machine 





Co., low gross, member; Dave 
Flagg, Patterson Bros., runner | 
up, member; Ed Neal, Nichol- 
son File Co., guest, low gross: 
Al Townley, CPA, guest, low 
net: Al Van Delft, Holochrome 
Mfg. Co., member, high gross; 
| and J. Meehan, H. W. Mills Co., 
| guest, high gross. 


| 











| AMERICAN CENTRAL DIV. | 

| EXPECTS TO ATTAIN FULL | 
PRODUCTION IN JULY 

| 


| The American Central Divi- 
sion of the Avco Mfg. Corp.., | 
Connersville, Ind., expects to an- | 
nounce at the July 7-19th Home 
Furnishings Market that it is in 
full production of the major | 
items of the American Kitchens 
line, including 48, 54, and 66 
in. sinks, base and wall cabinets 
and corner base fillers, etc., if 
events follow as __ presently 


scheduled. | 











SHAKER HEIGHTS HDWE. | 
DAMAGED BY FIRE 


The Shaker Heights Hardware 
|store, 16814 Kinsman  Rd., 
| Shaker Heights, Ohio, was re- 
| cently damaged by fire. The in- 
‘terior of the store was said to 
have been destroyed. The hard- 
| ware store would like to have 
| hardware and related line cata- 
| logs. 





BALDWIN SALES MGR. 
FOR J. W. SPEAKER 
A. R. Baldwin has been ap- 


pointed sales manager of the 
J. W. Speaker Corp., Milwaukee 








| 
| 
| 





A. R. BALDWIN 


12, Wis. He has had 18 years’ 
merchandising experience in the 
Mr. Bald- 


win was formerly associated with 











A. Schrader’s Son, Brooklyn, | EARL H. BARKER SILEX 


N. Y., as assistant manager of | PACIFIC COAST MANAGER 


accessories sales. 


D. S. SHARP, SALES MGR. 
TAPPAN STOVE COMPANY 


D. S. Sharp has recently been 
advanced to the position of sales 
manager of the Tappan Stove 
Co., Mansfield, Ohio. The an- 
nouncement was made at the 
Mansfield Leland hotel, where 
60 representatives and district 
managers from the United 
States, Canada and Mexico were 
meeting for the first postwar 
sales conference. 

Mr. Sharp joined Tappan in 
1936 being the southern Ohio 
sales representative until 
when he joined the Jefferson- 





1942 | 


ville, Ind., Quartermaster Corps | 


as procurement specialist and 


| directed the organization of the 


contract termination branch. He 
rejoined Tappan in 1944 as di- 
rector of retail sales training. In 


| 


1945 he became assistant sales | 


manager. 


RYERSON’S LOS ANGELES 
PLANT HAS OPEN HOUSE 


About 4000 persons recently 
attended the open house held at 
the Los Angeles plant of Joseph 
T. Ryerson & Son., Inc., steel dis- 
tributors. The new plant had 
been in operation since October, 
1946. The hosts were F. A. 
Purdy, plant manager and T. L. 
Kishbaugh, assistant manager. 

Visitors toured the general of- 
fices and warehouses where Ryer- 
son employees were sfationed to 
explain the company’s methods 
of order, handling, dispatching, 
storing, cutting and _ shipping 
steel. The dinner was served in 


Earl H. Barker, formerly Pa- 
cific Coast sales manager, was 
recently appointed Silex Pacific 





EARL H. BARKER 


Coast manager covering 11 west- 
ern states for the Silex Co., 
Hartford 2, Conn. His _head- 
quarters will remain in Los 
Angeles where he will supervise 
| all Silex coast operations. He 
has been with Silex over 10 
years. 

Robert J. Martin, formerly 
| salesman in the Los Angeles 


dining cars and in a gaily deco- | 


rated tent. Everett D. Graff, pres- 
ident; Harold B. Ressler, vice- 
president and general manager 
of sales; Ainslie Y. Sawyer, 
vice president; William Sey- 
mour, Jr., assistant vice-pres- 
ident, and Thomas Z. Hayward, 
assistant general manager of 
sales; were among company ex- 
ecutives who welcomed guests. 


M. J. STRASSBURG NOW 
MANUFACTURERS REP. 


Morrey J. Strassburg, formerly 
sales manager of Casco Products 
Corp., Home Appliance Division, 
and Samson-United Corp., sales 
representative, has recently es- 
tablished headquarters at 62 
Cannon St., Bridgeport, Conn., 
as a manufacturers’ representa- 
tive. He will cover Connecticut 
and western Massachusetts for 
hardware, houseware, and elec- 
trical appliance manufacturers. 





area, has been advanced to the 
position of district manager of 





ROBERT J. MARTIN 


the Los Angeles territory which 
includes Southern California, 
Arizona and southern Nevada. 
He has been doing Silex sales 
work for two years. 


DENNIS MITCHELL IS 
USING NICKLE FINISH 
ON BASKETS 

Dennis Mitchell Industries, 
4424 Paul St., Philadelphia 24, 
Pa., has announced that all 
bicycle baskets and dish drainers 
are being finished with nickle at 
no additional cost to the buyer. 
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formerly assistant manager of 
the Chicago branch. Mr. Hend- 
rickson was formerly associated 
with the Radio Corp. of America, 
the Midland Radio Corp., and 
the New York Talking Machine 
Co. 


The 


FLEWWELLIN ATLANTIC 
TUBING & RUBBER CO. 
SALES DIRECTOR 
Norman L. Flewwellin has re- 
cently been appointed director of | 
sales for Atlantic Tubing & Rub- 


Pione 
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oni oh < 
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Chemical Corp. 
E. J. HENDRICKSON =o 


E. J. HENDRICKSON MGR. 
FARNSWORTH SALES DIV. | 


E. J. Hendrickson has recently 
been appointed manager of the 
Farnsworth Television & Radio 
Corp., sales division, Fort 
Wayne, Ind. He succeeds E. H. 
McCarthy who has retired due | 
to ill health. | 

Mr. Hendrickson joined the 
company in 1939 as sales mana- 
ger for the Farnsworth Division. 
In 1942, when the company de- 
voted research and manufac- | 
turing facilities to war produc- | 
tion, he was named manager of | 
Farnsworth’s Field Expediting | 
Division. In 1945 he was ad- 
vanced to the position of man- 
ager of the Chicago Distributing | wellin will head up the sales of 
branch, in which position he is| the ‘rubber and plastics lines 
succeeded by Glenn L. Kuffer,| made at the Cransfon plant. 








NORMAN L. FLEWWELLIN 











ROLLO, THE STEER, DONATED TO CANCER DRIVE 
BY C. R. REW, president of the Alabama Mfg. Co., makers 
of Gem Dandy Electric Butter Churns, Birmingham, Ala. 
Rollo is said to have set a world record price for polled 
Hereford steers as he brought $5.05 on the auction block. 
He was exhibited by 4-H Club members J. Lee and Lawrence 
Alley of Midway, Bullock County, Ala. The total price, $5,373 
will be used by the boys for college educations. Shown above 
is J. Lee Alley, with his mother and Gene Autry, who auc- 
tioned the steer. 
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ber Co., Cranston, R. I. He held 
the same position with Cordo 
Now Mr. Flew- 








—— Radiant Heat 
--— Reflected Heat 
Convection Heat 








Graft circulation. 

The more you look at other heaters, the more 
you'll appreciate the TOP LINE Model 1300— 
the modern CYLINDER TYPE electric room 
heater that gives your customers 3 kinds of 
heat, quickly and economically (see diagram). 


IT'S THE HOTTEST SALES ITEM IN THE LINE 
—A4NO WERE ARE 7 GOOD REASONS WHY 


New parabolic chrome reflector beams as 
well as diffuses heat rays; furnishes nat- 
ural up-draft circulation; combines re- 
flection, radiation, and convection. 

. Gives more heat faster and at lower cost. 

3. Infra-red rays are properly diffused for 
health 

. Conveniently portable. Wide, easy-grip 
handle is always cool even when heater 
1s hot. 
Safe' Will not tip over! Will not harm 
finest floor or rug. Design and low center 
of gravity eliminate fire hazard. Wiring 
totally enclosed and tamper-proof. Ap- 
proved by Underwriters’ Laboratories 


Electric-welded steel construction and 
long-life nickel chrome wire (wound qn 
ceramic coils of high tensile strength) in 
sure Durability and Service. 


. Beautiful—Heat-proof baked enamel fin- 
ish, iridescent blue with Chrome trim 
Wood handle and feet finished in blonde 
maple. 


Write for catalog sheet and prices today 
Address: Dept. H. 


TOP LINE 


ADE MARK U.S. PAT 


HOME APPLIANCES 


TENNESSEE VALLEY 
MARKETERS, INC. 


117 NINTH AVE., NO., NASHVILLE 3, TENNESSEE 
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Although the critical situation 
in fuel oil and heating supplies 
has jumped the demand for coal 
stokers, a sufficient supply of 
Smith Way stokers will be 
available to meet the increased 
demand for the next 90 days, 


H. L. Bilsborough, manager, 
stoker division, A. O. Smith 
Corp., Milwaukee, announced. 
Mr. Bilsborough noted that 


more and more home owners 
planning to convert from hand 
firing to some form of automatic 
heating, are now showing a 
marked preference for stokers. 


Uncertainty over obtaining other 


Bilsborough Says Home Owners Show 
Marked Preference for Stokers | 


fuels for new installations, in- 


creases in their costs and wide- | 
spread popularity of stoker ad- 
vantages and economies were said | 


to underlie the increased demand 


for the company’s stokers. He | 
maintained that the sudden shift | 


in popularity for stoker heating 
will have a beneficial effect on 
both the coal and stoker indus- 
tries. Home owners are 
realizing that a plentiful, inex- 
pensive coal supply, plus a coal 
stoker makes the ideal combina- 
tion for uniform, healthful, low 


cost heating comfort, Mr. Bils- 


borough concluded. 








U. S. RUBBER AGAIN 
MAKING PUNCTURE 





SEALING INNER-TUBE 


United States Rubber Co., | 
Rockefeller Center, New York | 
City, has announced that it is | 
again producing puncture-sealing | 
inner tubes which contain plastic | 
tubber inside the crown to sur- | 


round puncturing objects. | 


C. J. BELL REPRESENTS 
RAWLPLUG COMPANY 


Charles J. Bell has been ap- 
pointed sales iepresentative for 
the Rawlplug Co., 271 Church 
St., New York City 3, in the 
Pittsburgh territory. He  suc- 
ceeds L. H. Lee who died re- 
cently. Mr. Bell was formerly 


with the Detroit 


branch. 


company’s 





CHARLES J. BELL 


now 








P. W. BORDELON 


DAVID 0. MANSFIELD 


BORDELON HEADS LOUISIANA ASSN. 


At the annual convention, 


| may 21 and May 22 of the 
| Louisiana Retail Hardware As- 


sociation in Shreveport, La., P. 
W. Bordelon, Abbeville, La., was 
elected president; C. J. Borne, 
New Orleans, La., vice-president 
and David O. Mansfield, Jack- 


son, Miss., was reelected secre- 


tary-treasurer. Elected to the 
association’s advisory board were 
L. B. Portier, Jena, La., and W. 
D. McCormick, Oak Grove, La. 
Directors are J. A. Sibley, Bos- 
sier City; C. F. Averette, Baton 
Rouge; W. D. Judlin, Jr., New 
Orleans, and H. J. Cornay, 
Lafayette. 








FRANK STORTZSALES MGR. 
G. E. FAN DIVISION 


Frank A. Stortz, Jr., formerly | 


heating appliance sales repre- 


| sentative in San Francisco, has 


been appointed sales manager of 
the General Electric Co.’s Fan 


| Division, Bridgeport, Conn. He 


joined the company in 1930 and 
served as a district salesman in 


| the Chicago’ and New York 
In 1938 he was ap- rated according to the newly 


offices. 








MAYTAG CO. NAMES 
THREE REGION MGRS. 


The Maytag Co., Newton, 
Towa, has appointed three 
regional managers to supervise 
territories in the United States. 
Robert C. Johnson and Mitchell 
M. Werwa will both work under 











ROBERT C. JOHNSON 


the Indianapolis 
Johnson is in charge of eastern 
Kentucky and Mr. Werwa, who| and _ will 
was engaged in sales work be-| covering northwestern Iowa and 
fore serving in the navy during} southwestern 
the war, will supervise an area 
in south central Ohio, including | manding 
Columbus. 





branch. Mr. 


Myron W. Siemen will 
under the Minneapolis branc 
travel the territory 


Minnesota. Dur- 
ing the war he served as com- 
officer of a quarter- 


master truck 


| CBI theater. 





MITCHELL M. WERWA 











MYRON W. SIEMEN 


pointed a sales engineer for the 
Federal & Marine Division, N. 
, and seven years later trans- 
ferred to San Francisco as ap- 
pliance representative. 





INCORPORATE GOLD SEAL 





work | Breur, : : : 
h,| dent, and Thomas Kleppe, Bis- 





company in the | 


| 
| APT. HOUSE TELEVISION 


CO.—H. SCHAFER, PRES. 
The Gold Seat Co., Bismarck, 


Minn., has recently been incorpo- 


elected president, Harold Schafer. 
Other officers include: Clifford 
Minneapolis, vice-presi- 


marck, secretary and treasurer. 

This company has pioneered in 
several phases of the household 
wax industry under the trade 
name “Gold Seal.” 


U. S. TELEVISION MEETS 


INSTALLATION PROBLEM 

United States Television Mfg. 
Corp., 3 W 61st St., New York 
City, 23, has been experimenting 
with a wide-range antenna dis- 
suitable for 


tribution system 


| multiple antenna operation to 
service apartment building in- 


stallations. A tested working unit 
has been installed in the labora- 
tories. The system will provide 
one master antenna for television, 
one for standard broadcast and 
one for frequency modulation. 
The three antennas are joined 
with a combining amplifier sys- 
tem so that the output terminals 
contains the three types of sig- 
nals, 
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FRANK J. VLCHEK 


Frank J. Vichek, 76, founder 
and president of the Vichek Tool 
Co.,. Cleveland, Ohio, which he 
developed from a_ blacksmith 
shop, into one of the country’s 
largest small-tools plant died 
recently after a brief illness. 





FRANK J. VLCHEK 


Mr. Vichek was born in 
Budyn, Bohemia, where he 
learned the blacksmith trade. 
After three years’ apprenticeship, 
he was employed as a machinist 
in a gun factory, later going to 
Stryra, Austria, to learn the 
manufacturing of fine surgical 
instruments. 

When 18 he came to the 
United States and started as a 
blacksmith’s helper. In 1895, he 
opened a blacksmith shop, the 
begining of the Vichek Tool Co., 
which marked its 50th anniver- 
sary in 1945. 

A writer and a lecturer, he 
wrote several books in his native 
language. He was decorated 
by the Czechoslovak government 
in 1937 with a medal of the 
Order of White Lions. He is 
survived by a son. Henry F. 
Vichek, treasurer of the com- 
pany, and a daughter, Mrs. Ed- 
win C. Koster, whose husband is 
vice-president and general mana- 
ger. 


RUDOLPH N. JACOBI 


Rudolph Ney Jacobi, president 
of the R. N. Jacobi Co., Mil- 
waukee, Wis., died recently after 
suffering a heart attack while on 
a fishing trip at Pelican Rapids, 
Minn. 


Mr. Jacobi founded the firm 





member of the Milwaukee His- 
torical Society and the Milwau- 
kee Art Institute. 





ALFRED C. GREENING 


Alfred C. Greening, 79, presi- 
dent of R. K. Carter & Co., pur- 
chasing agents in New York City 
and Chicago, died recently in 
Mountainside Hospital, Mont- 
clair, N. J., after a brief illness. 

He was born and educated in 
Winchester, England. He came 
to the United States at the age 
of 20 and entered the employ 
of the old hardware company, 
Stollberg, Clapp & Briggs, To- 
ledo, Ohio. He served as price 
clerk, traveling representative 
and finally vice-president and 
buyer. He resigned that latter 
position in 1893 to organize R. 
K. Carter & Co.’s Pittsburgh, 
office which he managed untii 
1900. Mr. Greening transferred 
to the main office in New York 
City as secretary and treasurer, 
and in 1904 upon the death of 
Robert K. Carter, founder and 
president, became president, 
which office he held for 43 years. 

Though Mr. Greening devoted 
his time exclusively to company 
affairs throughout his 55 years 
with R. K. Carter, he traveled 
extensively through Europe, the 
United States, West Indies, Cuba 
and Mexico on both business and 
pleasure. For several years he 
supervised the company’s export 
business. 

Mr. Greening was a member 
of the old Hardware Club in 
New York City until its dissolu- 
tion, after which he joined the 


He was a member of the Harp- 
ware AcE Fifty Year Club, and 
of the Montclair Golf Club. He 
is survived by his widow Jane, 


treasurer of the company. 





bearing his name about 30 years | 
ago. Prior to that time he was 
associated with his foster father. | 
the late W. T. Jacobi, president 
of the Jacobi & Richter Co.. | 


butcher supply firm. He was a 
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ALFRED C. GREENING 











Bankers’ Club, New York City. | 


and a son, Charles K. Greening, | 



















Flag Pole Stafts 
are made of 
standard pipe, 
] heavily galva- 
nized.Furnished 
with non-jamb- 
ing pulley. 


Steel Folding Gates in single 
or double construction— with 
or without overhead track. 











Wire Mesh Partitions 
—sectional—fit any 
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Stewart fron Picket Fence is available in many 
styles. Also Chain Link Wire 
Fence for all types of property 








Many hardware dealers are increasing their 
profits with Stewart products. And it’s dill clear 
profit, too, because you make no investment and 
you are not required to carry any stock. Here’s 
all you do: Send for free Stewart literature and 
familiarize yourself with Stewart products. Then you send us 
your inquiries for fence and other metal specialties. We do the 
rest and pay you a commission when the sale is made. Simple, 
isn’t it? Write today! There’s no obligation whatever. A 
few products are shown above. There are scores of others. 


THE STEWART IRON WORKS CO., INC. 
1437 Stewart Block, Cincinnati 1, Ohio 
Experts in Metal Fabrications Since 1886 
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than the best-known pure linseed oil paints! 


we 
MORE PROFITABLE 


to you because of its new low cost! 


ng 
THE TALK OF 
THE INDUSTRY! 


Lasting R-700 
ROOF, BARN & 


INDUSTRIAL PAINTS 
& TINNERS’ RED 


FOR ROOFS, FACTORIES, BARNS, 
IRONWORK, FARM USE, ETC. 


a 





A R-700 Industrial Paint 
has met with such 
amazing enthusiasm 
because it contains a 
brand new oil de- 
rived from the plastic 
which protected bil- 


costly than linseed 
oil, more protective 
than any known 
synthetic. 


R-700 can be brushed or sprayed. Sets to touch and dries in about the 
same time as good quality oil paints. Never gets brittle; remains tough 
and flexible throughout life of the paint film. Will not crack, peel, sag or 
run. Withstands all weather conditions. Contains no rosin, gloss oils or other 
inferior materials. Try R-700 for amazing results. 

COMES IN RED, GREEN, ALUMINUM, BLACK, SLATE GRAY 
Colors are bright and fadeproof. The aluminum is ready-mixed and 
brilliant. Excellent for all purposes. Ideal for asphalt surfaces. Will not 
bleed through. 


DEALERS, DISTRIBUTORS: This fine quality low cost paint offers tremendous 
opportunity for you. Can be furnished with your private label. Write today 


LASTING PRODUCTS COMPANY 


Manufacturers of Quality Point Products 
PRANKLINTOWN ROAD BALTIMORE 23, MARYLAND 


80 











MORE PROTECTIVE 





lions of dollars worth 
of war material. Less | 








| J. A. ST. CLAIR 








JOHN A. ST. CLAIR 


after a five month illness. He 
has been associated with Atkins 
since 1901. He developed several 
methods of saw and knife grind- 
ing and other patents on saw 


tools, saws, knives and other 
products. During the war, he 
was given recognition in the 


form of the Achievement Award | 
| was Secretary of the Metropolitan 


for his contribution to improved 


John Alonzo St. Clair, 65, sales 
engineer for E. C. Atkins & Co., 
Indianapolis, Ind., died recently 


St., manufacturers 


cently. 


ated with the former Whitman & 
Barnes Co., Akron, Ohio, left this 
concern some 35 years ago to 
form the Johnson & Miller Co. 
| When Mr. Johnson died 25 years 
fs Mr. Miller continued the 
| business until his retirement. He 
|is survived by a sister, Martha 


| Miller, Bronx, N. Y. 





CLARENCE H. TILSON 


Clarence H. Tilson, 74, passed 

away suddenly on May 21st at his 
home, 56 Broadway, Amityville, 
|N. Y. He had been in poor 
| health for several years, which 
| exnend his retirement from the 
| hardware business. 

Mr. Tilson was active in the 
| retail hardware field, in the Met- 
| ropolitan New York territory, for 
more than 30 years, having been 
successively associated _ with 
Scharlow Brothers, Thomas Hind- 
ley Sons Company and Benjamin 
J. Gillespie Company, all of New 
York City. For most of that 
period he served as Secretary of 
the Manhattan & Bronx Hard- 
ware Association and for a time 





war production in several fields | Hardware Association and always 


of ordnance. 
ber of the Atkins Pioneer Club, 
The Scottish Rite and 
Shrine. 


CHARLES MILLER 


Charles Miller, 67, who retired 
10 years ago as operator of 
Johnson & Miller, 42 Murray 


He was a mem-| an active member of the Banquet 


Committee of the latter organiza- 


the tion. 


A native of Canada, Mr. Tilson 


| spent most of his business career 


in the United States and was well 
known to eastern hardware men. 

He is survived by his widow, 
who maintains her home at the 
Amityville address. 








NATIONAL CRAFTS & 
HOBBY SHOW—NOV. 23-30 
‘MADISON SQUARE GARDEN 


Mechanix Illustrated is spon- 
soring the second annual Nation- 
al Crafts & Hobby Show at Mad- 
ison Square Garden Exposition 
Hall on Nov. 23-30. The show 
will feature homeworkshops, 
photography, model railroads, 
ham radio, handicrafts, model 
planes, race cars and boats. Mel- 
vin G. Grove, the show director, 
has established headquarters at 
67 W. 44th St., New York City, 
18. 


REQUEST SALVAGE OF 
OLD CORRUGATED, FIBRE 
CONTAINERS FOR PAPER 

The Eastern Conservation Com- 
mittee of the Waste Paper Con- 
suming Industries, 370 Lexington 
Ave., New York City, 17, repre- 
senting manufacturers of paper, 








paperboard, building and roofing 


materials, requests that the pub- 
lic salvage old corrugated and 
fibre containers to be used in the 
manufacture of new paperboard. 

The appeal is directed to in- 
dustry and to the wholesale and 
retail merchants, who during re- 
cent months have been neglectful 
of the necessity of saving the old 
used boxes, cartons and contain- 
ers and selling them to their local 
waste paper dealers. 





G. E. CONSTRUCTS PLANT 
GLYPTAL ALKYD RESINS 


General Electric Co., Cleve- 
land 10, Ohio, has begun con- 
struction of a plant for the man- 
ufacture of its Glyptal alkyd 
resins, basic ingredients for 
paints, enamels and other sur- 
face finishings in Anaheim, Calif. 
The new plant, a unit of the 
G-E Chemical Department, has 
been established to better sup- 
ply the users of Glyptal on the 
west coast and in the Orient. 
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‘Clem D. Johnston's 
Address 


(Continued from page 50) 


segment of a major problem. 
Communism thrives on secrecy 
and deceit. If its machinations 
were exposed to the public, if 
its front groups had the mask 
torn from them, its_ influ- 
ence domestically would rapidly 
shrink. The same weapon of 
fearless truth should be used 
against the inhumanity within 
the Soviet Union. It should be 
shown as the ruthless distator- 
ship it is, rather than as a 
“peace-loving democracy.” 
Since communism thrives upon 


deceit, exposure of the facts 
would be a potent counter 
weapon. We propose more fact- 


gathering, competent, impartial, 
and patriotic. Both private 
groups and the government have 
a responsibility here. 

In the labor field, communism 
thrives primarily through or- 
ganization and discipline. Work- 
ers should be more fully in- 


formed as to the methods and 
objectives of communists. This 
would give the non-communist 
majority the training needed to 
fight their disciplined opponents. 

The businessman, heavily pre- 
occupied with business prob- 
lems, should concern himself 
more with the problems of gov- 
ernment and with public affairs 
and should make certain that he 
learns to detect communist influ- 
ence in his labor relations, his 
business, and other contacts. 

Because communist loyalty is 
primarily given to a foreign 
power, communists and their fol- 
lowers should be excluded from 
government service. Congress 
should appropriate adequate 
funds for a stringent but fair 
loyalty test. As an agent of a 
foreign power, the communist 
party should be forced by law 
to reveal its membership, funds, 
and activities. 

Communism must be opposed 
promptly with the utmost vigor. 
Not only should it be exposed 
and checked in this country, but 
its workings abroad should be 
told plainly and fearlessly. It is 


utterly undemocratic. It denies 
basic liberties to the individual. 
It tramples under foot the dig- 
nity of man. 

One has to swallow a great 
deal to be a communist to say 
nothing of the public and social 
liabilities that party membership 
entails. 

Deprived of the comfort of 
religion, public esteem and good 
conscience that a socially useful 
life confers, communists find a 
most soothing unguent in the 
delusion that they are the elite 
of the future, the sure inheritors 
of absolute power over man and 
property. Communists fear on- 
ly three things, positive and 
unshakable identification, ruth- 
less exposure and total isolation. 

If America is to remain strong 
and free, it must preserve itself 
from the encroachments of a 
system which is utterly alien to 
its ideals. 

Take a look at our world to- 
day. On the right stands Amer- 
ica, the sole remaining champion 
of free enterprise. On the left 
stands Russia, the champion of 
totalitarian collectivism. 





and nerve wracking! 


YOU CAN CASH IN ON 
THIS PROFITABLE 
BUSINESS 


To help you sell Newell 
Door Closers we make you 
the following offer . . . With 
the purchase of one dozen 
No. 008 Newell Airflo door 
closers we will furnish with- 
out charge an attractive 
model, complete with regular 


size 008 Newell Door Closer 


as shown. Immediate delivery. 
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on them! WHY IS THIS? 


Place - order with your jobber today. 





DO YOU KNOW? There are approximately 40 million homes in the United 
States and less than one out of twenty have any semblance of a Door Closer 
THE ANSWER IS VERY SIMPLE 

No great effort has been made to acquaint people with the results obtained by the use of a NEWELL 
DOOR CLOSER. No one wants to hear the slamming and banging of a door! It is too annoying 


FREE! 


ees This is Your Silent Salesman 





Do not wait as this offer is for a limited time 
onl y- If your regular source of supply cannot take care of you, write us direct. 


NEWELL MANUFACTURING CO., Lowell, Michigan, U.5.A— 





-—NEWELL AIRELO DOOR CLOSERS 


(Two-Tone Baked Enamel Finish) 
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In between are some 70 odd 
nations — wavering, indecisive. 
They reluctantly recognize that 
they must soon make a choice 
and embrace either one or the 
other of the opposing systems. 

We, in turn, should recognize 
that if any considerable propor- 
tion of these 70 nations should 
move into the communist camp, 
that World War III would be al- 
most inevitable and that it would 
be a war which we would lose 
even if we should win. 

We should recognize that at 
the moment our “world press” 
is not such as to create confi- 
dence in democracy in the minds 
of these wavering nations. 

The Picture 

Have you recently read the 
American news in any of the 
foreign newspapers? What do 
you see? Strikes, crime, Holly- 
wood divorces, and not much else. 
The United States is pictured as 
being in the throes of class con- 
flict, democracy as trembling on 
the threshold of state control. 

You and I know that the heart 
of America is sound, that the 
men who scuffle on the picket line 


in the morning can sit side by 
side at the baseball game that 
night and have a fine time with 
no hate in their hearts. 

But the rest of the world 
doesn’t know that. 


Example Needed 

The rest of the world needs 
not so much leadership as an ex- 
ample, an example of at least 
one nation living free, happy, 
contented, successful, under a 
democratic system and moving 
forward under democracy to 
progressively higher standards 
of living. 

Given just one such example, 
it would not be necessary to 
send out propaganda extolling 
the virtues of democracy, it 
would nowhere be necessary to 
use bayonets to back the teach- 
ing of democracy, no Iron Cur- 
tain would be proof against the 
spread of the democratic prin- 
ciple because “no force on earth 
is so powerful as an idea whose 
time has come.” 

All through the world people 
have left their governments far 
behind in their courage in fac- 





ing new concepts and the world 
is ready to see our sample of 
“Democracy in Action.” 

And, happily for the world, 
we don’t have to go very far to 
get our sample ready, all we 
have to do is to clear up a few 
excresences and to reflect in 
amended laws and impartial ad- 
ministration the principles that 
the overwhelming majority of 
our American people truly be- 
lieve in and American democracy 
will radiate an irresistible sales 
appeal. 

The world is about to make a 
choice between our line and the 
communist line and it is a final 
choice with “No Merchandise 
Returned.” 

One system or the other will 
almost surely collapse during our 
lifetime and I don’t want it to 
be us. : 

The future of democracy, per- 
haps the very future of civiliza- 
tion depends in no small measure 
upon the ability and the willing- 
ness of all elements of our Amer- 
ican life to now join hands in a 
common effort to preserve our 
cherished freedom. 





MOTOR MAGIC / 





FROZEN FOR 72 HOURS 
MOTOR STARTS 


Sealed in a freezer for'more than 72 hours at an average temper- 
ature of 18° below zero, a stock model Champion Outboard Motor, 
white with frost, so cold it could not be handled with bare hands, 
started easily within one minute and fifteen seconds. 


















Mr. Champion Dealer; 


More than 7,500,000 readers 


Will see this sensational test 


in July outdoor magazines. 


Write for free Photographs and 


Sworn statement and 
show t 
© your customers, 7 














ss 


So if you want the outboard motor that will start on cold frosty 
mornings—get a Champion. 

And if you want the outboard motor 
that will start any place, or any time, 
under the toughest conditions—then 
gotothe — whosells =~ weather- Ein 
proofed ampion. Buy it ea 
and leave all your worries az 
behind—for with a Champion = 
motor you are headed for 
glorious hours of fun afloat. 


AMERICA’S GREAT 
OUTBOARD MOTOR 


ce 


































DELUXE 
SINGLE 


e 





a oe 






4.2 Horsepower 


Be 


O. B. C. Certified 
at 4300 R. P. M. 















Copyright CHAMPION MOTORS COMPANY MINNEAPOLIS, MINN. 
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Dealer’s Co: 
F.O.B.,N.Y. 
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Be sure to stock a com-: 
plete line of BANA 
Products—one of Amer- 

ica’s best selling, fast- | 
est growing families. | 


all BANA products | 







BANA COMPANY #116 New Montgomery St., San Francisco 

















45 Vesey Street | Geneial | New York 7, N. Y. 
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STAINLESS STEEL 
FISH KNIVES 


¢ Brass Rivets 
¢ Tie-String Hole 
¢ Sharpened Scaler 
¢ Cutting Blade 41/2" 

e Razor Sharp Cutter 

¢ Hardwood Handle 434" 





Dealer’s Cost Jobbers 
F.O.B.,N.Y.C. $5.40. dozen — 


THE of. INC. 
ATC / ATS 





(Vi 
WINCHESTER 
we 











Every Customer. IT CAN ADD 25¢ to Almost 
Every Sale You Make .. . 3343% PROFIT 


These fast-moving Winchester Gun Oil Counter Dis- 
play Merchandisers will convert store traffic “impulse 
sales’”’ into additional profits for you. Each packing 
unit carton consists of 2 counter displays and 12 

3 Oz. cans of Winchester Gun Oil. Unlimited quanti- 
ties available through your wholesaler NOW—Order 
today. Winchester Repeating Arms Co., New Haven, 
Conn., Division of Olin Industries, Inc. 


WINCHESTER 


TRADE MARK 
GUN OIL 


DIVISION OF 






INDUSTRIES 
INC. 





DISTRIBUTORS! 


Get SUMMER-PROFITS 
with 





pe =—HEAT-PACKED 
CHARCOAL BRIQUETS 





Sales territories now open to distributors 

and dealers in many areas for Ford Heat- 
Packed Charcoal. Briquets. It’s the modern- 
ized, wood, long-burning, cleaner charcoal 
—in concentrated form and uniform size. 
Free from waste and fines. 




















Complete your line of fuel with this sum- 
mer and year-around profit item. Good 
mark-up for distributor and dealer! 


It’s a fast seller in a wide market: Picnics 

Barhecues * Camping * Hotels * Restau- 
rants * Dining Cars * Clubs ¢ Refrigerated 
Rail and Truck Lines * Foundries * Metal 
Refineries * Tinsmiths * Packing Houses 
* Tobacco Growers. 


Add Ford Charcoal Briquets to your line, 
now. Prices reduced approximately 10% 
effective June Ist. Write, wire or phone: 


FORD MOTOR COMPANY 
Special Products Dept., Dearborn, Mich. 





Fuel of a Hundred Uses! 
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Shovels, spades and scoops 
—On June 3, American Fork & Hoe Co. 
announced a new “Zone Pricing Plan,” 
to cover its True Temper “Dynamic” 
and “Solid Shank” shovels and spades. 
A similar zone plan has been used for 
several years on the company’s True 
Temper axes. It is intended to “permit 
sound and fair pricing for both jobbers 
and retailers in each freight area, to 
establish just margins of profit, and 
with distributor cooperation, to retain 
for both jobber and retailer, fair profits 
for services rendered.” To illustrate 
the zone differentials, “Dynamic” 
shovels at $15.20 per dozen factory list, 
would be increased by 40 cents per 
dozen for “freight equalized” ship- 
ments to retailers in Zone 1 (Wisconsin 
and Illinois and east thereof), The 
Zone 1 retail price would be $1.95 each, 
at 50 per cent mark-up. In Zone 2 
(Missouri Valley and South-east) 80 
cents per dozen is added to the $15.20 
list, with a resulting retail price of 
$2.00 each. In Zone 3 (Texas and 
West) the freight addition is $1.60 per 
dozen, and the retail price $2.10 each. 

* . e 


Furnace and snow tools—On 
May 26, American Fork & Hoe Co. an- 
nounced prices on these lines for the 
1947-48 season. The standard grade 
“Little Giant” items, jobbers say, are 
from 15 to 20 per cent above last sea- 
son’s levels. 

+ * . 

Door stops and checks—One 
maker announced price reductions, as 
of June 9, on spring chain door stops 
13 per cent, and on screen door checks 
8 per cent. 

~ . * 

Electric ranges—Effective at 
once, an increase of approximately 5 
per cent on its electric range models is 
announced by Electromaster Inc., 
Mount Clemens, Mich. In making the 
announcement to distributors, Gerald 
Hulett, vice-president, said, “Even with 
the increased efficiency of our new 
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plant, our anticipated production has 
been retarded by material shortages. 
This restricted volume combined with 
steadily advancing costs of raw ma- 
terial make the adjustment in prices in- 
evitable at this time.” The models ef- 
fective were the Banquet, advanced 
from $214.75 to $224.50 and the Space 
Saver from $146.90 to $154.50. 


* * * 


Blow torches—Jobbers report 
that on May 12, a leading maker of 
gasoline blow torches advanced prices 
10 per cent. Deliveries are reported 
now coming through more regularly 
and with less delay. 


’. * * 


Bolts, nuts and rivets—News 
has come that bolt, nut and,rivet price 
lists have been adjusted by some manu- 
facturers. The adjustments mean in- 
creased prices on some lines, particu- 
larly the smaller sizes, but others are 
reduced and some show no change. The 
smaller sizes show a price increase of 
about 15% per cent, but the advance is 
less on the larger dimensions. One 
company has stabilized its prices 
through all of the third quarter, and 
says that this is the first time since the 
end of the war that such stabilization 
has been possible. In one case the re- 
vised price list became effective with 
shipments made on May 19, and in 
another instance it applied to ship- 
ments on and after June 6. The na- 
tional “pattern” of a 15-cent hourly 
wage increase was a big factor in forc- 





ing the new revision in prices, industry 
members said. Bolt-makers continue to 
be plagued with a shortage of steel, so 
bolt and nut shipments continue to be 
sharply limited, and little reduction can 
be made on large backlogs of orders. 
Orders on hand in some instances ex- 
ceed six months’ production and on 
some products the time required for 
delivery is about 40 weeks. Small sizes 
continue to be in especially tight sup- 
ply. 
+ + * 

More copper price-cuts — 
Three more copper fabricating com- 
panies reduced their prices another half 
cent a pound on June 10, using as 
their price base the 2134 cents domestic 
quotation. Trade sources reported that 
foreign copper, which had been sold as 
high as 24 cents a pound, Connecticut 
Valley base, was being bought at the 
214% cents level. Anaconda’s new 
quotations included: Magnet wire, 30 
cents a pound in carlots and 30% cents 
in less than carlots, f.0.b. destination; 
soft bare wire, 27.72 cents in carlots 
and 28.22 cents in less than carlots, 
f.o.b. eastern mills, and soft weather- 
proof wire, 28.12 cents in carlots and 
28.62 cents in less than carlots, f.o.b. 
eastern mills. 


* * + 


Further drops in tires and 
tubes — Goodyear Tire & Rubber Co. 
announced reductions of from four to 
25 per cent in retail prices of certain 
tire and tube sizes. Goodyear’s best- 
selling tire, the 6.00-16 “de luxe,” was 
cut 10% per cent, and the heavy duty 
tube for the ttire was reduced about 25 
per cent. Other Goodyear price reduc- 








ADVANCES 


Some bolts, nuts, rivets. Some blow torches. Some shovels and spades. 
Some furnace and snow tools. Some electric ranges. 


DECLINES 


Copper. Some copper products. Some spring chain door stops. One line 

of ball fountain pens. Some tires and tubes. Lower grades of southern 

lumber. Some alcohols, chemicals. Some bolts, nuts, rivets. Some screen 
door checks. 
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Salty TEUEM AM oo 0 
ange ot S mall 


>» The WARM MORNING line of four 
master models ... of ftom 60-lb. to 200-lb. 
coal capacity... enables you to fill practically 
every customer’s heating need. And whether 
it’s a small home or a large garage, you can 

be sure WARM MORNING will do a bang- 

up heating job. 


And don’t forget these WARM MORNING 
Selling Points: 


> The lowest cost dependable heating that 
can be bought! 


> Exclusive patented interior construction. 

> Burns any kind of coal, coke or briquets. 

> Start a fire but once a year. 

> Heats day and night without refueling. 

> Semi-automatic magazine feed. 

> Requires less attention than most 
furnaces. 


WARM MORNING is the coal heater 
that far outsells all others. . . more than long 
ete aie 0. 520-8 
a million in use! Sales are still going up 100 Ib. Coal Cg 
.. there are prospective customers all 2 
around you. A big, national advertising 
campaign is on. Tie-up and cash in! 
Stock the full WARM MORNING line! 


LOCKE STOVE COMPANY 


114 West 11th Street Kansas City 6, Missouri 







Coal Cap. 


~in Autom 
Draft +c atic H 





* 
ai SALES 
{| "WAY PAST THE 
MILLION MARK 
and Still 


Going Strong! No. 616 
in U.S. and Can. Pat. Off 


60 Ib. Coal Cap. 
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Wari Morning — 


yay MORNING Heaters are Covered by U. S. Fw ae 2,255,527, 177, 471, 


2,370,644, og Oe Pat. No. 401,088, patents pending. Name 
. 3, and Can, Pat. Off. i . 
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VLCHEK 


@ TOUGH MILLED TEETH 

@ ADJUSTABLE IN SIZE 
SEVEN DIFFERENT 
POSITIONS COVER A 
WIDE RANGE 

@ ALLOY STEEL FORGED 
9'A”’ OVER-ALL 


li Haoge 








tions include 8 per cent on de luxe six 
ply auto tires, 5 per cent on mud and 
snow tires, and 20 to 25 per cent on 
other auto inner tubes. United States 


| Rubber Co. announced price reductions 


of 4 to 11 per cent in its regular line 
of Royal auto tires, with the largest 
cuts in the popular sizes. Consumer 
list prices in the largest-selling size, the 
6.00-16, were reduced from $16.10 io 


| $14.40 for the widest cut. Substantial 


reductions in tube prices also were an- 
nounced, Firestone Tire and Rubber 
Co. reduced passenger tire prices an 
average of 10 per cent and tubes around 
20 per cent. Standard Oil Co. (Indi- 
ana) also reduced list prices of Atlas 
tires 10 per cent throughout its terri- 
tory. 
. ca 7 

Ball pens—Eversharp, Inc., re- 
cently announced price reductions on 
its ball point “C-A” repeater pens, 


| ranging from 20 to 60 per cent, with- 


out, it says, affecting the margin of 


profits for its dealers. These reductions 





are boosting ball point pen sales from 
400 to 500 per cent above normal, Larry 
Robbins, executive vice-president of the 
company said. He estimated that re- 
sults of the new price program may 
ring up sales for the first week since its 
institution in excess of $2,000,000. Re- 
orders from 30,000 dalers throughout 
the country are already taxing shipping 


| facilities, he said, and many orders are 


specifying airmail delivery to speed 

receipt of the company’s pen products. 
» + s 

Southern lumber — Available 

supplies of lumber are rapidly increas- 

ing in the south, and industry sources 

predict that the lumber business may 


| turn into a number one economic prob- 
| lem for that area, unless government 
| controls are removed. The U. S. De- 


partment of Agriculture said southern 
mills and lumber concentration yards 
had 219,492,000 more board feet of 
lumber at the end of March than on 
Jan. 31. In the low-grade lumber 
market in Georgia several weeks ago 
some mills closed temporarily in the 
face of a price drop from $90 to $50 
per 1000 ft. Retail prices in Columbia, 
S. C., have dropped from $100 a thou- 
sand feet six months ago to around 
$65.00, and one leading dealer there 
said “the prices are 0 low, dealers are 
not selling any more than they have to. 
It costs more to bring the lumber out 
of the woods than you can get for it.” 
Reports from Birmingham, Ala., were 
that lumber buyers aren’t taking just 
anything they can find in the yards 
now. Common grades are down about 
30 per cent from previous levels. Some 
North Carolina dealers say they fear 
that unless government restrictions on 
the industry are eased, “the bottom will 








drop out of this business.” They said 
there has been a sharp drop in demand 
and that an overall decrease of 15 per 
cent in building costs is anticipated 


soon. 
* 28 @ 


Some alcohols reduced—The 
du Pont Co. on June 11 announced im- 
mediate price reductions of 3 to 12% 
per cent in “fatty” alcohols and sul- 
phates. Reductions in these two groups 
of industrial chemicals, widely used in 
antiseptics, cosmetics and detergents, 
were made in line with the lower trend 
for gaw materials, the company an- 


nounced. 
* * * 


Zinc shipments off — May 
shipments of slab zinc amounted to 
70,803 tons compared with 72,243 in 
the previous month. Stocks of zinc 
throughout the United States at the 
end of May totaled 166,864 tons against 
163,697 at the end of April, the Ameri- 
can Zinc Institute announced. 

. . * 

Grass hooks and_ grass 
shears—The continued rains through 
most of the country have stimulated 
sale of grass and grain cutting tools, 
and demand is continuing much later 
than usual. Most factories are im- 
proving deliveries and are able to take 
care of suppliers fairly well. Prices are 
firm, but no changes are expected in 
the immediate future. 

. * . 

Grass and grain snaths — 
Deliveries have not improved materially 
this season due to shortage of good 
grade timber. Continued rains are 
slowing up the supply from factories, 
and jobbers’ stocks arz very low. Little 
improvement is expected during the 
rest of the season. 

* * . 

Agricultural tool handles — 
Here also, wholesalers are encountering 
difficulty in keeping working stocks, 
particularly in fork and shovel handles. 
Dealers are taking all available stocks 
at prices from 25 to 331/3 per cent 
above prewar and in whatever type and 
grade of timber is available. 

eee 

Pumps, cylinders and well 
points—Manufacturers deliveries con- 
tinue slow. Very few pitcher pumps 
and set-length pumps are coming off 
the lines. High labor costs are still 
keeping prices considerably above pre- 
war, and little, if any change, is ex- 
pected in the immediate future. 

* e * 

Lawn sprinklers, hose, coup- 
lings and menders — Except as to 
hose, factories are improving deliveries 
and most patterns are now available 
without unusual delay. Weather con- 
ditions have slowed up sales and deal- 
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ers’ stocks are generally normal, per- 
haps above. No immediate price change 
is looked for, although jobbers report 
some of the war-time model sprinklers 
are being slashed to work down stock- 
piles. Manufacturers of garden hose 
are not in position to make shipments 
in any sizeable quantities, in time for 
summer hot weather. 


Chain—Due to a shortage of 
wire used in making most chain sold in 
hardware stores, factories have been un- 
able to ship all orders which they have 
had on hand as long as the ‘past two 
years. No betterment seems promised 
for some months to come. 


Wheelbarrows — Due to a 
shortage of steel for trays, manufac- 
turers are either closed down com- 
pletely, or working only a small force 
and in some cases only part time. No 
early change in this situation is in 
prospect. 

s a . 

Steel gains in May—tThe steel 
industry turned out a record peacetime 
total of 7,332,828 net tons of steel in- 
gots and steel for castings in May, the 
American Iron and Steel Institute re- 
ported. The total output in the first 
five months of 1947 attained a rate 
which, if maintained would for the com- 
plete year exceed the 1940 peacetime 
high (66,982,686 tons) by more than 
18,000,000 tons. The Institute pre- 
dicted steel operations for the June 14 
week would be little changed from their 
postwar peak a week earlier, holding at 
96.9 per cent of capacity. This repre- 
sents 1,695,700 net tons of steel. A year 
ago the rate was 76.1 per cent of ca- 
pacity and production totaled 1,341,200 
net tons. 

7 e . 

Finished steel at peak — 
Finished steel shipments set a record of 
5,445,993 net tons in April, representing 
an annual rate greater than any previ- 
ous year, according to the American 
Iron & Steel Institute. Sheet and strip 
shipments set a record in April at 1,- 
566,932 tons. Other products showing 
gains over March were buttweld and 
lapweld pipe and tubing, steel plate, 
structural shapes, reinforcing bars and 
rails. ' 

7 s 

More about inventories—An 
explanation for the increasing concern 
by manufacturers over retailers’ inven- 
tories and prices, may be found in cer- 
tain April statistics of the Federal Re- 
serve Bank of Chicago. Last autumn 
it was the retailers who were saying 
prices could not come down. Now it 
is the manufacturers who are citing the 
higher costs of raw materials, of labor, 
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How to relax, 
when somethings needed fast! 





Even if your suppliers are thousands of miles away, and you 
need parts and supplies right now — let others do the worrying, 
but never you. Specify Air Express and get delivery in a matter 
of hours. 

Air Express goes coast-to-coast overnight, and speeds up to 
five miles a minute insure same-day delivery between many U.S. 
towns and cities. Use it regularly, and you'll be paid off in greater 
customer satisfaction and smooth-running, efficient operation. 
To solve overseas shipping problems, investigate fast, frequent, 
inexpensive International Air Express. 


Specify Air Express-its Good Business 


@ Low rates—special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. @ Moves on all flights of all Scheduled Airlines. 

e Air-rail between 22,000 off-airline offices. 

e Direct air service to and from scores of foreign countries. 

Just phone your local Air Express Division, Railway Express Agency, 
for fast shipping action ... Write today for Schedule of Domestic and 
International Rates. Address Air Express, 230 Park Ave., New York 17. 
Or ask for it at any Airline or Railway Express Office. Air Express 


’ Division, Railway Express Agency, representing the Airlines of the U.S. 


ZSS 








GETS THERE FIRST 
























Fastest delivery — at low rates 


65 Ibs. of machine parts in Louisville had to 
get to Dallas fast. Picked up at 5 PM on the 
25th, they were delivered at 7 AM on the 


26th. For complete door-to-door service, the 
Air Express charge was only $15.96! 








and of other factors in the present price 
structure as that “factory 
prices cannot decline . . . at least, not 
or, anyhow, before the end 
of 1947.” The Chicago Reserve Bank’s 
detailed analysis of store sales and 
stocks for April shows that the process 
of filling up the supply pipe lines has 
just about been completed. From now 


evidence 


much... 


on, manufacturers of consumer goods 
items must content themselves with 
orders based on the actual buying be- 
ing done across the store counters of 
the nation. This is very different from 
meeting the needs of consumers and at 
the same time the calls of store owners 
for inventory rebuilding purposes. In 
some departments show 
startling between sales 
and inventory increases. Following are 
a few of the worst percentage com- 
April, 1947, and a 


the survey, 
discrepancies 


parisons between 
year earlier: 


Sales Stocks 

Silverware .. Up 9.7 Up 62.5 
Furniture, beds, 

Sr tccrcsc cores Se Be Dp Tes 
Domestic floor 

coverings ---- Up 23.1 Up 104.6 
Major household 

appliances . . Up116.5 Up 302.1 
Radios, phono- 

graphs, musical 

instruments . Up 36.3 Up170.5 
Luggage os Up 18.9 Up 59.6 


Sharp though these increases may seem, 
they do not all represent an unbalanced 








inventory position for the reporting 
stores. Stocks in many of these depart- 
ments were abnormally low during the 
period of OPA controls, with restricted 
factory output and the tendency of 
consumers to buy anything and every- 
thing that appeared on the market. To 
a certain extent, these sharp increases 
represent merely a return of normal 
store stocks of goods on hand. How- 
ever, from the manufacturer’s view- 
point, it is important that henceforth 
factory production ratios in most lines 
be geared very closely to what con- 
sumers are willing to buy. 
7 - a 

“They say” about hardware 
—Several mid-western hardware whole- 
salers, interviewed recently reported a 
common experience that dollar volume 
is holding to or slightly exceeding last 
years level, but that unit sales are 


lower. Prices have been firm on tools, 
builders’ supplies and general hard- 
ware merchandise, but have eased 


downward on many lines introduced in 
hardware stores to take up the slack 
when regular merchandise was unob- 
tainable. In regular hardware lines, 
the chance of starting price declines is 
slim and business will hold up, it seems 
generally agreed, but there will be a 
more careful selection of the lines car- 








vt Great New Development! 


HERE IS THE 


WINDO-LOC 


THE OLD 






seller TODAY — Write to.... 


ROP-LOC PRODUCTS COMPANY 


1401 


WEST 9th STREET <- = 


THE NEW, IMPROVED SASH LOCK 


The first radical change in sash locks in years! The new WINDO-LOC, in locked 
position allows for the locking strain to be parallel to the window sash instead of 
the old method of perpendicular strain. This means tighter fitting moving parts 
and less air seepage, by pulling the window frame together. Brass plated finish, 
and reinforced beveled edges for extra strength. Moving finger fits in locked 
position on notched edges of the tapered platform. Investigate this new fast 
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* CLEVELAND 13, OHIO 



















A number of lines are still 
scarce, but this does not lessen the 
wholesalers’ tendency toward inventory 
caution. The average hardware dealer 
carries some 25,000 different items, and 
with the supply picture in many of 
these changing day by day, stock con- 
trol is just about as difficult as it is im- 
portant. One leading executive pointed 
out ‘the possibility that government war 
surplus merchandise will come on the 
market at bargain prices, and perhaps 
leave wholesalers and retailers with 
high-priced, unsalable stocks. Lately, 
small power-driven tools, electrical ap- 
pliances, cooking utensils and even 
plumbing fixtures have been coming 
into better supply. Builders’ materials 
such as nails, screws and bolts and gal- 
vanized iron sheets are still critical, 
along with paints, paper materials and 
sheet steel. Fencing and roofing ma- 
terials are easing up, although not in 
danger of oversupply. An improvement 
in paint and varnish supplies is not 
looked for in the next three or four 
months. 


ried. 


» Fewer new orders—A decline 
in the rate of new orders, which is cut- 
ting severely into backlogs of business 
firms, emphasizes the more conservative 
trend of current business, according to 
a monthly survey by the Purchasing 
Agents Association of Chicago. Of the 
firms questioned, 50 per cent reported 
such declines. Declining backlogs was 
attributed to cancellation of standing 
orders by 29 per cent of those surveyed, 
and increased production was cited by 
21 per cent. Accocpanying the trend 
to lower order backlogs is a general 
observance of “normal” buying policies 
—buying 60 to 90 days in advance of 
requirements. Advance buying of only 
30 days was reported by 14 per cent, 
and 6 per cent said they now buy on a 
“hand-to-mouth” basis. Reporting on 
general business conditions, 57 per cent 
of the firms indicated no change be- 
tween April 30 and May 31. Twenty- 
five per cent considered general condi- 
tions not as good, 18 per cent better. 
Lower raw materials inventories were 
disclosed by 41 per cent of the report- 
ing firms, and only 12 per cent reported 
increases. Prices remained substan- 
tially the same, the survey indicates, 
with the majority of changes listed on 
the side of increases 


* * * 


A tip for the independent 
store—Smaller stores may well study 
the news that the telephone order is 
rapidly growing as «an important ad- 
junct to the mail order business. The 
*phone order has replaced a good per- 
centage of the traditional mail orders 
for the big establishments, increased 
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RS Hot water by the pailful anywhere 
within reach of an electrical outlet! 


IT’S PORTABLE a < 
=r 





PUMPS A 


-—forhigh val 


IT’S PRACTICAL 


Operates on 120 volts, AC-DC, 1500 
watts — heats water faster. . . more 
economical than with open flame 


| 
| IT SELLS 


-—for splendi 
-—for complet 












Advertised in 45 major consumer pub- 
lications . . . dealer display stand fur- 
nished . . . complete sales promotion 
kit supplied with each order. 








THE F. E. MYERS & BRO. CO. | It’s the PREMIER P-20 





J 
Dept. H-43, Ashland, Ohio Portable Electric Water Heater 
Ideal for farm, home, dairy, janitor, store, trailer, camp or 
— See. | cottage. Retails for only $16.50 including Federal Excise 


Tax. FULL DEALER DISCOUNT ALLOWED! 
For information ask your jobber or WRITE Dept. HA71. 


THE NATIONAL IDEAL COMPANY 





TOLEDO 4, OHIO 












f Nothing like SOIL-SOAKER 
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You can REALLY recommend SOIL-SOAKER—it gives ut- 
most watering results! Puts water deep down into the soil, 
where it does most good! Push SOIL-SOAKER, the original. 

and finest! Best design, best built, best performance! Better 
than “multiple-length” types because SOIL-SOAKER allows 
free, uniform seepagé the entire length. 

And BEST KNOWN! Nationally advertised 10 years in 
Better Homes & Gardens, American Home, etc. Folks want 
the genuine SOIL-SOAKER. It sells easier, in greater volume! 
No. 0, 12’, 12 doz. to case No. 2, 30°, 1 doz. to case 
No. 1, 18°, 1 doz. to case No. 3, 50’, 2 doz. to case 

Order from your jobber. Nearly 400 carry complete 
SOIL-SOAKER stocks. Order now. 

HASTINGS CANVAS & MFG. CO., Dept. H7, Hastings, Nebraska 


GE WRIGHT wieeco fl SOIL:SOAKER 


WORCESTER = MAG ~ B _the Original Seepage Irrigator 
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Assemble ! ° 
Easy To 
Sell ! 


Lawn Type 


Stamped out of heavy gauge 55‘ 
metal with durable Baked 

Green finish for holder. for holder 
Numbers come in Baked a 
finishes of White or Black. number. 
Holds 4 numbers. 












House Marker Type 


Also stamped out of heavy 45‘ 
gauge metal with durable 
Baked Green finish. Holds —— 


ic for 
each 
number. 


4_ numbers. 


Ask your distributor for 
the Suckle Combination 
Merchandising Display Kit 


SU 4483 Products Co. 


1235 Federal Street 
Philadelphia 47, Pa. 






Division of Suckle Electronics Co. 











the volume of catalug business any- 
where from 600 to 1,000 per cent, and 
has brought the catalog from the coun- 
try to the city in the space of 10 years. 
There was more business done last year 
through the catalog sales units—those 
contacting the customer personally not 
through the mails—than in the entire 
mail order business 13 years ago, one 
mail-order house spokesman remarks. 
In Chicago alone, it is reported that 
approximately 10,000 calls are received 
by Sears’ telephone bureaus daily, more 
than 50 per cent of which materialize 
into orders “averaging eight items and 





worth $10 an order.” The essence of 


| the success of such a ’phone shopping 


service is the speed and the accuracy 
with which the customer is served. In 
Sears’ case, a call before 1 p.m. one 
day assures delivery the following day. 
The company’s “mobile adjusting de- 
partment” makes exchanges right at 
the customer’s front doors, and if he 
should get an unwanted piece of mer- 
chandise one day, he can make another 
call and exchange it the following day. 





Steel Activity High; 
No Drop Expected 
Before ‘48 


HE expected decline in steel ac- 
tivity is months away. No sub- 
stantial drop in steel ingot output 
because of the dem’nd factor is ex- 


| pected to take place much before 
| 


the first quarter of 1948, if then, 
according to The Iron Age, a publi- 
cation affiliated with HARDWARE AGE, 
This strong surge in steel buying 
which has been maintained for 
months on end has confounded some 
observers who had expected a 
definite easing in steel products by 
July 1. 

Some minor soft spots have devel- 
oped in recent weeks but these are 
offset by the overall strong require- 
ments from other steel consuming 
customers. A quick survey indi- 
cates that major steel companies are 
only placing orders on their books. 
which they know can be completed 
within the steel mill production 
schedules. Were all bars to be let 
down incoming steel order’ volume 
would be far greater than at the 
present time. 

Large consumers such as automo- 
tive companies, while maintaining 
tremendous stocks of steel, continue 
to find these inventories unbalanced 
with the result that no complete use 
of these stocks can be made until the 
hard-to-get items have been built up. 
Industrial construction has picked up 
recently with some jobs going for- 
ward which had previously been post- 
poned. Demand from oil, water and 
gas companies is at an unprece- 
dented high with small chance of 
pipe requirements being completely 
met for at least the next two years. 








Hotpoint's Model Kitchen 





| Through Hotpoint Institute's Kitchen Planning Service, a kitchen, such as the 


model unit shown above, can be planned for the individual needs of the 
home and housewife. As was announced on page 158 of the June 19th issue, 
the company will soon shift its efforts to plan kitchens at one national unit 
to specially trained operations located in dealers’ stores across the country. 
A trained staff will take into consideration the amount of entertaining done 
by the housewife, number of small children in the family, size of kitchen, num- 
ber of windows, and other such necessary factors in planning an attractive 
kitchen to supply the most convenience and practicability for each housewife. 
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AT THE N.R.H.A. CONGRESS 


These two distinguished “beaver"-sporting gentlemen, members of the Michi- 
gan delegation, are wearing beards as part of a centennial celebration in 


their respective communities. 


G. Clyde Wilson (left), Trude Hardware, 


Traverse City, is president of the Michigan association. His goatee was for 

the July 2-3 celebration. Right is Lloyd A. Straffon, Straffon Hardware Co., 

Croswell. His firm, of which he is junior partner, was established in 1888. 

His father, at the age of 83, is active in the firm. The Croswell festivities will 
run from July 4 to 6. 


Address 


(Continued from page 64) 


of meritorious ability and fair- 
ness. However, members of the 
bar who have practiced before 
them, Congressional committees 
who have investigated them, and 
the public, have become con- 
vinced that taken as a group they 
are biased in favor of unions 
and prejudiced against employ- 
ers. This bias and prejudice is 
due to some extent to the lan- 
guage of the Wagner Act itself. 
which states in substance that 
labor disputes are caused by em- 


ployers refusing to bargain col- | 


lectively. Obviously that state- 
ment is untrue. If it were true, 
then we would have had no coal 
or railroad strikes, whereas we 
know that the mine owners and 
railway managements do bargain 
collectively. 


Taken Over Jurisdiction 


But because the Wagner Act 
declares that employers are sole- 
ly to blame for strikes and in- 
jury to the rights of workers, 
these 800 government employees 
consider that they have a man- 
date from Congress and the 
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President to assist labor unions 
by punishing employers. To a 


considerable 
taken over the former jurisdic- 


extent they have 


tion of our courts. This result- 
ed from a hue and cry that Fed- 
eral courts issued too many 
labor injunctions. This criti- 
cism disregarded the finding of 
the Senate Judiciary Committee 
that all the Federal courts is- 
sued an average of only three a 
year. The New Deal substituted 
orders of the Labor Board which 
are injunctions, but against only 
one side. You can imagine the 
number of injunctions which the 
Labor Board has issued when 
you know that they have 5000 
cases which are now pending be- 
fore them. 


Statement of Judge Knox 


I trust that some of you will 
agree with this statement of 
Judge Knox: 

“The suggestion that labor 
disputes be settled by judic- 
ial procedure is the only pro- 
posal that goes to the root 
of the problem and is fair 
to the parties and the pub- 
lic.”’ 


REDUCING INVENTORIES? 
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WING NUTS 








For $28.00 you get: 


1—5S shelf rack 


1—Socket set screw assortment — 330 


pieces 
8 sizes set screws 
4 sizes wrenches 

1—Wrench assortment — 187 pieces 
8 sizes wrenches 


1—Lockwasher assortment—1318 pieces 


12 sizes lockwashers 


1—Cotter pin ass WERE ta 


— 240 pieces 


“ erty 





— that’s where we come in! 


and BEST of ALL you 


DON'T 
SACRIFICE VARIETY! 








GROUP A’ASSORTMENT 


has been created for just this situation. 


1 ft. 
$28.00 
$39.68 


Total Space 


Total 
Investment 


Total Profit 






Sharon Bout aude Sota! Co. 


BOSTON 10, MASS. 
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Arthur W. MacFarland'’s Address 


(Continued from page 54) 


the light fingered but it is be- 
yond a doubt the modern way 
of merchandising. In any mod- 
ernization there must be a period 
of trial and error. The arrang- 
ing and re-arranging of mer- 
chandise is a continuous process 
of change. Mogernization is 
truly a transition tool. 

We feel that our store is now 
prepared for the competition 
which we know is coming. In the 


short time that our modernized 
store has been in existence, we 
have witnessed unusual sales re- 
sults through departmentaliza- 
tion and open display. 

We have learned that—before 
a merchant can wake up and find 
himself patronized by the pub- 
lic for the service he renders, he 
must first wake up and find him- 
self. 





Dr. Backman's Address 
(Continued from page 45) 


risen so sharply that the major- 
ity of our people cannot afford to 
buy new homes despite their 
pressing needs. Investors have 
become increasingly reluctant to 
assume the heavy risks involved 
in building new rental housing. 
This is an important area of un- 
balance, which if not corrected 
soon, will have repercussions 
throughout the economy. 
Income - price relationships 
have also become seriously dis- 
torted for a large sector of the 
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SERKSHIR! 


READY MIXED 


ALUMINUM PAINT 


INTERIOR ane EXTERIOR 
SURFACES 
ONE GALLON 
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harden or discolor in the container. 


BERKSHIRE may be used on all types of surfaces—wood, metal, 


canvas, concrete, cement, etc. 


BERKSHIRE resists heat, cold, and sudden changes in the tem- 


perature, 


BERKSHIRE greatly improves the appearance of equipment and 
protects metal parts against rust and deterioration. ; 

BERKSHIRE may be applied on interior or exterior surfaces with 
brush or spray gun and dries with a hard, lasting, brilliant metal- 


lic lustre. 


ASK YOUR DISTRIBUTOR FOR BERKSHIRE 


BERKSHIRE PAINT COMPANY 


MAKERS OF FAMOUS DARI-GLO 
BOX 251, HIGHLAND STATION 


PAINT on WET 
DAMP SURFACES 


BERKSHIRE ALUMINUM PAINT 
may be painted directly over wet or 
damp surfaces, will not chip or peel, 
and will seal the surface painted. 
This is only one of the many out- 
standing features of this quality 
product. 


ES—PROTECTS 


BERKSHIRE Aluminum Paint is ready-mixed and will never 





population. Rises in living costs 
and taxes during the war and 
postwar period have reduced sig- 
nificantly the ability to buy of 
those living on fixed incomes, 
government employees, many 
white collar workers and others 
who have not participated in the 
rise in income previously de- 
scribed. Recent increases in 
wages, low productivity, and ex- 
tensive programs of relief to un- 
fortunate peoples abroad have 
contributed to holding back the 










































SPRINGFIELD, MASS. 


decline in living costs so 
urgently needed by these fixed 
income groups. Let me empha- 
size that this comment is not in- 
tended to be a criticism of our 
foreign relief program—which I 
favor—but rather a decription 
of the forces now at work in 
our economy. 

The foregoing areas of unbal- 
ance reflect in large part the dis- 
tortions which have developed in 
our price structure. Declines in 
prices of food, clothing, and 
building materials would go far 
,to correct these areas of danger. 
However, we cannot talk these 
prices down. Lower prices will 
develop only with high level pro- 
duction. One important factor 
in maintaining or increasing 
production is greater labor pro- 
ductivity. 


Price Disparities 

In this connection, too, I 
would like to emphasize that 
much of the recent criticism di- 
rected at industrial prices by 
high government officials has 
been pointed in the wrong direc- 
tion. For example, of the in- 
crease in living costs since Jan- 
uary, 1946, about 70 cents out 
of every dollar increase has been 
due to higher food prices. In- 
dustry can do little to lower food 
prices. Processors’ profit mar- 
gins in 1946 averaged 2 to 5 per 
cent of sales, depending upon 
the company. The difficulty here 
is high farm prices over which 
industry has no control. That it 
is farm prices and food prices 
which are out of line can be in- 
dicated by comparisons with the 
past. Thus, since 1941, farm 
prices have risen 155 per cent 
and food prices by 127.4 per 
cent, while products other than 
farm products and foods have 
risen only 55.8 per cent. 

Admittedly, farm prices were 
relatively low before the war. So 
let us see what longer range 
comparison would show. As com- 
pared with 1926, farm products 
currently are 79.5 per cent 
higher, food prices are 63 per 
cent higher, while items other 
than farm products and foods 
are only 32 per cent higher. One 
group of non-food products does 
show a rise comparable to that 
for farm products. I refer to 
building materials, which now 
are 77.5 per cent higher than in 
1926. 
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Finally, a comparison with the 
post World War I peak reached 
by wholesale prices in 1920 
shows that these same three 
groups are the only ones for 
which prices in June 1947 were 
higher than at the peak of the 
1920 inflation. . 


Wholesale Prices (1926 —= 100) 


June 7, 
1920 1947 
Farm products.. 150.7 179.5 
|. ee 137.4 163.1 
Hides and 
leather ...... 171.3 166.6 


Textile products. 164.8 138.5 
Fuel and light- 


ing ie 163.7 104.4 
Metals and metal 

products ..... 149.4 142.5 
Building mate- 

rials 150.1 177.5 


Chemicals and 

allied products 164.7 124.7 
House _ furnish- 

ings 141.8 129.5 
Miscellaneous 167.5 115.9 


All Commodities 154.4 147.9 


Source: U. S. Bureau of Labor 
Statistics. 





These comparisons are signifi- 
cant because it is sometimes 
argued that since we can’t push 
down farm prices by government 
action (although we might get 
them down by government in- 
action), some relief from high 
prices can be obtained through 
lower industrial prices. Two ob- 
servations may be made concern- 
ing this approach to the price 
problem. First, the unbalance in 
our economy which needs correc- 
tion requires lower farm, food, 
and building material prices, the 
latter of course falling in the in- 
dustrial category. But second, 
and equally important, is the 
fact that reductions in other 
prices while farm and _ food 
prices remain high will only ag- 
gravate the currently distorted 
price structure. We cannot cor- 
rect the adverse effects of high 
farm and food prices by lower- 
ing the prices of other products. 

It should also be noted that 
the Administration is calling for 
price reductions in those sectors 
of the economy in which higher 
wages have played an important 
role in pushing up costs and 
hence in limiting the magnitude 
of any price cut that can be 
made without reducing profits 
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significantly or converting them 
into losses. 

One effect of relatively high 
farm prices has been to raise 
farm income to record levels— 
far surpassing even the infla- 
tionary peaks of the post World 


War I inflation. Record farm in- | 


comes in turn have been reflected 
in rural retail sales. In the first 


quarter of this year rural retail | 


sales were more than 15 per cent 
above the same period of 1946 
as compared with a rise of less 


than 10 per cent for department | 
store sales nationally and a de- | 


cline in apparel store sales in 
New York City. 


How will these price distor- 


tions be corrected? I believe 
that the correction necessarily 
will take the form of a lowering 
of the prices which have shown 
the largest advances rather than 
by price declines for those prod- 
ucts which have risen up the 
least. I look for lower prices for 
farm products, foods, and build- 
ing materials. Since the March 
peaks wholesale food prices have 
recorded a decline of about 10 
per cent. Prices of lumber and 
certain other building materials 
have already begun to ease off 
from recent peak levels. I expect 
these trends to continue. In ad- 


dition, it seems likely that tex- | 
tile prices will decline as a re- | 


sult of forces previously de- 
scribed. Although higher rents 


seem inevitable, on balance, we | 
can look forward to a moderately | 


lower level of living costs. 


Peak Reached This Year 


An evaluation of the factors 
affecting the business outlook 
suggests that it is highly prob- 
able that the peak was reached 
during the first half in 1947. 
During this period, the total vol- 
ume of business activity has re- 
mained relatively stable at the 
highest peacetime plateau in his- 





tory. While a number of weak 
spots have developed—particu- 
larly in soft goods and building 
—there are other points of 
strength—particularly the heavy 
goods industries. I find it diffi- | 
cult to visualize a major decline 
in business activity while the au- 
tomobile industry can sell all the 
cars it can produce and while 
other durable goods industries 
are assured of high volume pro- 
duction for a number of months 
















Sell 
YANKEE Handyman 


and Accessory Pak 


and 


—make a friend 
































































@ Let a hard - pressed 
week-end mechanic rest 
his eyes on this combina- 
tion and you’ve made a 
quick-profit sale plus a 
long-time friend. All 
he’s got to do is PUSH 
... to drill a hole, coun- 
tersink it and drive or 
draw a screw. The quick- 
return spring of the 
“Yankee” No. 133H re- 
turns the handle after 
every stroke. He can put 
this Handyman on the 
job, push it through and 
get back to the Sunday 
paper. That’s something 
to buy . . . something to 
sell. 


YANKEE TOOLS NOW PART OF 


THE TOOL BOX OF THE WORLD 


NORTH BROS. MFG. CO. 


Philadelphia 33, Pa. 


No. 330H Accessory 
Pak . . . contains three 
drills, countersink and 
extra bit for small 
screws, to make the 
Handyman Driver more 
useful. ‘ 


NEW USES FOR 
YANKEE 
ANDYMAN 


SCREW DRIVERS 


No. 133H 
Handyman Spi- 
ral Screw Driver 
with quick-return 
spring. Equipped 
with one 4" bit. 
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ahead. At the same time, we 
cannot ignore the signs pointing 
to a reduction in soft goods ac- 
tivity and the other areas of un- 
balance I have previously de- 
scribed. This combination ‘of 
factors spells out a moderate re- 
duction in business activity. But 
when this small recession has 
reached its low point, you will 
still find yourselves with a vol- 
ume of hardware sales substan- 
tially greater than in the pros- 
perous year 1941, which was the 
year of greatest activity prior 
to Pearl Harbor. 





Chester E. Young 
N.R.H.A.'s New President 


(Continued from page 38) 
harvesting of the wheat crop and 
running a small herd of white 
face cattle. He says, “Guess I’ve 
been too interested in the hard- 
ware business all my life to have 
too many other hobbies.” 

But the Young’s family circle 
is not entirely centered about 
hardware. Their daughter, Bev- 
erly Joan, is a graduate of the 


Whee 


Priced right to sell quickly . . . built right 
to insure customer satisfaction. That's 
why Economaster heaters have received 
such enthusiastic reception from dealers 
and their customers everywhere. Fully 
guaranteed. Underwriters Laboratories 


approval. See us at Space A 232, Chi- 
cago Housewares Show, 
July 13-18, Navy Pier. 
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American Academy of Dramatic 
Arts, New York City, and a for- 
mer student at the Oklahoma 
University. Thoughts of a foot- 
light career, however, are on the 
shelf, for as Mrs. Gilbert Stew- 
art Harper, Jr., she is now with 
her husband, an Army Air 
Forces’ lieutenant, stationed at 


the Fort Worth Army Air Field, 
Fort Worth, Texas. 

A son, Robert, is a graduate 
of the Kentucky Military Insti- 
tute, Lyndon, Ky., and has just 
completed his first year at the 
Virginia Military Institute, Lex- 


ington, Va. Robert’s plans call 
for the study of medicine. 


Webster W. Townley's Address 


(Continued from page 69) 


product the one most desirable 
to be offered on a national basis 
by their distributors. 

Let’s have it understood that 
distributors will cooperate with 
the National Association by 
offering these set-orders only to 
dealers using the advertising 
service. Three or four of your 
local distributors offer you their 
own version of a_ particular 
months set-order. The same 
items and same quantities ap- 
pear in each of the offerings. 
You note that the only difference 
between the offerings is brand 
name and price. You buy the 
best deal from the point of view 


ATE 
one Hottest foe. 
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ELECTRIC HEATERS 


Interested Distributors Write 


ECONOMASTER SALES, INC. 


EIGHTH AVENUE, NORTH 














NASHVILLE, TENNESSEE 





of brands and price. You retail 
dealers are stronger than you 
know. You can obtain results 
that will make you competitive. 
But only if you will be willing to 
work together and not insist on 
tailor made suits. 

Why not once a year a 64- 
page, four-color rotogravure 
catalog prepared by one of the 
best advertising agencies in the 
United States under the direc- 
tion of the Merchandising Divi- 
sion of the National Retail 
Hardware Association. Have it 
filled with well known nationally 
advertised hardware items, at 
nationally accepted retail prices, 
and here and there in the book, a 
few specials. Have a front cover 
with space for dealers to imprint 
their name and town. Factories 
with items in the book to pay for 
space used just as they pay for 
space in a magazine or for a 
booth at a convention. 

Distributors to sell the cata- 
logs to dealers at cost and at the 
same time an assortment of 
merchandise to back up the cata- 
log. Dealers to mail the cata- 
log to their customers and in 
other ways distribute them. This 
could be the finest retail selling 
plan in the hard lines field. 


Give Them Thought 


Let’s give these ideas some 
thought and study. An inde- 
pendent hardware dealer doesn’t 
have to be some kind of a semi- 
dependent associate store to be 
competitive. But he must use 
his independence in a coopera- 
tive manner. He has got to use 
imagination and energy. A de- 
mocracy of free independent 
men or merchants can be just as 
strong and survive just as long 
as any totalitarian state or mer- 
chandising organization. And 
we all know well, in which of 
these two, government or mer- 
chandising methods, lies the 
greatest enjoyment and happi- 
ness. 


HARDWARE AGE 
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“etyy Papers 


FOR Your 


Yes! Here's a standard stock item 

that sells like hot-cakes! Sturdy, 

cipeTiae rustless aluminum; folds compactly 
USE! for storage in six foot space ... or 
opens to give your customer 160 
feet of drying space. Complete 
with strong, sash-weight cord and 
$15.45 steel ground box. Weight... a 
MEDIUM SIZE, mere 12 pounds! Stock on hand 
110-FOOT SPACE permits immediate delivery for 
$12.95 immediate orders. Write for de- 

tails today. 


Boico MANUFACTURING DIVISION 


THE BALTIMORE OCEAN TRANSPORT CO. 


RETAILS AT 


618 GARRETT BUILDING © BALTIMORE 2, MARYLAND 


BECAUSE THEY ARE MADE BETTER 


WIRE DISH DRAINERS 


mpartment 
MC ORE usable : 
ips, saucer 


Minimum package 3 dozen. Shipping Weight. 60 Ibs 
F 0.8 East Hampton. Conm $7.80 per doven 


New York Sales Ofce 200 Sth Ave Room 208 
Ba'umore Sales Olfice 205 W. Lembard St 


ARTISTIC. WIRE PRODUCTS Co. 
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LOWN Slip Roll Forming Machines 














POWER-DRIVEN 
NEW TYPE 4'* DIAMETER 


LOWN Slip Roll Forming Machines are manufactured 

in various sizes and capacities—there is a size for 

your every need—hand and power operated. Designed 

for speed and ease of operation, yet sturdily con- 

structed for strength and maximum production. 
Write for Details 


NEW STYLE—BENCH TYPE 


2°" DIAMETER 
Norra of our 


machines in ser- 
< vice throughout 
the U. S. and 
foreign countries 


SAN ANGELO FOUNDRY & MACHINE COMPANY 


SAN ANGELO, TEXAS, U.S.A. 
“Dealers in Principal Industrial Cities” 

















HANDY KEY HOLDER 


3 BIG Reasons 
why these are better: 


1—Superior Quality: 
Made of Brass, will 
not Rust. Nickel 
Plated. 

2—Better Design: 
Safety Catch pre- 


vents loss of keys. 
Positive protection. 
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3—Bigger Profits: 
Our low price guar- 
antees profits on this 
fast selling item. 


SUN METAL PRODUCTS 


221 N. LeSalle St. 
Chicago, Ill. 




















Copper Bottomed Utensils 


Ekco Products Co., 1949 N. Cicero 
Ave., Chicago 39, Ill., has added a line 
of stainless steel copper bottomed uten- 
sils called Ekcoware to its housewares. 
Features of this Ekcoware_ include: 
deep aproned covers that keep the 
steam in; non-rocking copper bottoms; 
air-cooled Bakelite knobs on the covers: 
plastic handles; and sun-ray interiors. 
Copper bottoms are said to give a heat- 
ing surface that spreads heat evenly 
and quickly. Five pieces, each equip- 
ped with a deep apron cover are avail- 
able: 10-in. skillet, 144-qt. sauce pan, 





2-qt. sauce pan, 3-qt. sauce pan and a 
2-qt. double boiler. The bottom unit 
of the latter can serve as a 2-qt. sauce 
pan, while the 114-qt. insert for double 
boiler has casserole handles which can 
be used as a serving dish, ice bowl, or 
mixing bowl. Each piece is 7%4 in. in 
diameter. Suggested retail prices are: 
1% qt., $4.25; 2 qt., $4.60; 3 qt. $5.25; 
skillet, $5.75, and the double boiler, 
$6.50. Prices are slightly higher in 
west. 


Abbott Smoking Pipes 


Pipes in the Abbott line are made 
from imported Mediterranean _ briar 
which is said to cause cool, smooth 
smoking qualities. Each pipe has pre- 
cision fitted bits of solid polished rub- 
ber, and aluminum filters. One dozen 
assorted shapes are packaged in an at- 
tractive point-of-sale rayon-lined display 
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unit. Abbott Pipes, 62 East 87th St., 
New York City 28, N. Y. Suggested to 
retail for $3.00 each. 





‘Master Waxer'’ 


The flow of the wax in the “Master- 
Waxer” is controlled by a wire trigger 
on the end of the handle. Wax con- 
tainer which screws onto the Master- 
Waxer holds a 1%’ pt. of liquid wax. 
A removable lambs-wool applicator, said 
to be non-clogging, has a channel with 
holes spaced for even distribution of 
wax on the floor. Handle has a rubber 
crutch tip bumper on its end to provide 
a comfortable grip and keep the unit 





from falling when not in use. Suggested 
to retail for $2.95. R. C. Cox Corp., 
205 W. Wacker Drive, Chicago 6, Il. 


All-Purpose Impact Tool 


Ingersoll-Rand, 11 Broadway, New 
York City 4, is introducing an electric 
all-purpose impact tool. Using standard 
attachments, it will apply and remove 
nuts, drill, ream, tap, drive and re- 
move screws, drive and remove studs, 
extract broken cap screws and studs, 
run wire brushes, do hole saw work, 
drill brick and masonry and drive wood 
augers. Designated as the Size 4U, it 
weighs 6% lIbs., is 10% in. long overall, 
has a free speed of 2000 r.p.m., and 
delivers 1900 rotary impacts per min- 
ute under load. Powered with a re- 


@ 





Q 
e 


ie 
on 


versible, universal electric motor, 3 
amp., that operates on 110 volt, AC-DC. 
It runs as any conventional electric 
tool until the resistance to spindle ro- 
tation reaches a certain amount. Then 
a mechanism converts the power into 
rotary impacts. Maker states that the 
impact mechanism permits the spindle 
to be stalled completely while the mo- 
tor continues to run thus eliminating 
motor burn-outs caused by overloading. 
Same mechanism eliminates torque re- 
action to the operator. Following equip- 
ment is furnished as standard: 4U im- 
pact tool with 12 ft. of 3-conductor 
cable, 6 hexagon sockets, No. 4U99 
collet-type chuck, %4 in. square drive, 
capacity 3/16 in., 34 in. dia. shanks, 
including square end: taps and reamers; 
No. 323-2 Morse taper socket, %4 in. 
square drive; 1 Morse taper adapter 
sleeve, No. 1 to No. 2, and 1 No. 502- 
562 Allen wrench. 
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G.E. Coffee Makers 

General Electric Co., 1285 Boston 
Ave., Bridgeport 2, Conn., is offering 
a line of five coffee makers, featuring 





wide-mouthed glass bowls to make after 
coffee cleanup easy. Each model has 
the “tastegard” which enables the user 
to make from 2 to 8 cups of coffee with 
uniform strength and flavor. Shown is 
model P18, fully automatic, which au- 
tomatically makes the coffee and keeps 
it warm for additional helpings. This 
model as well as the two-heat P17 has 
a Textolite handle designed for cool 
pouring, and both have the glass filter 
rod that can be cleaned by rinsing 
under faucet. P15 also has this rod. 
Automatic and two-heat coffee makers 
have plastic stoves for easy handling 
and storage immediately after use. “P16° 
has a metal stove which has been at- 
tractively restyled. 


Dry Batteries For 
Portables 


Home Radio Division, Westinghouse 
Electric Corp., 306 Fourth Ave., Pitts- 
burgh 30, Pa., is offering a complete 
line of Plenti-Power dry batteries for 
farm and portable radio receivers. The 
line will feature an AB battery pack 
consisting of a 114 volt A and a 90 volt 
B, and the 4% volt C. Other batteries 
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in the line include two AB packs for 
portables and individual A and B bat- 
teries which in combination can meet 
the power requirements of almost all 
old and new portables. 





'Flippo' the Seal 


“Flippo” the Wonder Seal flounders 
along on his flippers and spins an alpha- 
bet block with his nose. There is noth- 
ing to wind, just pull the strings and 
he follows. Flippo has a live-seal finish, 
detailed eyes and whiskers. He is 12 in. 
tall and 7% in. from chest to tail. Pack- 





aged 1 doz. to a standard package, 
weighing 13 lb. Noma Electric Co., 55 
W. 13th St., New York City. Flippo is 
suggested to retail for $2 with 1/3 off 
to dealers. 


Table Television Set 

Crosley Division, The Aviation Corp., 
Cincinnati, Ohio, is offering its first 
table model television receiver with all 





13 television channels, 44-216 M.C., 
built-in. Cabinet is made of striped wal- 
nut with picture space framed in solid 
walnut of dark hue. Picture tube face 
is protected by safety glass. Model 
307-TA is equipped with 27 tubes plus 
3 rectifiers. Also 7 front panel control 
for television sound and pictures. Oper- 
ates on 105 to 125 volts, 60 cycles. 
Cabinet size is 2514 in. by 1411/16 in. 
by 191/16 in., with a 5-in. speaker. | 
Picture reproduction is 6% in. by 8% 
in., 2 in. radius at corners. Automatic 
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WHY REFLECTO LETTERS 

OUTSELL ALL OTHERS: 

1, Reflect light from any 
angle 

2. Gleam brightly at 

night 



























3. Stand out clearly by 
day 

4. Beauty and utility 
for every home 

5. Attractive counter dis- 
play promotes sales 

6. Nationally advertised 


















This Display Cabinet with 119 2%” Let- 
fers, 18 Assorted Ponels, 12 metal 
stakes and 14 Periods...........Net $67.50 


‘Cabinet with 50 2%,” Numerals, 10 As- 
sorted Panels and 10 metal stakes ; 
Net $30.00 







Reflecto Letters show you an 
excellent margin of profit. Well 
proportioned assortments in 
these display cabinets enable 
you to sell out of stock — no 
bothering with special orders. 
Inquiries welcomed. Write for 
detailed information. 











@ 
frequency control on horizontal syn- | Reflecto Letters, Inc. 


chronizing circuits and multi-stage sync 
separators are said to assure a steady 
picture even under noisy conditions. 


411 EAST 101st ST. 


NEW YORK 29, N. Y. 
| an ouse 
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Perfecake Pan 

Pan designed to bake on top of any 
gas stove, with very small flame, bakes 
on top of electric stove on low heat, 
or open flame. This pan will bake while 





user performs other duties. Pan is sug- 
gested to retail for $2.95. Made of alu- 
minum it is said to bake quickly, effi- 
ciently and economically. Perfecake 
Pan Co., 969 Commonwealth Ave., Bos- 
ton, Mass, 


Pruning Shear 


Seymour Smith & Son, Inc., Oak- 
ville, Conn., is offering an improved 
Rieser pattern pruning shear, embody- 
ing all the advantages of the original, 
plus reduced weight and improved hand 
fit Shear has drop forged steel 
handles, with non-pinching open ends. 





Blades are made of cutlery steel, fully 
polished. Has a double brass spring, 
and patented lock nut. Blades are read- 
ily replaceable. Shears are packed in- 
dividually, six to a display box. 





Bull Dog Paint Remover 


Gillespie Varnish Co., Dey St., Jersey 
City 6, N. J., is making a quick-acting 
solvent for removing old paint, varnish, 
enamel, shellac and lacquer. Supplied 
in liquid and cream form, it can be 
used on both upright and flat surfaces. 
It will stay moist and deep cutting as 
long as 24 hrs. in the sun says the 
maker, reducing hard finish coats to a 
‘sludge that can be stripped off without 
leaving a greasy film. It is said to be 
free from acid and alkali reactions and 
is non-corrosive. Liquid is recom- 
mended for furniture, bakelite var- 
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nishes, clear varnishes, and synthetic 
clear finishes. Cream is suitable for 
vertical surfaces exterior surfaces, boats 
and marine work and for decks. Sup- 
plied in gal., qt., pt., and 1% pts. 





Floating Head Sprinkler 


Sanco Products Co., Ashtabula, Ohio, 
is offering the floating head sprinkle: 
which is made of Zemak alloy #3, with 
brass parts machined to .0005 in. tol- 
erances. Maker states it spreads mist or 
rain evenly. Equipped with an extra 
nozzle which permits even coverage 
from 10 to 70 ft. Sanco claims that it 
won't break and can’t rust. Suggested 


to retail for $3.95. 





Hand Trap Package 

Remington Arms Co., Bridgeport, 
Conn., has packaged its automatic hand 
trap in attractive and improved cover- 
ing, which adds to the presentation of 
this accessory to the shooting sports. 





The hand is now finished in nickel, and 
the handle is dark walnut in color. 





Cultivator, Weeder 


Bemis & Call Co., Springfield, Mass., 
is offering the Superior cultivator and 
weeder. Blade is of hardened steel, all 
edges sharpened and is equipped with 





an orange plastic handle designed for 
light weight and balance. The garden 
tool is packaged in lots of 12 with one 
tool mounted on a gold easel display, 
9 by 12 in. Suggested rétail selling 
price is 69 cents. 








Automatic Washer 


Frigidaire’s streamlined household 
automatic washer washes clothes thor- 
oughly, rinses them twice in fresh 
water of 100 deg., and spins them 
damp dry in less than 30 minutes, says 
the maker. Clothing does not require 
soaking prior to washing. “Pulsator” 
action washes with live-water, a natural 
up and down motion. Washer does not 
require bolting to the floor to operate. 
Finished in life-time porcelain, inside 
and out. It has an underwater soap 
distributor, built into the top of the 
Pulsator which releases soap only when 
it is active suds. A switch automati- 
cally supplies water of the temperature 
of your water heater, or 100 deg. 
Washer’s routine can be changed at any 
time. For longer or shorter washing, 
rinsing or spinning, you simply adjust 
the dial. Turbine pump empties the 
washer automatically. Washer is loaded 
from the top, and legs of the washer 
are adjustable so the washer can be 
placed level even if the floor is un- 
even. It is 36% in. high, 25 in. wide, 
and the installed depth is 28% in. 
Model weighs 250 Ibs., and its capacity 
load is 8 lbs. of dry clothes. Washer is 
110-120 volts, 60 cycle, AC. Suggested 
to retail for $299.75. Frigidaire Divi- 
sion, General Motors Corp., Dayton 1, 
Ohio. 


‘Feather’ Dryer 


Penn-Portico Products Co., Philadel- 
phia 44, Pa., offers to dealers its 
“Feather Dryer’ which weighs 7 Ib. 
Made of aluminum tubing, it is com- 
plete with ground socket. 125 ft. of line 
is provided. Rustproof, the dryer is 
said to set up easily. Packed in a single 
carton, it is suggested to retail for 
$14.95. 
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Red Cap Power 


Lawn Mower 

Made principally of aluminum the 
“Red Cap” power mower is precision 
engineered for dependability and dur- 


ability, according to the maker. It has 
a compact, all aluminum, 1 hp., 2 cycle, 
air-cooled motor, 2800-3800 r.p.m. It 
weighs 17 lb. Mower has finger-tip 
single control, automatic throttle and 
engine speed is governed automatically. 
The aluminum tubular handle is easily 
adjusted to any height and the 20-in. 
cutting heel has 5 heat-treated and 
ground blades double riveted to spider. 
Reel shaft is % in. diameter. Aluminum 
wheels are equipped with heavy-duty, 
semi-pneumatic, puncture-proof tires. 
Bearings are permanently lubricated 
and sealed ball bearings are used in 
reel assembly. Cutting height adjust- 
ment is from 1 to 1% in. Lawn mower 
has a multi-segment, cast aluminum 
roller. Entire unit weighs 85 lb. Star- 
brand Corp., Box 5127 Brightwood Sta- 
tion, Indianapolis, Ind. 


"Snak-Rack' Server 


“Snak-Rack” is a portable outdoor 
server with four detachable trays, for use 
in gardens, at picnics, barbecues and 
beach. It is made of heavy-gage alumi- 
num with the exception of a decorative 
wood tip and a wood point at the base 
for driving into turf or sand. Detach- 
able trays with self-handles can be set 
with individual portions and used for 
lap service. Trays can be used to grill 

















steaks or ham and eggs for sizzling 
platters. Maker states the rack is rust- 
proof and will retain its lustrous finish 
regardless of weather conditions. Rack 
is 36 in. high and trays are 9%4 by 14% 
in. Four tray rack is suggested to retail 
for $7.50 and is individually boxed. 
Two tray model, also individually boxed, 
is suggested to retail for $5.50. To 
adapt the rack for porch or indoor use, 
an aluminum stand, 8% in. tall and 13 
in. in diameter, is available for the sug- 
gested retail price of $3.85. Colgate 
Mfg. Corp., Amityville, Long Island, 
N.. ¥. 


‘Midget’ Mike 

Wilcox-Gay Corp., Charlotte, Mich., 
is featuring the Recordio “Midget” 
mike on all Recordio console and table 
models. Microphone is light and com- 
pact and fits into the palm of the hand. 
It utilizes a diaphram type crystal unit 
housed in a light die cast housing. A 
glass cloth grill screen is used to in- 








sure uniformity. This microphone was 
designed for home recording use and to 
minimize “mike fright” which is com- 
mon among non-professional recordists. 





Improved Hay Bale Hook 


Midland Industries, 910 2nd Ave., 
S. W., Cedar Rapids, Iowa, is offering 
a hay bale hook with an improved han- 


dle. Handle is said to provide comfort 
for both the rigid and the swinging 
grip. Hook is made with 4% in. round 
high strength steel claimed to stay 
sharp and hold its shape. Hook has a 
long tapered sharp point. Overall 
length is 12 in., handle width 5% in. 
Finished in orange enamel, they are 
packed in multiples of 12. Weight of 12 


is 16 lb. 

















As New As 
Tomorrow! 


Set in a Brand New, eye-catching 
Orange & Black display of 
special design, the GREAT 
NECK Red-and-Black PLASTIC 
Handle Wood Chisel is as 


popular as ever! 





ALLOY TO 

STEEL 140 
HARDENED 
TEMPERED 


: ee TA Aty 
MINEOLA NEWYORK MADE IN & 





New Display of 


No. 22 Unbreakable Handle 
Wood Chisel 


Each Chisel is of scien- 
tifically tempered high grade 
alloy steel. 


Each Handle is of Red- 
and-Black Plastic that is 

% Unbreakable! 

% Shatterproof! 

% Splinterproof! 

% Warp-proof! 


THE GREAT NECK 
SYMBOL OF 
QUALITY & 

SERVICE 





GREAT NECK SAW 
MANUFACTURERS, INC. 
MINEOLA, L. I. 



















DURBIN-DURCO 


MANUFACTURERS « CERTIFIED PRODUCTS 


LOAD BINDERS 


Drop Forged « Malleable-iron « Steel 





Drop-Forged ¢ Heat Treaied + 2 Sizes 
Durbin-Boomer F-1—2 swivels, 34, 1% or 14” chain 
Duroin-Boomer F-2—2 swivels, 4%, 4 or %’ chain 


Malieable Iron * Heat Treated * 5 Sizes 
MIDGET No. 1—1 swivel, 4’ chain 
DELTA No. 1—1 swivel, % or %’ chain 
DIXIE No, 1—2 swivels, 1% or 4” chain 
LONE STAR 1—2 swivels, %, % or % “chain 
LONE STAR 2—2 swivels, %, 4 or 54” chain 





. WIRE STRETCHERS 
p STEEL CONSTRUCTION 





No. 3—3 Pulleys, plain bearings, 34’ rope 
No. 33—3 Pulleys, roller bearings, 3%" rope 
No. 4—4 Pulleys, plain bearings, %%’ rope 
No. 44—4 Pulleys, roller bearings, 34” rope 
No, 88—4 Pulleys, roller bearings, 44” rope 


ALL-STEEL ROLLER BEARING HOISTS 








No. | Size | Cap. | Ship. Wt. 


Rone | Lbs. Tee Construction 





12 yy’ 2000 6 lbs. | Drop Forged Hook 

















13 %’ 1000 | 2% lbs. | Malleable Hook 





Shipped with or without rope. 
Write for Catalog 
DURBIN-DURCO 


6611 Olive Street Road « St. Louis 5, Mo. 








The Rost ate 
BETTER BRAND 


mouse and rat 


TRAPS 





@ METAL OR WOOD TRIGGER 
@ FOUR-WAY ACTION 
@ Off TEMPERED SPRINGS 


MeGILL METAL Propucts Co. 
Marengo, Illinois 















WHATS NEW 





Knob-Top Canisters 
Phoenix Table Mat Co., Chicago, I1., 


is introducing a kitchen canister top 
which combines a knob to permit the 





easy removal of the canister lid in a 
recessed groove. With this type knob 
the canisters can be stacked to save 
space. Canisters are part of the Aristo- 
ware, “Kitchen Shower Set” which in- 
cludes appliance mats, hot pads, waste 
basket, cookie can, flour can and match- 
ing wall protector to be used behind 
sink or stove. 


‘Izaak Walton’ Varnish 


Designed primarily for protecting and 
preserving bamboo or metal fishing rods 
is the Izaak Walton varnish. This 
synthetic varnish is claimed to be so 
elastic: that it is, not affected by the 
stresses and strains that a fishing rod 
withstands. Maker says the varnish will 
not turn white in fresh or salt water, 
and does resist the temperature changes, 
fly oil, line grease and insect repellents. 








~ DEVOE 
IZAAK WALTON, 


VARNISI 







Available to dealers is a colorful 11 by 
14 in. counter display depicting a fish- 
erman catching a “big one” in a moun- 
tain stream. It has a collar which holds 
a jar of the varnish using the slogan, 
“Spare the Varnish and Spoil the Rod.” 
Devoe & Reynolds Co., Inc., 44th St., & 
First Ave., New York City 17. 


Sandusky Abrasive Sticks 


Sandusky Flexible Abrasive Sticks 
are made from graded and selected 
abrasive grains bonded in rubber. They 
are said to be tough, pliable, and will 
not load or glaze. They may be used dry 
or with water. It is claimed that you 
can cut and shape the sticks with ease 
for countless jobs such as finishing con- 
tours, grooves, beads and all irregular 
or hard to get at places. Abrasive stick 
can be readily fastened to the tool post 
of a lathe for rapid mechanical finishing 
operations on journals, rolls, shafts, 
spindles, etc. For finishing operations 


and polishing threads, grooves, corners, 
curves, contours and holes, the triangu- 
lar shaped and round shaped sticks are 





best suited. Sticks are available in 3, 
6, and 8 in. lengths; in three grains, 
fine, medium and coarse; and standard 
shapes include rectangular, square, tri- 
angular and rounds. Sizes range from 
14 in. diameter round shape to 8 by 1 
by % in. in rectangular sticks. Blocks, 
4 by 4 by % in. are available for large 
area finishing operation. Sandusky 
Abrasive Wheel Co., 722 W. Ransom 
St., Kalamazoo, Mich. 


Kitchen Cutlery Book 


Lamson & Goodnow Mfg. Co., Shel- 
burne Falls, Mass., makers of the “An- 
chor Brand” table cutlery, has issued a 
catalog showing the home kitchen and 
professional cutlery. Items are grouped, 
illustrations show comparative sizes and 
descriptive copy is concise, but com- 
plete in the 11 pages. Prices are also 
included. 
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Outboard Motor Rack 
B-H Co. Inc., Cambridge City, Ind., 


offers an outboard motor rack made of 
structural steel, channel and angle. 
Finished in green, it folds to 2% by 16 
in. The base of the unit is 16 by 16 





in., height, 32 in. Rack weighs about 
15 lbs., and is packed in individual 
cartons. Suggested to retail for $9.50. 





Color Coils 


Plastic color coils for bike and motor- 
cycle trim. Available for frames and 
handle bars, No. 24, packed 12 coils 
to corrugated package, including 6 dif- 





ferent color combinations. Shipping 
case contains 6 such packages, weighs 
about 12 lbs., or selected color combi- 
nations may be ordered, packaged 12 
to the corrugated package with 6 such 
packages to the shipping case. Sug- 
gested to retail for 50 cents each. Coils 
for wheel spokes, No. 11, are packed 
24 coils of a color banded, 3 banded 
packages to a display can. Shipping 
case contains 12 cans, weighing 11 lbs. 
Or selected colors can be ordered 
packed as above, 6 gross per case. 
Every 24 coils banded, three such bands 
in a can. Suggested to retail for five 
cents each. Frank Paper Products 
Corp., Plastics Division, 2939 E. War- 
ren St., Detroit 7, Mich. 
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gency Tire \atletor 


Bike Tire Inflator 

Kidde Mfg. Co., Inc., Consumer 
Products Div., Bloomfield, N. J., is 
offering the bicycle Tire-King Emer- 
gency Tire Inflator. It will in many 
cases of slow leaks or soft tires, give 
enough inflation to reach the service 
station. Each Tire-King consists of 12 
cartridges containing the inflation 
charge, and inflation device and a car- 
tridge helder. To operate, screw infla- 
tion device on tire valve, drop cartridge 
in holder and puncture cartridge by 
turning the holder. One dozen Tire 
King kits are packed in a manila car- 
ton with two counter display cards. Six 
dozen are packaged in a corrugated 
shipping case, weighing 86 lb. Kit is 
suggested to retail for $1.69 and for a 
box of 6 refills, the suggested retail 
price is 59 cents. 


‘Doll-E-Hichair' 


American Metal Specialties Corp.. 
Allegheny Ave., C, & Rosemill Sts., 
Philadelphia 4, Pa., is offering the 
model 300 “Doll-E-Hichair” completely 
assembled with movable food tray. Made 
of steel the high-chair is 184 in. high, 
8% in. wide, and 9 in. deep. The chair 
will hold up to 20 in. doll. Available in 
pastel pink with ivory food tray, and in 
pastel blue with ivory food tray, with 
decalcomania trim. Suggested to re- 
tail for $1.49. 














NOW! SELL FAST CUTTING 


ROTARY MASONRY DRILLS 





* Cut Holes 4 Times Faster 

* Stay Sharp Up to 50 Times 
Longer 

Drill Concrete, Brick, Plaster, 
Slate 

Fit Any Rotary Drill, Drill 
Press or Hand Brace 


@ Offered at the lowest prices in history 
and advertised to a market of millions, 
new Carboloy* Masonry Drills represent a 
booming market for aggressive merchan- 
disers. No other masonry drill can match 
its advantages in design, durability. The 
construction rush isn’t coming—t's here! 
Cash in now on Carboloy’s profitable re- 
sale plan. Send for details today! Carboloy 
Company, Inc., 11197 E. 8 Mile Rd., 
Detroit 32, Mich. 








15 POPULAR SIZES 
ASK ABOUT SPECIAL 
6-DRILL SET 
36’, Va", Ac’ 
34", 42", AND 54” 
IN FREE CANVAS KIT 
$13.70 














Solid round shank tipped with 
Carboloy Cemented Carbide — 
hardest metal made by man. 


CARBOLOY* MASONRY DRILLS 


CEMENTED CARBIDE 














/ 


No finer tribute could be our reward for an 
earnest endeavor to build a worthy product. 
The wide endorsement National Builders’ 
Hardware has received from architects, 


| contractors and builders everywhere is a 













safe buying guide for those who appreci- 
ate the importance of selecting hardware 
that delivers long, dependable service. 

Designed right and built right to withstand 
hard use in every climate, this hardware 


is well worthy of recog- 
nition. Specify National? 
The complete line em- 
braces practically every 
requirement for builders’ 
hardware. 
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COX Sanding Dise Holders 


— 





Most practical holder ever de- 
vised. Makes power sanding 
simpler and easier for home 
owners, hobbyists, craftsmen, 
mechanics, farmers, auto body 
men. Shanks fit to fixed and 
flexible shafts . .. or to hole 
shooters with Jacobs chucks. 


See how holding head screws 
into recessed body to clamp 
paper sanding disc. Head sets 
below face of disc, never to mar 
surface worked on. Tighten with 
any blunt tool. 


Write for Holder Builetin A71. 
Interesting dealer discounts. 


COX meat propucts co 
3249 No. 26 St. © Milwaukee 6, Wis. | 
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Power Lawn 
Mowers 
and 
Small Gas Engines 
Made by 


HAPCO 


Box 25, Basking Ridge, N. J. 














PAR-TER 


.. ANOTHER NAME FOR 


BETTER PAINTS 


THE SPAR-TEX COMPANY 
4309 THIRD AVE., NEW YORK 57, N.¥. 

















BUY 
UNITED STATES 
SAVINGS BONDS 
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—_WAATS NEW 





‘Venetian Screen’ 


“Venetian Screen” is designed to do 
the work of screens, awnings and vene- 
tian blinds, according to Warp Bros., 
110 N. Cicero Ave., Chicago 51, Ill. 





It has 18 tiny metal louvers per in., 
set at a near horizontal angle which 
will keep out flies and mosquitoes. This 
construction reflects the sun’s rays from 
mid-morning till late afternoon, says 
the maker, making rooms cooler, and 
preventing fading of furnishings. It is 


| said to have 20 per cent more open 


space than window screening, therefore 
providing good ventilation and visibil- 
ity. Venetian Screen is available in 
bronze or aluminum alloy in a roll in 
widths from 24 to 36 in. It can be cut 
with shears. 





Jamestown Scooter 


Jamestown Specialty Mfg. Co., Inc., 
Jamestown, N. Y., is making a scooter, 
model 47-2 which is 44 in. long and 33 
in. high. The 10 in. double disc plastic 
finish wheels are equipped with semi- 
inflated 10 by 1.75 in. heavy duty tires. 
Solid bronze bearings are self-lubri- 
cating and the steel seat folds in to dis- 
appear. The tubular stee] handlebar is 





equipped with natural rubber grips. 
Footboard, finished in aluminum, is 17 
in. long and 8% in. wide. A separate 
parking stand is attached to the frame. 
All fittings are cadmium plated. 
Available in black or red with double 
red stripes on cream wheels, and cream 
striping on steering post and body. 
Packed one to a carton, weighing 23 


lbs. 


Poultry Water Warmer 


Smith Gates Corp., Plainville, Conn., 
is offering the immersion type poultry 
water warmer. It operates on 110 V., 
60 cycle, AC. Warmer has a rustproof, 
plated brass case 6 in. long, 1% in. 
diameter, with 6 ft. ot neoprene cord 
which is said to be unaffected by sun, 
cold, or chemicals. Maker states the 
unit is watertight. Factory adjusted 
thermostat permits enough electricity to 
be used in winter to keep water at 
drinkable temperature of 50 deg. F. 
One warmer is said to take care of 100 
to 250 hens. Warmer is guaranteed to 





maintain 12 qts. of water in open drink- 
ing pans at 50 deg. F. during zero 
weather. Packed separately in display 
paper box, 1 |b.; standard package of 
10 warmers weighs 10 lb. Suggested to 
retail for $3.90. 


Rapid River Rods 


Indian Bait & Tackle Co., 7236 
W. Jefferson Ave., Detroit 17, Mich., 
is offering it’s Rapid River Rods made 
of 6150 chrome Vanadium steel. Preci- 
sion-built, these rods are finished with 
baked enamel in maroon, straw, tan, 
brown and green. Tips and guides are 
made of stainless steel or tungsten- 
carbide steel, supplied for $1.00 extra, 
each wound to the rod with stainless 
steel wire. Handles are made of com- 
position cork, section fit, with depressed 
reel socket and hexagonal or round nose 
handles. Rods are packed 8 to a card- 
board shipping tube. With each rod 
is supplied a heavy duck carrying bag. 
Rods are suggested to retail for $6.15 
and $6.45. Five models include: 3 ft. 
rod, 1 guide, 1 tip; 3% ft. rod, 2 guides, 
1 tip; 4 ft. rod, 2 guides, 1 tip; 4% 
ft. rod, 3 guides, 1 tip: and 5 ft. rod, 3 
guides, 1 tip. 
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‘Stor-Age Kitchen Cabinet 


Model 123 Stor-Age Kitchen Cabinet 
is finished in baked high gloss white 
or Porceloid red, blue or green. Mount- 
ed on easy rolling casters, it has a full 
bottom shelf. Unit has a drop leaf on 
the right to save space when folded and 
a utility drawer. The steel cabinet is 
electrically riveted and welded. Stor- 
Age cabinet is 18 in. long by 14 in. 
wide by 11 in. deep. Table top is 45 in. 
long with drop leaf up. Can be used 
for a telephone, cocktail and sewing 
table, roaster and mixer table, or 


toaster, radio, magazine table. Cabinet 
will hold cans, dishes, or other kitchen 





utensils. Unit is 26% in. high, weighs 
23 lb. One is packed to a carton, 
shipped set up. All edges are smooth. 
Marshallan Mfg. Co., 10750 Berea Rd., 
Cleveland 2, Ohio. 


Stainless Steel Set 


Adel Precision Products Corp., 1172 
Merchandise Mart, Chicago, IIl., is offer- 
ing a stainless steel set which consists 








of a kitchen spoon, hamburger turner, 
and icing spatula packed in a four- 
colored gift box. A stainless steel six- 
place wall rack is included. Set is 
suggested to retail for $7.50. Kitchen 
tool line has been augmented by the 
addition of a potato masher and ricer 
and a round-bowl ladle. Rest of the 
line includes a three-tine fork and a 
scraper basting spoon. Suggested retail 
prices are $1.00 spatula, $1.50 ladle and 
masher, and the rest $1.25 each. Also 
available is a stainless steel wall rack 
mounted on an atiractive descriptive 
card suggested to retail for 49 cents. 


JULY 3, 1947 





Flower Bed Rake 


Keller Mfg. Co., St. Louis, Mo., is 
making a toy “Flower Bed Rake” which 
has 12 tines, each 3/16 in. wide, flat 
wire, .025 in. thick. The handle is % in. 
in diameter and 18 in. long, making the 
overall length 24 in. Being used as a 
toy, it will encourage children’s interest 
in caring for the garden and lawn, says 
the maker. Weighing 4 oz., it is sug- 
gested to retail for 39 cents. 


Booklet on Glan Block 


Entitled, “Ideas for Commercial Ap- 
plications of Glass Block,” this booklet 
presents ideas for construction and re- 
modeling of stores, shops and retail ser- 
vice centers. With pictures, captions 
and a few simple sketches, the folder 
outlines practical applications of glass 
block. A two page spread gives design, 
size, and descriptions of different types 
of glass block, with illustrations. IJnsu- 
lux Products Division, Owens-Illinois 
Glass Co., Toledo 1, Ohio. 





Hercules Pump Jacks 
Hercules pump features two work- 
ing grips and one auxiliary safety grip 
holding pump to beams. The pump 
has no separate parts and it is indepen- 
dent of ropes, hooks or nails. Pump 
locks automatically, instantly and se- 
curely, says maker. 
one can scaffold the whole side of a 
building at one time. Maker says that 
a 60 ft. building can be scaffolded in 
less than a half hour. 


& Bracket Sales Co.. Inc., 657 S. 13th 
St., Newark 3, N. J. 





Newark Ladder 


It is claimed that | 
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pairY 
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CAPACITY 
60 Ibs. by 
1/10 Ibs. 


For the dairy farmer 
who requires accu- 
rate milk production 
records. Saves money 
by weeding out non- 
producing cows. Ex- 
tra adjustable indi- 
cator can be set to 
deduct weight of 
milk pail. Large, easi- 
ly read graduations 
of one tenth pound 
simplifies computa- 
tion. Dimensions 8” 


See your jobber 


2” 17”. H HANSON 

a Sr 2 see SCALE COMPANY 
construction assures 

years of reliable 525 N. Ada St. 
service. Chicago 22, Ill. 











| WITHOUT DELAY! | 





Your order shipped Immediately 





The MALCO Line 


consists of: 


Pie Pans and Cake Pans 
6 and 9 Cavity Muffin Tins 
4-Cup Flour Sifters 
Tube Cake Pans 
Ring Moulds 
5¢ Tin Cup 
WRITE OR WIRE 


THE MALCO COMPANY 


Specialising in Tinware 
962 Vine Street, Hollywood 38, California 
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Canva-Lastic 
MAKES CANVAS LAST 
WATER-PROOFS 

Awnings 
Binder Canvas 
Tents 
Tarpaulins 
Canoes 
Automobile 
Tops 

Stack Covers, 

Fly Nets, Horse 

Covers, Work 

Jackets, Overalls, Rope, Porch and 

Yard Furniture, Venetian Blinds. 


STOPS MILDEW, WARPING AND 
CHECKING 














Helps keep canvas from shrinking 
Makes them Soft and Pliable 


DIRECTIONS 
Apply with Brush, Rag, Sprayer, or by 
Dipping. 


Dries in 2 to 3 hours 


Covering Capacity: | Gallon waterproofs 
100 to 125 Sq. Ft. 


Manufactured by 


NEATSLENE €O., OMAHA 8, NEBR. 


ROY W. SHEPARD, "SHEP" 




















FOLDING CHAIRS 


Many styles. Upholstered & plain. 
Tablet Armchairs — Folding Tables 


PROMPT 
SHIPMENT 


ADIRONDACK 
CHAIR CO. 


1142-A BROADWAY 
NEW YORK I, N.Y. 





















Templeton, Kenly & Co. 
Chicago (44) Ill. 
Better, Safer Jacks Since 1899 





SPAR-TER 


MAKERS OF BETTER 
PAINTS & ENAMELS 


THE SPARTEH CO., MEW YORK 57,7. Y. 











Coming Conventions 
And Events 


Corrected Each Issue 
According to Latest Data 


American Hardware Manufac- 
turers Association, 93rd semi-annual 
convention, Oct. 13-16, 1947, at Atlantic 
City, N. J., meeting jointly with the 
53rd annual convention of The National 
Wholesale Hardware Association. Marl- 
borough-Blenheim Hotel is convention 
headquarters. Charles F. Rockwell is 
secretary of the manufacturers’ associa- 
tion with headquarters at 342 Madison 
Ave., New York City, and Thomas A. 
Fernley, Jr., is executive secretary of 
the wholesalers’ association with head- 
quarters at 505 Arch St., Philadelphia. 


International Housefurnishings 
Market, July 7-19, 1947, at the Mer- 
chandise Mart, Chicago, IIl. 


National Contract Hardware’ 


Assn., annual convention, and Nation- 
al Builders’ Hardware Exposition, 
Sept. 8-11, 1947, at the Palmer House, 
Chicago, Ill. John R. Schoemer, 420 
Madison Ave., New York 17, N. Y., ‘s 
managing director. 


National Hardware Show, Oct. 
15-18, 1947, at the Grand Central Pal- 
ace, New York City. Frank Yeager, 331 
Madison Ave., New York City, manag- 
ing director. 


National Housewares Show, Jan. 
15-22, 1948, at the International Amphi- 
Theatre, Chicago Stockyards, sponsored 
by the National Housewares Manufac- 
turers’ Association, 1402 Merchandise 
Mart, Chicago, Ill. A. W. Buddenberg 


is executive secretary of the association. 


National Wholesale Hardware 
Association, 53rd annual convention, 
Oct. 13-16, 1947, at Atlantic City, N. J., 
meeting jointly with the 93rd _ semi- 
annual convention of the American 
Hardware Manufacturers’ Association. 
Convention headquarters will be the 
Marlborough-Blenheim Hotel. Thomas 
A. Fernley, Jr., is executive secretary 
of the wholesalers’ association with 
headquarters at 505 Arch St., Phila- 
delphia, Pa., and Charles F. Rockwell 
is secretary of the manufacturers’ asso- 
ciation with headquarters at 342 Madi- 
son Ave., New York City. 





cook ST STOVES & WATER HEATERS 





We can also furnish you with 


OIL BURNERS 
ALL KINDS OF BRASS FITTINGS 


yyy MANUFACTERINS co. 
- Box 2 Hartford, Cona. 





the foltewlag: 
ASBESTOS WICKS 














CENTRAL RUBGER PRODUCTS CO., Inc. 
621 or @ New York 3, N.Y. 





78 types te cover all price IGH parts 
available. Complete line of "AMERICAN" 
incandescent lamps—our own product at best 
factory discounts. 

JOBBERS—+send for catalog and prices. 


HE SAVE LAMP cO., Baltimore 11, MD. 


AFNTROR and FILLER 


w aici DRAINS Cellars 

i , Washing 
Machines. Can 

; Mix Hot and 

Cold Water 

| When Filling 

RETAILS at $1.60 

or Circular! Mention Your Jobber! 




















If You Want 
What You Want 
When You Want It- 


Then place your “WANT AD” 
in the Classified Section of 
Hardware Age. Hardware Age 
will tell your “WANTS” 
the greatest number of read- 
ers of any paper in the Hard- 
ware trade. It brings employ- 
er and employee, buyer and 
seller together — and gets re- 
sults for its classified as well 
as display advertisers. 


Hardware Age is not only 
widely, but thoroughly read. 
Address with copy and remit- 
tance — 


HARDWARE AGE 
Classified Opportunities Section 
100 East 42ad Street 
New Yerk City 
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(NO ODOR MEANS MORE SALES FOR FRANKLIN GLUE!) 





























FRAN NKUN 


NEEOS NO toy _ 
READY TO USE FROM THE JAR. _j 


( NATIONAL ADVERTISING SAYS, 
“AT YOUR HARDWARE DEALER” 





FRANKLIN 
Genuine HIDE GLUE 


READY-TO-USE 


Sample sent when request 
is on business letterhead 


HAPPY DAY! 
NO ODOR! 















THE FRANKLIN GLUE CO. 


COLUMBUS 15, OHIO 











BACK AGAIN... 


IN BULK, % PINT AND QUART CANS, 
in addition to 3 sizes of lithographed tubes 


SHEFFIELD 
OIL 
COLORS 


Incorporating every 
new development! 


30 outstanding colors, 
& triple ground in pure 
linseed oil to give 
maximum strength 
and cleanest colors. 
Highest uniform qual- 
ity assured because 






t 
Sven * peng winett? id 





of our volume production and modern equipment. 
A beautiful metal display cabinet is available as a 
sales stimulator. Write for prices and further details. 


PAINT CORPORATION 
CLEVELAND 6, OHIO) 








































WRITE FOR AN ILLUSTRATED CATALOG 


GENERAL rT 


3618 W. PIERCE STR 


1947 





JULY 3, 





IF IT’S 


YOU WANT buy 





Cc 
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| * “Sparkl-Brite” pulls are priced 





TURERS OFA 
TE LINE OF 


, GARDEN | 
9ME TOOLS 


WARE 


MILWAUKEE,WISCONSIN 


STAINLESS STEEL 


“SPARKL- BRITE 
PULLS 


* “Sparkl-Brite” Pulls 
Won't Chip, Rust or Peel! 

* “Sparkl-Brite” high-luster pulls 
look like chrome, make cabi- 
net doors and drawers sparkle 
with beauty! 

* “Sparkl-Brite” high-quality 
pulls bear the “Hollymade” 
trademark, your assurance of 
quality performance and de- 
sign. in builders’ hardware. 








low for quick turnover, 
increased sales volume and 
good dealer profit margin. 


ORDER “SPARKL - BRITE” 
PULLS FROM YOUR 
JOBBER TODAY! 


PACIFIC PLASTIC & MFG. CO., Inc. 


MANUFACTURERS OF BUILDERS HARDWARE 
4865 EXPOSITION BLVD. + LOS ANGELES 16, CALIF. 























BUY FROM YOUR REGULAR JOBBER 


COM PANY 
















PLYMOUTH < 
Producla PLYMOUTH, WASS. 


THE ROPE YOU CAN TRUST BECAUSE IT IS 





ENGINEERE 


Zz 


D FOR YOUR JOB 














8 OZ. 9 OZ. 
GIANT TOPPER 


6 OZ. 
MIDGET 






The “Babbitt” Roof Scaffolding Jack al 


Preferred by carpenters, builders and roofers everywhere for saving time 
and materials in building roof scaffolds. Quickly and easily attached to 
roof by driving two nails—A tap of the hammer and it is removed. 

Rugged construction for safety and long life, with no moving parts to slip 
or become out of order. Holds 2x4, 2x6, or 2x8 framing and works 
well on any slope roof 

Extra long shank allows room for stacking shingles on the scaffold without 
interfering with the next course to be laid and eliminates crouching low 
to lay the first course. Several jacks may easily be carried at one time— 
They hang on a ladder rung until needed—and in most cases can be dropped 
to the ground when finished without harm to the jack. 

These jacks sell in quantity—One man working alone will use from six to 
a dozen—Larger crews in proportion. Progressive merchandising of this 
builders’ equipment by the dealer will bring new customers to the store and 
additional sales of building material items, tools, ete. 
Fast selling—proven through use. Price to retailers $1.38. 
Dealers price F.O.B. Vineland, N. J. 2% discount if 
check accompanies order. 1% ten days to rated firms. 












Overall length 24 in., Width 2 in., Weight 3% lbs. H 
Packed 1 dozen in steel strapped bundle. Shipping weight OSE PRECISION 
40 lbs. per dozen. NOZZLES BRASS MACHINED 











On orders for Gross Lots, Special discounts on request. 
Jobber inquiries invited. 


Made by 


THE BABBITT MFG. CO. 


719 Park Avenue Vineland, N. J. 








Peerless INDUSTRIES 


DETROIT 10, MICHIGAN 





5141 MILITARY 

























GLASS 


ELECTRIC FENCER 
CUTTERS = , 





There are no substitutes for quality— 
stock and sell genuine RED DEVIL tools. 


Complete Catalog Available 
RED DEVIL TOOLS.-Irvington 11,N.J.,U.5.A. 


G2 






No. 50 
woop 
SCRAPER POINTS 


"HOLS QUALITY” LADDER JACKS DELIVERED DAILY 
) HOLM’S MANUFACTURING CO. 


easily adjusted and lock into position automatically. Safety 
OF OHIO 


factor, 750%. 
106 N. MAIN ST. AKRON 8, OHIO 















LARGE DISCOUNTS AND FREIGHT ALLOWANCES 
TO DEALERS AND JOBBERS — LIST $7-50 


Sales Representatives: Write for Open Territory 
1-547-37 Write or wire your order for prompt delivery. 



























K-D 20 
RATCHET 
WRENCH SET 


Handy tools for: 


“emacs, HANDLE-TIGHT CLAMP 
‘pt 


AVAILABLE NOW TO 


MINUTE MOP USERS! 























Mechanics Simple, Ingenious Uevice! 
Plumbers Quickly Attached by Anyone! Allows Rougher Usage! 
Craftsmen Safety-Tight for More Efficient Cleaning. Feature the New 
Fl sot ks Minute Mop HANDLE-TIGHT CLAMP. A real sales getter, 
ectricians . CLAMP 4 profit-builder that fits any MINUTE MOP you have is 
ALONE Stock. Locks the DuPont Cellulose Sponge Mop-head securely 
Modelmakers Retail handle. Gives mop an amazing efficiency. No need to 






and List return your stock of mops for this improvement. Simply 
order HANDLE-TIGHT CLAMPS today from your jobber 
—for IMMEDIATE DELIVERY. 


Packed | doz. Clamps to a box; 6 Boxes in a Shipping Carton 


MINUTE MOP ©0. chicico re ive 


Tough alloy steel wrenches, %”, 7,16”, 2”, 
9 16” openings. No heads to change, reversible 
ratchet. Box socket construction. Close teeth per- 
mit short stroke. 342” to 442” long. 


K-D MFG. CO., Lancaster, Pa. 























* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 
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—_ BATHROOM AND KITCHEN ACCESSORIES 


WIZ, “DESIGNED TO MAKE THE PASSER-BUY” 
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CO. 
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Rougher Usage! 


Feature the New 
real sales getter, 
OP you have is 
fop-head securely 
cy. No need to 
vement. Simply 
rom your jobber 


Shipping Carton 


rd.Sf. 
om 2005 
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pendable LeBus forged 


Also available are Type 
“C”’ and Type “‘L’’ Load 
Binders for heavier ser- 


vices. Complete informa- 
tion furnished upon re- 
quest. 


P. O. BOX 2352 





BRING HIGH QUALIFY 
TO THE LOW PRICE FIELD 


LeBus Type ‘‘A’’ Load Binders are drop 
forged of alloy and carbon steels, 
treated, fully guaranteed and they have the de- 
“*ball-and-socket”’ 
swivel that cannot bind or deform... 
they retail at prices that will appeal to 
farmers, light industrial haulers and others who 
demand quality at low cost. Stock them for 
additional sales . . . greater profits. 


SOLD ONLY THROUGH RECOGNIZED 
JOBBERS AND DISTRIBUTORS 


LEBUS ROTARY TOOL WORK 


fully heat- 











yet, 


LONGVIEW, TEXAS 
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Mt 
Hill, 


FINISH: Green Enamel. 

POST: High carbon welded 
steel tube. (Four times 
stronger than common black 
pipe.) 7 feet long x I'/2-inch 
diameter. 

HOOKS: New design, strong, 

heavy, with plenty of line 

space. 


16" long. Sets In ground or 
concrete. Black enamel 
finish. 
PACKED: Four complete post: 
wrapped in heavy waterproof 
paper. 
WEIGHT: 56 Ibs. per set of 


mediate Delivery em 


CHENEY INDUSTRIES, Dept. H Trenton, N. J. 
EE 5 8S, 
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, oe i’ CABINET HARDWARE 


JULY 3, 1947 


SOCKET: Heavy stee! tubing, | 














a 
WHEN REALLY COUNTS 






~.. for fine quality» 
pocket knives 


CAMILLUS CUTLERY COMPANY, New York 17, N.Y. 
Established 1876..... Factory at Camillus, N. Y. 








GENUINE AJEY PRODUCTS 


BARN EQUIPMENT 
Cattle Stalls, Stanchions, Pens, Water . 
Bowls, Milking Stools, Feed Carriers, 
Feed Trucks, Litter Carriers, Cork Brick, 
Steel Columns, Ventilation, etc., etc. 





Established 1879 y 


atso HAYING TOOLS np 
HARDWARE SPECIALTIES 


“Guaranteed to satisfy the user’”’ 


THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE - COUNCIL BLUFFS, IA 





























Your "Ul From One Source” Hardware Manufacturer 


N NATIONAL LOCK COMPANY ROCKFORD, ILLINOIS 


BUILDERS HARDWARE + CABINET LOCKS + SCREWS AND BOLTS 












assified Advertising Rates 











Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Positions Wanted 


(Special Rate) set solid, maximum, 
50 wor 


Allew Seven Words for Keyed Address 
or Your Address 





Get solid, maximum, 50 words....... $5.00 
Each additional word......... .18 


WD cceescccsucccscscsseoss Gee 
Each additional word.........  .05 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions. 

No Agency aaa re allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 
Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs. 

etc., will not be forwarded to box number 

postage for remailing. 

HARDWARE AGE is published every othe 
Classifi 


Thursday. 
previous to date of publication. 


Address you? correspondence and replies to 


100 East 42nd St., New York 17, N. Y. 


unless accompanied by sufficient 


ed forms close 15 dave 


HARDWARE AGE 


Classified Opportunities Dept. 











a Help Wanted 


. | 


Help Wanted «| 





WE ARE LOOKING FOR A TOPFLIGHT 
MANAGER FOR OUR WHOLESALE SUP- 
PLY HOUSE. A going and progressive organi- 
zation wholesaling hardware and mill supplies, 
electrical goods, appliances, air-conditioning an 
refrigeration offers a notable opportunity to man 
with substantial background and experience in 
handling $5 million annual sales. Salary and 
bonus commensurate with ability. Interview ar- 
ranged at our expense. Write full details to Box 
L-330, care of Harpware AcE, 100 East 42nd St., 
New York 17, N. Y 





Exceptional Opening for 


SALES ENGINEER 


to cover Mid-West 


Metalworking Industry 


Selling Experience Desirable 
But Not Essential 


Nationally known manufacturer of produc- 
tion material wants man to vise cus- 
tomers en applications—not take orders— 
working in Michigan and Indiana, with 

uarters preferably in Detroit area. 
=— to be commensurate with experi- 


Reguioumenter Varied mee mae of metal- 
y 


working p lant work 
er selling; ability to ay ‘extensively 
away from fan 
background. 





in detail abou 
lew arranged at . = 
York  hendiguasterss expenses paid. 
. Address Box L-254, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 


Write 








SALES MANAGER'S 
ASSISTANT 


A fine future open 
with long established 
maker of fastening devices 


A real opportunity for a man who is 
(1) experienced in sales operations 
through industrial supply outlets; 
(2) an able sales correspondent; (3) 
free to travel out of New York head- 
quarters occasionally; (4) willing to 
“work up” to a major executive post. 
4 open. Write fully about your 
background. Enclose photo, Inter- 
view in New York, expenses paid. 


Address Bex 1-255, care of HARDWARE AGE 


WANTED: MAN FULLY EXPERIENCED, 
TO MANAGE RETAIL PAINT AND HARD- 
WARE STORE. Must have ability to manage 
help and take charge of sales floor. Located in 
Baltimore, Md. Good opportunity for a very 
active man. Give full details about yourself. 
Address Box L-322, care of Harpware AGE, 
100 East 42nd St., New York 17, N. Y. 





SALESMAN EXPERIENCED IN TOOLS, 
SHELF HARDWARE, PAINTS AND HOUSE- 
WARES FOR SALES.AND DISPLAY. Excel- 


lent position for man of character, personality 
and ability who can assist in management. Old 
established well rated retail store Southwestern 
Michigan. Write fully as to experience, age, 
qualifications and references to Box L-329, care 

100 East 42nd St., New 


of Ha«RDWARE 


AGE, 
York 17, ¥. 





[Sales Repnesentakives Wanted | 





SALESMAN NOW CALLING ON RETAIL 
HARDWARE DEALERS AND LUMBER 


YARDS TO COVER NEW JERSEY TERRI- 


TORY FOR A WELL ESTABLISHED 
WHOLESALE HARDWARE HOUSE. _ Ad- 
dress Box L-313, Ace, 100 


care of HarpWarE 


East 42nd St., New York 17, N. Y 





SALESMEN WANTED BY LARGE WELL 
ESTABLISHED WHOLESALE DISTRIBU- 
TOR TO RETAIL HARDWARE TRADE. 
Main lines—paint brushes, brooms, mops, tools, 
cutlery, electrical appliances, and sundries, Lib- 
eral commission. Territory open, Massachusetts, 
Rhode Island, New Hampshire, Maine and Ver- 
mont. Address Box [-325, care of HARDWARE 
Ace, 100 East 42nd St. New York 17, N. 





SALESMEN WANTED 


ty Leading New York Wholesale Sporting Goods 
House, to call on Retail Hardware, Sporting Goods 
and Department Stores; with Complete Line of Popu- 
lar Priced Professional and Juvenile Athletic Goods 
for New England, Ohio, Michigan and Pennsylvania. 
Must have car, following necessary. Can carry non- 
conflicting side line. Give full particulars. 
Address Box L-315, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








EXPERIENCED 
HOUSEWARES SALESMAN 


—- IN KEY CITIES IN OHIO, MICH., 
ND., ILL., WIS., IOWA, AND MINN. FOR 
DIRECT FROM FACTORY SALES TO RETAILER, 

DEPARTMENT ORES, CHAIN ORGANIZA- 

TIONS AND JOUBERS, mab cab LINE OF 

STAPLE AND _ SEMI-PROMOTIONAL _ ITEMS 

PRICED FOR ere ‘SaLes Pepe coe 


CENTRATED TERRITO SIX 

CALL BACK a TMMEDIATE DELIVERIES 
BACKED-UP BY NG NATIONAL AND 
LOCAL ADVERTISING. OUR _MANUFACTUR- 
ERS KNOW THE WAR IS OVER. COMMISSION 
ny NO SALES ORGANIZATIONS NEED 


Address Box L-304, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











100 East 42nd St., New York 17, MN. Y. 











168 


SALESMAN. NOW CALLING ON PAINT 
AND HARDWARE TRADE TO SELL (Two 
Leaders) Swiss Plastic-Metal—Swiss Plastic-Flo 
in opening deals. Repeaters. Big Commission. 
Many Territories open. Give details. Swiss Lab- 
oratories, 1533-35 Hamilton Ave., Cleveland 14, 
Ohio. 





SALESMEN WANTED TO SELL AN OUT- 
STANDING LINE of Hand Painted Waste 
Baskets, Canister Sets, Dust Pans, Match Boxes, 
Step-On-Cans, Bread Boxes, Vegetable Bins, 
Wall Cabinets, Bath® Tumblers, Tissue Boxes, 
Trays, Silent Butlers, etc. Commission. All ter- 
ritories open. Furnish references with letter. 
Address Box L-310, care of Harpware AcE, 
100 East 42nd St., New York 17, N. Y. 





SALESMEN WANTED 


LIMITED TERRITORY MISSISSIPPI VALLEY. 
COMPLETE LINE OF SPORTING GOODS TO 
DEALERS. NON CONFLICTING LINE NOT OB- 
JECTIONABLE. COMMISSION. 


AMCO SPORTS DISTRIBUTORS 
1006 OLIVE STREET, ST. LOUIS 1, MISSOURI 














SALESMEN WANTED 


Leading manufacturer, complete line of leather 
dog furnishings, has a few choice protected 
territories open for experienced men with fol- 
lowing among jobbers, chains and retailers. 
Drawing against liberal commission. 
Address Box L-306, care of HARDWARE " a 
100 East 42nd St., New York 17, N. 














SALESMEN WANTED 


To sell Paint Stores, Painters, Paper Hangers, 
Cleaners, Floor Sanders, Decorators, Janitors, Builders 
Supplies and Institutions Combination Floor Cleaner 
and Polish. Big commission, exclusive territory, good 
repeats, imprint label and old product. Write to 


FLOOR SPECIALTIES CO. 
683a S. 38th St. Louisville, Ky. 














WANTED —SALESMEN EXPERIENCED 
IN MILL SUPPLY AND HARDWARE JOB- 
BER CONTACT, with a technical knowledge of 
the tap and die business, for New England. Also 
Pittsburgh, Cleveland and Cincinnati-Dayton Ter- 
ritories. Write fully giving business background, 
education, age and marital status, This job re 
quires a lot of traveling and knowledge of the 
trade in your area, Adequate salary and expenses 
will be paid the men selected. Address Box L-334, 
care of Harpware Ace, 100 East 42nd St. 





New York 17, N. Y. 


HARDWARE AGE 
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Sales 


PAINT SALESMEN: OUR WATERLESS 
HAND CLEANSER IS TOPS. This is a qual- 
ity product you can handle as a side line. Re- 


moves paint, grease, grime, etc. Territories Open. | 


Address Box L-316, care 
100 East 42nd St., New York 17, N. Y. 





WANTED SALESMEN 
HARDWARE STORES to handle Plumbing 
Brass Goods and Plumbing and Heating Spe- 
cialties in All 
Oklahoma and Texas. 
Address Box L-324, 
100 East 42nd St., 


——— 


WANTED: NATIONWIDE REPRESENTA- 
TION—Manufacturers, Representatives, Distribu- 
tors, Jobbers, Salesmen and Dealers for JLCO 
ALL PURPOSE POLISH. Well established for 
over twenty-three years. Choice territories still 
open. Splendid dealer cooperation, selling helps, 
samples, etc. Address JLCO Laboratories, 1228 
N. Wood St., Chicago 22, Illinois. 


Also City of Los Angeles, 
care of Harpware AGE, 
New York 17, N. a 








SALES REPRESENTATIVE MAKING 
DAILY CONTACT among Chain Store Syn- 
dicates and Wholesale Distributors wishes to 
represent a Reliable Manufacturer in Wisconsin, 
Illinois, Michigan, and Minnesota. Will give 
100% of his time. Maintains Milwaukee Office 
References furnished. Address Box L-293, care 
of Harpware Ace, 100 East 42nd St., New 
Tock 17, B. Y. 





EXPERIENCED SALESMEN—BY MANU- 
FACTURER FOR ESTABLISHED QUALITY 


POULTRY, LIVE STOCK, SPECIALTY 
LINES. FOUR MIDWESTERN '~ TERRI- 
TORIES NOW OPEN. National advertising 


Drawing account and bonus. 
Replies strictly confidential. 


and selling helps. 
No limit to earnings. 





Our employees are informed of this. ad. Give 
complete details first letter. Address Box L-309, 
care of Harpware AcE, 100 East 42nd St., 
New York 17, N. Y. 

WANTED 


FACTORY REPRESENTATIVES 


For Nationally known line of Flashlights — 
Many JU. S. territories available. Contact 


HIPWELL MFG. CO. : 
825 W. North Ave. Pittsburgh 12, Pa. 








SALESMEN WANTED 


by one of the largest manufacturers in the 
country of a full line of leather dog collars, 


harnesses, leads, muzzies, etc., to call on 
hardware, sporting goods, house furnishings, 
and variety jobbers and dealers. Choice pro- 


tected territories open. 


Address Box L-332, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








ATTENTION MANUFACTURERS 
of all kinds of 
TOOLS, HARDWARE AND RELATED LINES 


Brazilian, presently in New York desires Exclu- 
sive Agencies. Payment and all export formal- 
ities will be taken care of by New York Office. 
Address reply to Exportadora Universal, c/o 
Otto Morawetz, 167 Madison Avenue, New York 
16, N. Y. Telephone MU 5-9384. 








SALES REPRESENTATION 
AVAILABLE 
Lock Manufacturer established 30 years wants repre- 
sentation to hardware wholesale trade on commission 
basis. Only established salesmen considered. Terri- 
tories now open: Ohio and Indiana; Detroit and Vicin- 
ity; Missouri and Kansas. 
Write with full details to 
Box L-312, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 











MANUFACTURERS AGENTS WANTED 


MANUFACTURER OF NATIONALLY ADVER- 
TISED PAINT AND VARNISH REMOVER DE- 
SIRES AGGRESSIVE SALES ORGANIZATION 
TO CONTACT HARDWARE JOBBERS AND 
DEALERS. WRITE 


ARROW PRODUCTS CORPORATION 
BALTIMORE 3, MARYLAND 








CALLING ON | 


of Harpware AGE, | 


the Western States and Kansas, | 


| ALLY 


Wanted } | [Sales Representatives Wanted || [Sales Representatives Wanted | 








panion to no more than one other line. . 


YOU every week of the year. 





17 Warren Street 


DOES YOUR PAYCHECK NEED A LIFT? 


We know that there are many good salesmen today who would like to increase their income... . 
of these men WHITLOCK asks, ‘“‘Would you accept a chance to double your earnings?’’ 


WHITLOCK, America's largest exclusive distributors of locksmith supplies, is opening its doors 
to a few select salesmen, who are seeking additional income, to represent us in their territory. 
These men will be presented with the possibility of selling WHITLOCK merchandise as a com- 
. and naturally this other line must not be competitive. 


The WHITLOCK line opens wide the door of opportunity to you for some ‘‘big league"’ business. 
First—YOU benefit because of WHITLOCK’S long established name and fine reputation. 
—WHITLOCK’S aggressive promotional direct-mail advertising program goes after business for 


As a WHITLOCK representative you'll definitely gain the advantage (financial of course) of a 
continually promoted line and a progressive firm whose staff feels that it’s a privilege to work 
for WHITLOCK. Besides, our 256 page catalog, acknowledged as the finest in the locksmith 
industry, completely simplifies presentation of the line. 


To place yourself on record as being interested in reaping, with WHITLOCK, the harvest of a 
profitable line, write us (don’t wire, phone or call in person—but write us in your own hand- 
writing please) a complete history of your background . . . 
of accounts now being sold, what other line you are carrying and for whom you are selling. Also 
include at least 3 business and character references and a recent photograph of yourself. 
turn make only two stipulations—you must be at least 30 years of age and have had 5 or more 
years’ experience selling locksmiths, hardware stores, etc. 


Direct your reply to H. J. LASKY for consideration. 


WHITLOCK CORPORATION 


Second 


age, experience, territory covered, type 


We in 


New York 7, N. Y. 








SALES REPRESENTATIVES WANTED— | 


OLD ESTABLISHED NATIONALLY KNOWN 
MANUFACTURER OF BUILDERS HARD.- 


WARE is now readjusting territories and repre- | 


sentation. Will create openings for several ex- 
perienced representatives who have good follow- 
ing and understand builders hardware. State 
Lines now carried, type of trade covered and 
territory. Address Box L-323, care of Harp- 
ware Ace, 100 East 42nd St., New York 17, 
N. Y. 





DISTRIBUTORS WANTED FOR NATION- 
ADVERTISED, GUARANTEED, HIGH- 
BRUSHLESS, Wipe-on Auto Paint 
Protected territory. 
full profit margin. 


QUALITY 
and 1l-coat Auto Spray Paint. 
No price competition 

Easily 
and Dealers. Requires $500 
Address Gold Seal Brands, 
Los Angeles 5, Calif. 


to ~~? 
673 So. Coronado, 


SALESMEN TO HANDLE 


SIDELINE 
QUALITY LINE OF HOME WORKSHOP 
AND GENERAL PURPOSE GRINDING 


WHEELS AND SHARPENING STONES TO 
HARDWARE ACCOUNTS. Prices permit M.O. 
competition. Small samples. Territories open— 
New England, Northern, Southern and 
Central States. Write fully to Box L-314, care 
of HARDWARE 

York 17, N. Y 





make $200 per week selling to Jobbers | 
stock. | 


Part of | 


Ace, 100 East 42nd St., New | 


MEN NOW CALLING DIRECTLY ON 
HARDWARE STORES TO SELL APPROVED 
FLUORESCENT STARTER: Salary and com- 
mission. Write giving, territory covered, type 
products handled and number of stores called on 
per week. Address Box L-303, care of Harpware 
AcE, 100 East 42nd St., New York 17, N. Y. 








Substantial Manufacturer of Tube Fittings, 
seeks aggressive, live wire manufacturers 
representatives who contact hardware whole- 
salers. Several good territories open. 


Reply Box L-320, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








PAINT BRUSH SALESMEN 


EXPERIENCED MEN ONLY WITH DEALER 

FOLLOWING FOR COMPLETE BRANDED LINE. 

MOST TERRITORIES OPEN. WRITE FULL DE- 

TAILS. DRAWING AGAINST LIBERAL COM- 

MISSION. 

Address Box L-319, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








SIDELINE SALESMEN 


WANTED 
To call on hardware jobbers; to sell competi- 
tively priced builders hardware and _ toois. 


Many territories still open. In replying please 
advise lines you are now handling and coverage. 
Address Box L-308, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 





WANTED—MEMBER OF LOCAL CHAM- 
BER OF COMMERCE AS DEALER, DIS- 
TRIBUTOR OR SALES REPRESENTATIVE 
to sell to City or Town Officials ““MUNICIPAL” 
STREET NAME SIGNS, including Frames, Fixtures 
and Posts. “‘MUNICIPAL’’ STREET SIGNS are 
nationally knowam throughout the United States. 
MUNICIPAL STREET SIGN CC., INC. 


777 Meeker Ave. Brooklyn, N. Y. 











SALESMEN, SIDELINE 
CUTLERY, CALLING ON HARDWARE AND RES- 
TAURANT SUPPLY HOUSES THROUGHOUT THE 
COUNTRY. WE CAN USE SEVERAL MEN ON 
A COMMISSION BASIS. ADDRESS: 

MITCHELL MOGAL, INC. 

195 CANAL ST. NEW YORK 13, N. Y. 








Sideline Salesmen Wanted! 


We offer prompt shipments on 


MEDICINE CABINETS, HAMPERS, CASTERS, 
DRYERS, LAMPS, MIRRORS, RUGS, WASTE 
BASKETS, HIGH CHAIRS, IRONING BOARDS, 
FOLDING CHAIRS, LAWN TABLES, WIRE, 
BREADBOXES, LIGHTING FIXTURES, CURTAIN 
RODS, ROLLING PINS, KITCHEN CABINETS, 
PAPER WARDROBES, TOWEL RACKS, FENCE 
POSTS, RADIATOR COVERS, CHIMES, BICY- 
CLE BASKETS, AUTO SEATS, THERMOMETERS, 
SCOOTERS, GRATERS. 


The WALTER S. KRAUS CO. 
WOODSIDE NEW YORK 








| 
| 
| 
| 
| 








SALESMEN 
WANTED 


With following among electrical, radio and 
hardware dealers to handle on an EX- 
CLUSIVE basis a complete line of electrical 
wiring devices and supplies such as duplex 
receptacles, toggle switches, ceiling re- 
ceptacles, wall plates, etc., as well as a 
complete line of plbg. specialties. The line 
is a popular-priced one and sold on an 
open account basis. We offer a salary plus 
commission arrangement. Only EXPERI- 
ENCED men with a following of at least 
two years standing will be considered. Men 
appointed will be given one complete state 
and commissions on all sales coming out 
of their territory, whether through their 
efforts or the company's. Applicants when 
interviewed must be able to stand rigid 
investigation. All applicants must have 
their own car in good condition and qualify 
under the above conditions. Please send 
complete resume, including names of firms 
worked for, lines of goods and territories 


covered. WE WILL NOT PERMIT OUR 
SALESMEN TO CARRY ANY OTHER 
LINES. THEY MUST SELL OUR PROD- 


UCTS ON AN EXCLUSIVE BASIS. 


Address Box 1-305, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 
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AUSTRALIA — AGGRESSIVE SELLING 


REPRESENTATION, PROVIDING COM- 
PLETE AUSTRALIAN COVERAGE is avail- 
able to American Hardware Manufacturers. 


References furnished. Address Box L-302, care 





of Harpware AcE, 100 East 42nd St., New 
York 17, N. Y. 
ATTENTION MANUFACTURERS OR 


BROKERS. Sales Representative thoroughly ex- 






































perienced, aggressive, with two salesmen, desires 
complete line of Builders and Industrial Hard- 
ware, as representative or jobber. Now covering | 
State of Wisconsin. References. Write Box 
L-333, care of Harpware AGE, East 42nd 
St., New York 17, N. Y. 


100 





MANUFACTURERS REP- | 
LET’S HELP EACH | 
OTHER SECURE BETTER LINES. We're | 
representatives too. We will gladly recommend 
you to our manufacturers without compensation, 
providing you will do the same for us. Our 
territory is New England, New York, New Jersey, 
Pennsylvania, Delaware, Maryland and Wash- 
ington, D. State exact territory you cover 
and the type of lines you are interested in. 
We're looking for Hardware, Houseware, Sport- 
ing Goods and Better Toys or Wheeled Goods. 
Address Box L-326, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y. 


WESTERN STATES 
SALES REPRESENTATION 


We wish to add a few items to our expanding sales 
program to be sold to the Jobber, Chain Store and 
Department Store trade. Manufacturers’ inquiries in- 


ATTENTION: 
RESENTATIVES. 








: San Francisco—Seattle—Salt Lake 

City—Denver—Portland and Phoenix. 

Address Box L-31!, care of HARDWARE AGE | 
100 East 42nd St., New York 17, N. Y. 








EXPORT SALES AGENCY 
SELLING EXCLUSIVELY TO EXPORTERS. 


OWN ACCOUNT. SALES STAFF. 
SHOW ROO 
OPEN FOR: Hardware, Electrical Equipment, 


Hospital Supplies, Paints, Building Materials, 
Farm Equipment. References exchanged. 

G. WIENER 
160 Fifth Avenue New York 10, N. Y. 


LINES WANTED FOR NEW ENGLAND 
BY EXPERIENCED SALES ORGANIZA- 
TION. Well Acquainted with Hardware, Auto- 


motive, Electric Supply Jobbers and_ Chains. 
Boston Showroom and Warehouse. Dun and 
Bradstreet rated. Address Perkins Sales Co., 


610 Newbury St., Boston 15, Mass. 


7 





WE ARE RELIABLE AND ENERGETIC 
MANUFACTURER’S REPRESENTATIVES IN 
THE PACIFIC NORTHWEST, calling on 
Wholesale Hardware and Housewares Jobbers, 
Furniture and Department Store Trade. e de- 
sire additional direct factory lines on commission 
basis. Regular coverage. Please write to Shoe- 
maker Distributing Company, 23 Clogg Bldg., 
Yakima, Washington. 


MANUFACTURER’S 


GLAND DESIRES PRODUCTS 
MENTING PRESENT LINES. 


REPRESENTATIVE 
CALLING ON SHIP CHANDLERS AND MaA.- 
RINE HARDWARE DEALERS IN NEW EN. 

SUPPLE. 
Write Keith 
K. Madsen, 75 Federal Street, Boston 10, Mass, 





MANUFACTURERS TAKE NOTICE 


Our Territory covers the States of Colorado, Wyoming, 
and Utah. We have over {50 Active Accounts with 
Hardware Jobbers, Large Retail Hardwares, Depart- 
ment and Chain Stores. We have had years of suc- 
cessful sales experience, and we are open for An Ad- 
ditional Line. 


JOHN E. SCHMITZ & CO. 
1971 IVY ST. DENVER 7, COLORADO 











SOUTHWEST STATES 


ESTABLISHED MANUFACTURERS’ AGENT 
COVERING TEXAS, OKLAHOMA, ARKANSAS 
AND LOUISIANA WITH PERMANENT DISPLAY 
IN DALLAS SEEKING ADDITIONAL LINE TO 
SELL FROM MANUFACTURER ONLY. 


SAM W. FOLSOM 
1502 YOUNG ST. DALLAS, TEXAS 








FOR INTENSIVE 


SOUTHWEST COVERAGE 
We invite you to get in touch with us. 
HERBERT SIERK AND COMPANY 

2705 Canton St. Dallas, Texas 
An Institution Serving the Southwest Jobber 








ATTENTION MANUFACTURERS 


Sales Organization calling on Hardware Distributors 
and Major Retail Accounts in New England, New York, 
New Jersey, Pennsylvania, Maryland, Delaware and 
Washington, D. C., is seeking Another Good Hard- 


ware Line. We are particularly interested in Smail 
ey Specialties, but will consider Other Lines 
o! eri 


Address Box L-317, care of or. AGE 
100 East 42nd St., New York 17, 


































MIDDLE WEST REPRESENTATION 


Recently Organized Manufacturers Representatives 
covering the Middle West calling on the Jobbers and 
Chains. We have diversified experience, Know How 
and Acquaintance. Would like to represent one or two 
Manufacturers. Write to 


WILLIAMS SALES COMPANY 
217 Valley S. W. Grand Rapids, Michigan 








MANUFACTURERS’ REPRESENTATIVE 


Desire Additional Line for New York and New Jersey 


Area. Now calling on Hardware, Paint and Wall 
Paper Distributors and Major Retail Accounts, by 
Established and Responsible Salesman with car. 


ants Exclusive Representation for Manufacturer of 
‘ Quality Repeat Item. Commission Basis. Complete 
details and references on request. 


Address Box 318, care of HARDWARE AGE 
100 0 East 42nd St., New York 17, N. Y. 


THE GREB 
TRADING COMPANY 


5% Commission | 
MANUFACTURERS’ AGENT 


Open for hardware lines, 
tools, specialties, etc. 
Enquiries invited from American 
Manufacturers seeking repre- 
Sentation in Canada 
537 Queen Street West Toronto, Canada 
REPRESENTED FROM COAST TO COAST 























THE ANDERSEN SALES CO. 
2832 43rd AVE. SOUTH 
MINNEAPOLIS 6, MINNESOTA 


MANUFACTURERS' AGENCY 
SELLING IMPORTANT 
MID-NORTHWEST JOBBERS 








NATIONAL DISTRIBUTORS 
Eat: Aggressive 
ANCO CORPORATION, Pittsburgh 22, Pa. 
Brench Offices 
Sew York - Philadelphia - Detroit - Cleveland - Louisville 


Covering all classes of jobbers. We will carry the 
accounts or you can bill direet. 


Write for farther information ond references. 














HOUSEWARES MANUFACTURER! 


ARE YOU SATISFIED WITH 
YOUR MIDWEST COVERAGE? 


TWELVE MEN, EACH CALLING ON 300 AC- 
COUNTS EVERY SIX WEEKS, SELLING DEAL- 
ERS, DEPARTMENT STORES, CHAINS AND 
JOBBERS, HANDLING STAPLE HOUSEWARES 
AND HOUSEHOLD APPLIANCES. WILL REP- 
RESENT AGGRESSIVE MANUFACTURER WHO 
WANTS THOROUGH COVERAGE AND IS 
WILLING TO GO ALL OUT TO GET IT. 


THE JOHN H. LEE COMPANY 
308 W. WASHINGTON ST. 
CHICAGO 6, ILL. 
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THE 


G. E. GRANT 
SALES 


ARE CLOSING OUT THEIR ENTIRE 
STOCK OF HARDWARE SUPPLIES, 


about 900 Tons of Various Kinds of Material; 
10,000 Files new in original cases; 5, 8, 

and 14 inch in bastards, smooth, knife, half 
round and rasps all in Vy and | doz. cartons; 
all second cut, double cut Nicholson mfgr. 
Will sell as a lot or full cases at a big dis- 
count from manufacturer's price. 


GRINDING WHEELS: We have a shipment 
of 2,300 in original cases from the manufac- 
turer, sizes: 2 in. diam. to 30 inch for all 
purposes—Norton Abrasive and Others, all No. 
1 stock. Will sell this lot as much as ‘40% less 
than manufacturer's prices. 


BOLTS AND NUTS: 50 tons, sizes: %, '/2, 
5%, % and | inch, and I'/ to 30 in. long; all 
regular standard thread machine head. 


WASHERS: 7 tons flat steel washers: %, '/2, 
5%, % and % inch; | in. hole 500 Ibs. heavy 
cast washers %4"' x | in. hole; 2!/2 tons boiler 
rivets 2!/, to 4 in. long—%, %4 and | in. diam.; 
300 Ibs. copper and coppered rivets. 


PAINT: We have $10,000 worth: red, blue, 
brown, green and black in 5 gal. cans and 
drums, form OIL; 3,000 gallons in 55 gal. 
drums by Gulf Oil Co. at 25 cents, gal. drums 
free. 350-55 gal. drums Johns-Manville Pure 
Asphalt Roofing Cement; 325-5 gal. Pails 
Asphalt Fibre Roofing Cement. 3 tons of Caulk- 
ing Compound, gun type and trowel and many 
other kinds of material. Will pay you to come 
and see this stock, all in No. | shape, ready 
to go on the sale shelf. 


Also 10 Tons Sheet Aluminum 36" x 40" by 120" 
long, various thickness. Also 5,000 Garrison 
Caps—4 different styles and colors. Size 6'/2 to 
7/2, all of the finest wool—all cleaned and 
pressed, ready for resale at 7!/, cents each, 
the original cost $1.95 extra good. 1,500 Leg- 
ins like new, 10 x 12 long at 10 cents a pair. 
aps are in 500 ea. bales and Leggins 250 ea. 
to the bale. 


If interested, will advise more clearly, as for 
price, we are selling this entire stock from 20 
to 40% less than manufacturers’ price. 


G. E. GRANT 
CYGNET, OHIO 


30 miles south of Toiedo on Route 25 
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EXPORT CORPORATION SPECIALIZED | TONDERFU 
IN HARDWARE AND TOOLS with Old Es- m CO TLHIVE EXPANDING COMME. 
tablished World-Wide Saies Organization is will- | NITY. Will sell business property, stock and 
ing to accept representation of manufacturers for | fixtures of furniture, appliance and hardware 
os ———— of their products abroad. Mer- | store holding franchises of nationally-known lines. 
N ndise — and paid for on domestic basis. | Entire buildings, consisting of 3 adjoining stores, 
Yo export formalities involved. Rector Interna- | 2 upstairs departments and warehouse in excellent 
-; Corp., 14 East 43rd Street, New York, | condition. Deal directly with owner on cash 
- X. basis. A-1 business and will stand investigation. 
Write or contact Good Housekeeping Shop, Lud- 
ington, Michigan. 








WE WILL PURCHASE FOR CASH 





ae STOCKS & EQUIPMENT OF DEALERS!!! 
HARD HOUSEWARES, PAINT STORES, Look at and BUY these SPECIALS 
BUILDING MATERIAL & PLUMBING SUPPLY -30 cal. BRONZE RIFLE BRUSHES $5.00 per 100. 
Wete Oe Wh —s use fe Gut. mfg. OF re anerstories) 
te Us at You Have To Offer a” eather le Slings...... $6.00 Dz. 
5-40, 6-40, 8-36, 10-24 & 10-32 13/16” Rnd. 
MILTON SUPPLY COMPANY Ce piateia tecepitlnaralite sche $2.50 Dz. 
U. S. ROUTE OXFORD, PA. All items postpaid in U. 8. only—Minimum panne Awe 
>| | 


No Stock Da Lerge Or Teo Smell. are units shown—Check or money order. 





HARDWARE SALES COMPANY 
5054 So. Puget Sound Tacoma 9, Wash. 


SURPLUS TOOLS| fop sale 


ALL BRAND NEW IN ORIGINAL 
FACTORY PACKAGES 








SALESMAN WITH TWENTY YEARS’ EX 
PERIENCE IN NORTH AND SOUTH CARO 
LINA AS MANUFACTURER’S DIRECT 
REPRESENTATIVE calling on wholesale and 
retail hardware, building material, mill, plumbing 
and industrial supply trade desires Sales Con- 
nection with old line manufacturer for this terri- 
tory. Address Box L-331, care of Harpware Ace, 
100 East 42nd St., New York 17, N. Y. 





POSITION WANTED: YOUNG MARRIED 
MAN, 34, WITH 17 YEARS’ WHOLESALE 


HARDWARE EXPERIENCE, presently em- 
ployed as buyer and assistant to top executive 
300d character, aggressive and initiative. Seeking 
greater opportunity with manufacturer, hardware 
jobber or syndicate organization. Interested in 
permanent connection only. Details on request. 


Apply to Box L-307, care of Harpware Aor, 
100 East 42nd St., New York 17, N. Y 


SALES POSITION WANTED. MAN 35, 
MARRIED, ESPECIALLY INTERESTED IN 
SELLING HARDWARE. Has been working 
part time selling hardware in leading department 
store. Seeks sales territory with good concern 
Has had 2 years’ college experience. Acting Navy 
Pay Chief, Assistant Cashier for brokerage con- 
cern, 12 years as special representative of public 
utility. Write Box L-321, care of Harpwart 
Acer, 100 East 42nd St., New York 17, N. Y. 








Screw Pitch Gauges #436 Millers Falls FIFTY-EIGHT YEAR OLD RETAIL 
4— 42 Pitch.-....-.---- soveesnasens $ 7.00 doz. 
Thickness Gauges #301-B ‘Caen HARDWARE, SHEET METAL AND 
8 leaves 6” long ---$10.00 doz. 
Drill Gauges #15 General for #1 ROOFING BUSINESS IN PITTS- 
— 60 Drills.------------------+--- $ 6.00 doz. 
Less 10% in Gross Hin BURGH. GROSS $260,000 IN 1946. 


F.O.B. Los Angeles 


HALPRIN SUPPLY COMPANY Address Box L-325, care HARDWARE AGE 
140 E. SECOND STREET 100 East 42nd St., New York 17, N. Y. 
LOS ANGELES 12, CALIF. 




















Buy Savings Bonds 















PERFECTION floating WASHER 


Washer profits go up with Per- 
fection floating Washers. Engineered ‘ 
to eliminate friction and prolong i . 
washer life. Perfect water seal is 5 as 
assured. The floating washer stops 4 
faucet drip...ends water waste. LA 










soos 
soosrs 
PROFITS 





STOPS 
sizes. Order through wholesale 


WASHER Available in %4", % and Y.” 
TROUBLES C 
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hardware jobbers. . S T CHO Cc 





When You Know |STAMPS 





to 1%”, letters and 


GREENFIELD - 











The Trade-Name— Hard Surfaces 


Now ready for use on tough 
marking jobs everywhere 


of a certain product and want to know "Who Makes It?” F : . 

look in the General Directory Section of the "Who Makes it?" . Sy ee 

Number of HARDWARE AGE for the trade-name. You'll find | | lers Falls tool-steel stamps 

it listed alphabetically under the product heeding of the item have special tempered faces 

in question. Alongside the trade-name you will find the name | | to stand up where ordinary 

of the manufacturer, aiso the address of the maker arranged stamps would fail, and 

alphabetically in the same list. Keep your “Who Makes It?” tempered heads to prevent 

Number close at hand where it will serve your wants quickly. mushrooming or fracturing. Character sizes from 1/20” 


HARDWARE AGE sions. Packed in well-made wooden box. Write for details. 
100 East 42nd St. New York 17,n.y. || | MILLERS FALLS COMPANY 


for 





figures. Sharp, clear, legible impres- 





MILLERS FALLS 
TOOLS 


* MASSACHUSETTS 














ARE AGE 





JULY 3, 1947 
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NOKORODE SOLDERING PASTE 


bb Will flux all metals except Aluminum. 

Tet Takes the place of acid in all soldering 

jobs. Absolutely non-corrosive, safe as 

Gun. See resin and rapid as acid. Not affected by 

i heat and does not spatter. The solder will 

not turn dark after using, and the work has high 
tensile strength. 


NOKORODE SOLDERING SALTS 


Eliminates the use of corrosive soldering acid and is 
the remedy for all soldering troubles—makes perfect, 
lasting and non-corrosive joints wherever used. Ex- 
tensively used by plumbers, tinsmiths and leading 
manufacturers in all lines. Highly economical, and 
has no disagreeable fumes while under heat—will not 
burn the operator’s hands or clothing. 


NOKORODE SOLDERING FLUID 


Like Nokorode Salts, eliminates the use of corrosive 
soldering acid . . . ready for instant use. Packed in 
one and five gallon containers, also in steel drums 
ee with faucets containing approximately 55 
gallons. 


NO CHARGE FOR CONTAINER 
CORE SOLDERS, NOKORODE, IDEAL ACID, GEM 


RESIN SOLDERS. ALSO MANUFACTURED IN 
PLAIN STRING AND BAR FORM. 


THE M. W. DUNTON COMPANY 


670 EDDY STREET 
PROVIDENCE 3, RHODE ISLAND, U. S. A- 








=. THOUSANDS USE 
~ THIS TORCH! 
fie. | 
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BLOW TORCHES 
and FIRE POTS 


















yh i Haris! 5 

ustry through su 

nical advances in Torch par 
incorporated in C&L tools. Wi 
_ various purposes. At leading - 


CLAYTON & LAMBERT MFG. CO. 


1718 DIXIE HIGHWAY «+ LOUISVILLE 10, KENTUCKY 





Broots inONE 


FUier-Wtench-Cittheza 


NEW—MODERN DESIGN 
long nose, BERNARD parallel 
action PLIERS (#402-6"') 





oO 


—— <~—7 |S ‘ t 
Cutters on outside of head. Easily f= 
cuts baling wire. ; 





BERNARDS work like a wrench. 
Parallel jaws fit snug on nut. 








LA 
——~ 


° 





@ 











Compound leverage doubles 


Sie 4 Breaks glass perfectly. Jaws ts 
gripping power. Cutters will bite FJ close flat against glass. sf ; 
through 8-penny nail. PS 











en 


Ue Oks ee 








WM. SCHOLLHORN CO. ° 1007 Chapel St., New Haven 
“Quality Tools Since 1870" 


BERNARD 


TRADE MARK REGISTERED 














‘Flo-ter’’ COVERS FOR 
COLORED PYRE X * 


Set of 4 ; 
Bow! Covers 


Your for paren 
PROFITABLE 
PLUS—SALE! 


Made in California by 


FLORENCE TEXTILE PRODUCTS 

1178 So. La Brea Ave. Dept. 34M 
Los Angeles 35, Calif. 

* Registered trade mark ef Corning Glass Werks 














Tru-Test has an assured buying market of over 
fifty wholesale hardware distributors serving 
thousands of retail hardware dealers... plus 
complete promotion to insure you continuous 
volume sales. 

ie 


TRUTEST 


~w 


division of 
- OAKES & COMPANY 
650 South Clark Street « Chicago 5, Illinois 


HARDWARE AGE 


Adirondack Chair 
Air Express Divis 
Aladdin Industrie: 
American Mfg. ¢ 
Artistic Wire Pre 
Autoyre Co., The 


B. B. Pen Co./... 
Babbitt Mfg. Co 
Baltimore Ocean 
Bana Co., The .. 
Bassick Co., The 
Berkshire Paint C 
Better Homes & 
Bird & Son, Inc.. 
Black & Decker } 


Cadie Chemical 

Camillus Cutlery 

Carboloy Co., In 
Central Rubber Pr 
Champion Motors 
Cheney Industries 
Clayton & Lambe! 
Cleveland Chain | 
Country Gentlemai 
Cox Metal Produ 
Crescent Bronze P 


Domes of Silenc 
Dunton Co., M. V 
Duo Therm Div. « 


Corp. 
Durbin-Durco .... 


Economaster Sale: 


Federal Seat Co. 
Florence Textile P 
Ford Motor Co., 


Franklin Co., L. 


' 


G-M Laboratories, 
General Hardware 
Goulds Pumps, | 
— Neck Saw 


Hanson Scale Co. 
OS eee 
Hastings Canvas | 
Holm's Mfg. Co. 
Home-Craft Electr« 
House of Cutlery, 
of General Pain 
Hudson Mfg. Co., 


K-D Mfg. Co... . 
Kay-Tite Co. ..... 


Lasting Products 
Lebus Rotary Tool 
Locke Stove Co... 
Lockwood Hdwe. 
Los Angeles Sheet 
Lurie Hardware 
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A 


Adirondack Chair Co. 

Air Express Division 
Aladdin Industries, 
American Mfg. Co., 
Artistic Wire Products Co., 
Autoyre Co., 


B. B. Pen Co 

Babbitt Mfg. Co., 

Baltimore Ocean Transport Co.. 
Bana Co., The 

Bassick Co., The... 

Berkshire Paint Co 

Better Homes & Gardens... 
Bird & Son, Inc 

Black & Secher Mfg. Co. 


c 


Cadie Chemical Products, Inc.... 
Camillus Cutlery Co 
Carboloy Co., Inc.. 
Central Rubber Products Co., 
Champion Motors Co 
Cheney Industries, 

Clayton & Lambert Mfg. Co 
Cleveland Chain & Mfg. Co 
Country Gentleman 

Cox Metal Products Co.. 
Crescent Bronze Powder C 


D 


Domes of Silence 
Dunton Co., M. 
4 — Div. of Motor Wheel 


Economaster Sales, Inc 


Federal Seat Co 

Florence Textile Products 

ot Motor Co., Special 
iv. 


G-M Laboratories, Inc. 

General Hardware Co 

Goulds Pumps, inc 

Great Neck Saw Manufacturers, 


Hanson Scale Co. pets 
Hapco . wets 
herloes: Canvas & ‘Mfg. ‘Ca.. 
Holm's Mfg. Co. of Ohio 
Home-Craft Electronic Products... 


House of Cutlery, Inc., The, Div. 


of General Paints, 
Hudson Mfg. Co., 


K-D Mfg. Co 
Kay-Tite Co. 


Lasting Products Co 

Lebus Rotary Tool Works 

Locke Stove Co. 

Lockwood Hdwe. 

Los Angeles Sheet Metal oe Co. 
Lurie Hardware Co., Inc.. 


JULY 3, 1947 











Malco Co. 

Marshalltown Trowel 
Master Lock 

Master Rule Mfg. Co., Inc. 
McGill Products Co. 
McKee 

Miller, 

Millers 

Minute Mop Co. 

Myers & 4 Co., 


National 
National 
Neatsiene Co. 
Newell 

Newton Line Co., 
Ney Mfg. Co 
North Bros. 


P 


Pacific Plastic & Mfg. Co., Inc 
Peck, Stow & Wilcox Co 

Pecora Paint Co 

Peerless Industries 

Pennsylvania Lawn Mower Division 


Perfection Automatic Machine Co. 
114 


Phoenix Mfg. Co 
Plymouth Cordage Co 
Pocono Mfg. 


t) 
| Porter Corp., The J. E 


9 


Queen Stove Works, Inc 


Railway Express Agency 
Red Devil 

Reflecto Letters Co 
Remington Arms Co., 
Reynolds Metals Co 
Rop-Loc Products Co 
Royal- Engineering Co 


75 
Russell, Burdsall & Ward Bolt & 5 
8 


Nut C 


Sone Lamp Co., 

Schollhorn Co., 

Sharon Bolt & Screw Co.. 

Sheffield Bronze Paint Corp 
Silex Co., 

Spar-Tex Co., The 

Standard Electric Mfg. Co. 

Stewart Iron Works Co., Inc. 
Suckle Electronics Co 

Sun Metal Products, 

Super Tool 


Templeton, Kenly & Co. 
Tennessee Valley Associated Mar- 
keters 


Tru-Test, Division of Oakes & Co. 112 


GR FONE GOs ci ccscevcentece 


Ww 


Washburn Co., e 
Westinghouse Electric Corp. 
Bug-Bomb Division 
Lamp Division 
Winchester Repeating Arms Co.... 
Wooster Brush Co 
Wright Steel & Wire Co., G. F... 


Y 


Yale & Towne Mfg. Co 








' 
BABBITT “Modern Metal" LAYING NESTS 
The Greatest improvement in laying nests in a generation. Made from 26 gauge 
lifetime Aluminum. 
NEW eae 
STOPS hens from piling up in individual nests. 
SAVES LITTER—frents and backs are high enough to keep litter - a spilling 
out, with a turned in lip te make doubly sure no litter is wasted 
pee yl a much oe yl job of collecting eggs. 
rt oy your — lay in comfort. 


"h le 
MOOTH: no - x of in ~ 5 hands or hen 
Ae for easy clean _ and th @ bottoms ‘can "t fall out. 
SLANTED to prevent roestin 
eter . clese nests at night fo prevent rocsting in the nests. 
ME is cut at least a third. 
REQUInES Ri wall soyne. 
ALL METAL—no place for mites and lice 
FARM TESTED PRACTICAL CECONOMICAL 
ilable in the _ Saieutng sizes: Dealer Price 
280-2 Row 80 en Capacity $9.71 
60 Hen Capacity 8.06 


40 Hen Capestty 5.81 
F. 0. B. Vineland, N. J. 2% discount if eheck accompanies order 
1% ten days to rated firms. 
On Orders for Gross lots, Assorted sizes, special discounts on request. 
Manufacturers Representatives and Jobber inquiries invited. 


THE BABBITT MFG. CO., 719 Park Ave., Vineland, N. J. 














YOUR TERRITORY MAY 
STILL BE OPEN FOR A 


lochwood 


BUILDERS’ HARDWARE 
FRANCHISE 


Write 


LOCKWOOD HARDWARE MFG. CO. 
FITCHBURG, MASS. 


Division of Independent Lock Co 














POCONO Folding CHAIR 
Ideal for Every Outdoor Use 


For lawn, beach, picnics and 
yachts. Solid oak, beautifully 
grained with heavy waterproof 
canvas seat in green, blue and 
white. New "Snack-Arm" is amply 
large to serve a complete buffet 
lunch. Also ideal for magazine 
or book rest, for writing letters, 
etc. Chair will hold 500 Ibs. Folds 
compactly to fit a 5" space. Size: 
28" wide x 31" high x 25" deep. 
Net weight 16 Ibs. Sells on sight. 
Retail price 14.95. Liberal discounts. 


POCONO MFG. CO. 


4912 WN. Sixth Street 
PHILADELPHIA 20, PA. 





Genuir° DOMES 2 SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 


TOc SET SAVE FURNITURE 
& FLOORS-CREATE QUIET 


Name Comes of Silence 
on each genuine Glide 


aé 
Rubber Cushion 
Tile, Marble 


Noiseless, Sizes 
chairs and all fur 


Ask your Jobber. If he jis not supplied write to 


DOMES of SILENCE, Inc., 35 Pear! St. N.Y. C. 



















Cra if ts men 
like the feel 





PHOENIX 
HAMMERS 


Let your customers heft the Phoenix 
Hammer. They’ll recognize the feel of 
a first quality craftsman’s tool... the 
balance that makes good work 
easy. Phoenix Hammers are drop 
forged for toughness, heat treated 































ATTENTION 
Manufacturers and Large Users 


We offer the following in whole or part sub- 
ject to prior sale. 


Chest handle—Stanley—#4 Size 41/6x3" plate—width of 


bale 4!/g"—Cadmium plated. Approx. quantity 3500 very = 
3.10 dz, 


Chest hinge—Size 134 x2!"—59" offset length of joint 2". 
Approx. quantity 3000 prs. Very spl. ............... 1.45 pr. 


Chest or Trunk Catch—Extra Heavy—with spring’ bolt—Size 
4/g x 2¥%,"" Cadmium finish—Approx. quantity 3000 . . .2.50 dz. 


Corner Bracket—Hvy. gauge—Length 234"—Width 2!/g"— 
Depth 34". Approx. quantity 20,000 ................ .25 dz. 


Send for the Lurie Flyer 


























and flame hardened. Handles are finest hickory with 
a natural fit to the hand. Get the Phoenix line, includ- 
ing claw, rip and ball pein models, from your jobber. 


PHOENIX MANUFACTURING COMPANY 
Joliet, Ilinois A, Catasauqua, Pa. 







LURIE HARDWARE CO. INC. 
552 West Lake St. Chicago, Illinois 
Wholesale Hardware Exclusively 




























LABOR SAVER! 
SUPER Carbide Viteped 


MASONRY DRILLS 


75% FASTER DRILLING 
IN BRICK * CONCRETE * STONE 
AND ALL NON-METALLIC 
MATERIALS WITH 
ELECTRIC DRILL OR 
HAND BRACE 


QUANTITY 
TIN or ALUMINUM 
Window Fla Shingles 













as 


7 g 
100 Linnial Ft. 
Painted Both Sides 


$750 
ee Wan Prices 


We Manufacture 
Everything in Sheet Metal 


BIG SALES to 


@ HOME OWNERS © PLUMBERS 










Per Bundle 


F-O.B. Los Angeles 
@ CONTRACTORS © MAINTENANCE MEN 








@ ELECTRICIANS @ BUILDERS 





SUPER TooL COMPANY 
Carbide Vitped Toots 


21650 Hoover Rd., Detroit 13, Mich. 5210 Son Fernando Rd., Glendale 3, Cal. 


KAY-TI 





HARDWARE AIGE 














CHESAPR Vin 


. , & 
Another Load of BAVYTITE Going West OLTO 


a 


. al 


| Kay-riTe by the CARLOAD 


Goes North, Fast, 


South and West 


SUCH CONFIDENCE OF BUYERS 
MUST BE a 


20 YEARS of satisfactory Performance 
IS THE ANSWER 


KAY-TITE controls water scopage 
In porwuds masonry. 


10 Ib. can retails for $2.90 throughout the U. S. A. 


For information write to 
KAY-TITE COMPANY WEST ORANGE 





is with me on 
every Job!” 


Says MR. LORRAINE KLOHS, 
MASTER CARPENTER* 


RETAILS AT 
2 


6 ft. spare blade 


308 w. 8 ft... $1.90 Spare blade. . $1.10 


‘| consider my Master Brite Blade one of the most important tools | own, and with the possible 
exception of a pencil, | use it more than any other’tool. It certainly proves invaluable for the hundred- 
and-one measurements carpenters take in a day’s work.” 

Mr. Klohs is one of an increasing number of carpenters who find a Master steel tape rule ideal 
for quick, accurate measurements. The Brite Blade is a particularly sturdy and versatile rule. The Blade, 
of finest tempered steel, has the patented Master snow-white finish with jet black numerals for easy 
reading. This finish won't chip, peel or crack. Master Brite Blade incorporates the popular inside-outside 
measurement feature. Case is of heavy solid zinc alloy finished in chrome...designed to stand up 
under heavy use. 

Identify your name with the best in rules... Master Steel Tape Rules. Write today for information 
on the complete line of wood and steel tape Master Rules. 

*36 Van Wort Ave., White Plains, N. Y. 





BRANCH: P.O. . 
TRAD ©. Box 1587, Oakland, Calif 


Pe MAS OME BR yf wr we. 
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